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| wpectalinel 
advertising campaigns 
behind Evereapy CoLumsias 


DURING 1928, no less than seven highly specialized 

advertising campaigns are featuring Eveready Colum- 

bia Dry Batteries in as many kinds of publications 
read by the public. 


THE SATURDAY EVENING POST 
PEOPLE’S POPULAR MONTHLY 
MOTOR BOAT PUBLICATIONS 


PROFESSIONAL FISHING 
JOURNALS 


POPULAR 

MECHANICS EACH one of these groups is supplied with spe- 

PUBLICATIONS cial advertisements, carefully designed to ap- 
C peal intimately and convincingly to the reader. 


This advertising is working today—now—to 
THE help you and your dealers sell Eveready 


AMERICAN BOY Columbia Dry Batteries. Not doing any- 


body’s selling for him, but assisting him 
to sell, helping him very greatly. 


NATIONAL CARBON CO., INC. 
FARM New York Chicago San Francisco 


MAGAZINES Atlanta [ifete! = Kansas City 


Unit of Union Carbide and Carbon Corporation 


EVEREADY 


COLUMBIA 
Dry Batteries 


~ they sell faster 
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O AFFORD me, Coit A. Smith, 


CONTENTS alias Hard Luck Sam, an oppor- 
Page tunity to broadcast a friendly mes- 
: sage to our readers, the editors have 
McGraw Electric Co., Omaha, Neb..............0.cccccscees : 3 reserved this space. 

How One Community Built Store Lighting Not in the caboose, mind you, but 
CN Oe ac ki kab coccu ce tecwebscorenceve 5 right here in the cab with the en- 

Electrical Interests in the Tri-Cities Unite In a Plan. gineer. Thanks for the buggy ride. 
Then Good Team Work Brings the Desired Results. For five years I have trudged up 


and down the old U. S. A. and 


The Manufacturers Are Ch a, ee ao 7 Canada for Tue Jonsze’s Saizsman, 
Over 50 Companies Are Already Pledged to Use the Slo- gathering news, taking photographs 
gan, “Sold Through Jobbers.” Jobbers, Get Behind This and building up circulation. 
Movement. Although this work was exacting 

iii ia iis Sk GA vg Mba Panel > nsknesvene ~ and required long trips, it is recorded 

in my memory as a delightful and 

Getting Down to Brass Tacks—By E. T. Rowland............ 10 valuable experience. Mere words 
A Few Thoughts For the Boys Just Starting on the cannot express the pleasure and 
Road. pride derived from personal contact 
: : with the men throughout the industry. 

Building Forecasts for 1928 Indicate Huge Volume.......... 11 Having found the jobber and his 

When a Salesman Is Best Able To Sell—By a Prominent people more than willing to co-oper- 

I NG oo. 5 ic cxnndcadsnewensuddaveesdscees 12 ate, not only with information but 


with continued patronage, this is a 
fitting opportunity for me to thank 
them collectively for their interest 
and support. 


If You Wish the Contractor-Dealer to Throw You An 
Order While He Is Busy On the Job, That’s One Thing. 
To Really Sell Him Requires Another Time and Place. 


Sn Pon me Pee Lee oe oe ee 2 ee ee ee Cee ee a 8 








ms ER A a ee 12 Because I was a former jobber’s 
salesman and spoke their language, 
Making the Business Pay ...........:20::eececeeeseeeeesetes 18 they have always talked freely to 
~~ Opinions Expressed By Thinking Jobbers As. To Castel me of their problems and plans. I 
Factors Entering Into Profit Making. have shown my appreciation of this 
trust by keeping all promises and 
You Arrive When You Leave—By Dr. Frank Crane.......... 15 never dig oh st nineties noon 
After You Have Made What You Call a Fair Success Do fidence. 
You Still Possess the Saving Grace of “Divine Dissatis- Now, as circulation manager, I have 
faction”? a chance to hang around the home 
Men You Should Know—Henry A. Esler.................... 16 office more than in the past without 
missing the regular trips to various 
pr ee 25 sections. Here’s how I sold this idea 
Se to the boss. After the last long trip 
es 5 00 0 CHESS WENT 0 RO s CER Kae cbe ess cece we’ 26 I shaved off my mustache and sold 
. , my wife a new vacuum cleaner with- 
ewe meee Wee Jobbing Pield. .. 2.2... c i ccc ccc cece eccees 28 out her knowing. who I was. That 
ess wac ves oVbbs teh whe won eee obec rece bee beicoas 74 settled it. 
: Having made the boast that I can 
Mahomet Must Go to the Mountain........................ 74 spend half my time in the office and 
i FORE ocbidcsca AP a siruenthe ows 79 still get the news from all parts of 
Radio Through the Camera's Eye the country, this is sort of an S.O.S. 
I, gs corre ees caters Ob ece ers cen ccencwtws 94 to the boys to keep a stream of 
| 


letters coming in. 
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—Irugal— 





JOBBERS: — Here 
is your opportunity to 
“cash in” on the sen: 
sation of the year—A 
Four Burner Range 
fiom salah i towels operating from a wall 


2 “3 1p oe receptacle! 














as crea: ° 8 Never before have 
i. Fe you been able to offer 
; your dealers a range 

which did not neces: 
f sitate installation costs. 


ve | Sang And, the Frugal 
@ =», Plug Operated Range 


‘eeitant 


=== permits two cooking 
Model HVR \\ operations at the same 























(Patent Applied For) time. 


You are offered a complete line of Frugal Ranges. With 33 models 
to sell you can satisfy every dealer’s requirements in your territory. 

We also have 5 Hot Plates to round out the line. They are made 
right and priced right. 


JOBBER POLICY: — Frugal 
Ranges are distributed on a strict 
jobber policy basis. The fullest pro- 
tection is given jobbers on the sales 
of Frugal Ranges in their territories. 


WE WANT JOBBERS: — The 
Frugal Company wants additional 
jobbers to distribute their attractive 
line. Write us for our proposition. 
It includes a most desirable profit 
for you. And, every effort is being 
made on our part to assist you in 
increasing your sales on the Frugal 
line. 


Sold Through Jobbers 


The Frugal Electric Mfg.Co. 


2249-51-53 Beechmont Ave., Cincinnati, Ohio 
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McGRAW ELECTRIC CO., OMAHA, NEB. 


C. A. Fried, Treas. 


HIS institution was founded in 1900 by Max Mc- 

Graw who started in business as a house wiring 
contractor doing business from his home in Sioux City, 
Iowa. In 1906 he branched out into the electrical 
jobbing business and into the telephone manufacturing 
business, and formed his first corporation known as 
the Interstate Elec. & Mfg. Company. 

Early in 1912 the electric, steam and mill supply 
business of the Joseph R. Lehmer Company at Omaha 
was purchased by the Sioux City institution, after 
which the name of the corporation was changed to 
The McGraw Co., operating in Sioux City and Omaha. 

In 1922 the business of the Central Telephone & 
Electric Co. of St. Louis was purchased, and this was 
operated as The McGraw Co. until November, 1926, 
when it was sold to Westinghouse. 

At this same time The McGraw Electric Company, 
owners of the above jobbing houses, took over sub- 
stantial utility interests in the Missouri Valley terri- 


A. J. Cole, Vice-Pres. & Gen. Mgr. 


C. A. Isakson, Sales Mgr. 


tory and operated them through The Central West 
Public Service Co. serving 66 towns with electricity 
and power, 70 towns with telephone, five with gas and 
one with water service. 


Looking Ahead to 1950 

There will still be electrical supply jobbers in 1950. Of 
those houses doing a million or more of gross business per 
year, the majority will be chain operated, 

The operating area of such houses will be more and more 
confined, and such increase in business as they enjoy will 
be from increased buying power in smaller areas. 

As the territory becomes more congested there will be 
new local institutions to absorb some of the increased buying 
power. 

There will be more local buying by utility interests as 
against centralized buying. 

The few larger independent jobbing institutions remaining 
will be well financed, well managed, aggressive, yet conserv- 
ative institutions. 
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Indian was Not a Good 
Salesman 


‘Ee HE cigar store indian held sulated wire. Make it Okonite 
cigars inone-handandatoma- Tape, of course—the insulating 
hawk in the other. He was not a compound that’s as good as the in- 
good salesman or he would have sulation of the wire—and then 
held a package of cigarettes in his suggest Manson Tape or your old 
tomahawk hand—suggesting the friends Dundee “A” and “B” to 
purchase of cigarettes to everyone finish off a perfect splice and 
who bought cigars. to complete a perfect sale. 

A double sale is always the most 
profitable sale and, if you would 
be a_ better salesman 


than the cigar store : 
indian, suggest the pur- at N7> 
chase of tape every time \N 

you sell an order of in- 8 


The Okonite Company 


The Okonite-Callender Cable 
Company, Inc. 


FACTORIES: PASSAIC, N. J. PATTERSON, N. J. 
SALES OFFICES: NEW YORK CHICAGO PITTSBURGH 
ST. LOUIS ATLANTA BIRMINGHAM 
SAN FRANCISCO LOS ANGELES SEATTLE 
Pettingell-Andrews Co., Boston, Mass. 
Novelty Electric Co., Philadelphia, Pa. 
F. D. Lawrence Electric Co., Cincinnati, O. 
Canadian Representatives: 
Engineering Materials Limited 
Montreal 
‘See Cuban Representatives: 
Victor G. Mendoza Co. 
Havana 
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How One Community Built 
Store-Lighting Profits 


Electrical Interests in the Tri-Cities Unite in a Plan. 
Then Good Team Work Brings the Desired Results 


By R. B. KELLOGG 


Secretary-Manager, Electrical League of the Tri-Cities 





TORES in the Tri- 
4 Cities — Davenport, 

Ia., and Rock Island 
and Moline, Ill., were as 
well lighted as in the aver- 
age community of 185,000, 
yet the progressive mer- 
chants had become dissat- 
isfied with the lighting of 
their stores. 

This dissatisfaction was 
traceable to the fact that 
the super-street lighting 
which has been recently in- 
stalled throughout the busi- 
ness sections has greatly 
reduced the contrast be- 
tween the show window il- 
lumination and that of the 
street. In the final analy- 
sis, the attractive power of 
a lighted display window. 
rests on the contrast which 
ii presents to adjoining 
surroundings. 

A survey made of these 








License for the operation of 
this League was granted by 
the Society for Electrical 
Development. 

The success of a cam- 
paign, whether it be war- 
like or peaceful, depends on 
the aggressors being fully 
aware of the various strate- 
gic situations. They must 
manipulate the available 
forces to achieve the de- 
sired results and they must 
have a firm conviction that 


the cause is just. All these 
factors must be accom- 
panied by untiring, con- 


scientious fearless work by 
those actually on the fight- 
ing line. Just so it is 
with a concerted sales ac- 
tivity, the aim of which is 
to improve the lighting of 
commercial establishments 
in a community. 

Plans for this campaign 








conditions by representa- 
tives of the electrical in- 
dustry indicated that the 
better class of merchants were receptive toward the 
‘lea of making changes in their store lighting system 
‘. inerease the attractive power of their window and 
‘ore interiors. 

The Electrical League of the Tri-Cities set about to 
raise the level of illumination by a commercial lighting 


‘iles campaign. The League was organized to promote 


‘ie use of electricity and has among its members the 
‘ eetrical contractors, the public utility companies, the 
bbers and the electrical equipment manufacturers. 





Specimens of Publicity Material Sent to Over 1200 Mer- 
chants of the Tri-Cities. 


were carefully prepared, so 
as to follow a definite sche- 
dule. In this program all 
factors which had been used by other communities in 
successful campaigns were given due consideration and 
at the same time safeguards were laid against possible 
Success of such an activity is dependent upon: 
of the undertaking. 2. Selection of 

8. Choice of advertising 
t. Demonstrations. 5. Training of men engaged in solic- 
itation. 6. Follow up by trained men with worthwhile 
selling talks. 

Local conditions indicated that the most feasible plan 


failures. 
1. Timeliness 


mailing material. methods. 
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This Attractive Window Demonstrated to the Merchants 

How Well Lighted Displays Command Attention. The 

Installation Consisted of 200 Watt Lamps Spaced 12 Ins. 
Apart, Using Suitable Show Window Reflectors. 


was to carry on a concentrated selling campaign among 
the stores known to be receptive and to devote extended 
efforts to those less interested 

Merchants of the Tri-Cities held their annual fall open- 
ing the week of September 12, 1927, and hence that was 
decided to be the opportune time to begin activities. In- 
The exten- 
sive selling plan for those known to be less receptive 
toward better lighting, began October 1, and ran to De- 


tensive selling was set for about that time. 


cember 1. 

On September 12, each of the 1300 merchants in the 
Tri-Cities received a letter calling their attention to cer- 
tain stores which had received light treatment to demon- 
They were 
also invited to three demonstrations of correct store 


strate properly show window illumination. 


lighting, which had been especially installed for their 
benefit. In the same mail was distributed a booklet, 
“Building Store Profit with Light.” From then on, 
three other pieces of publicity broadsides were sent out 
and finally a postal with a return mailing card. 
Temporary lighting demonstration stores such as were 
opened in Davenport, Rock Island and Moline, have been 
seldom used in other cities during similar campaigns, be- 
cause of the considerable expense and labor concerned. 
The arrangement of the exhibits is a big task and were it 
not for the splendid co-operation of the jobbers and con- 
Each of 


these stores had been vacant for some time previous and 


tractors, the stores would have been failures. 


required much renovating in connection with a complete 
rewiring job, new outlets had to be located throughout 
the store and the windows. The general lay-out con- 
sisted of 300 watt clear Mazda lamps installed on 10 by 
10 ft. centers, using glassware 16 ins. in diameter. These 
luminaires were furnished without cost by the jobbers, as 
was also the other equipment. The standard of show 
window illumination was 200 watt lamps, located in out- 
lets approximately 12 ins. apart, using mirrored glass 
and prismatic glass show window reflectors. All installa- 
tion work was done at cost by the electrical contractors. 

Actual selling was allotted to the electrical contractors, 
with such assistance as might be offered by manufac- 
turers’ representatives and central station lighting spe- 
cialists. Since this main sales work was assigned to the 


contractors, it was decided to hold the Electrical Leagu 
second lighting school just prior to the intensive selling 
Special emphasis was placed on commercial lighting an! 
selling methods. The Electrical League was fortunate tv 
secure for instructors illuminating engineers from the 
Mazda lamp companies and the manufacturers of lighting 
equipment. 

At the close of the lighting school, each of the 16 


electrical contractor members of the League were given 


40 cards, bearing the names of merchants known to be 
interested, or in a position to buy lighting equipment 
Instructions were given to solicit each. As an incentive 
to promote selling, the Electrical League offered three 
prizes, totalling $85.00, for the three “contractors secur 
ing the greatest number of jobs. The degree to which 
this was accomplished is indicated in the tabulated re 
sults: 

Number of merchants assigned to be solicited. .. . 1200 

Number of solicitations actually made... 

Pescemiame Of “Meee... oo oc ge oeancsvoeecs 382% 

Number of contracts resulting from solicitation. . . 156 

Percentage of results from solicitations 41% 

Load increase to central station 205 K. W. 

A well known lecturer has stated that the contractor 
is not a merchant, but is a manufacturer of wiring sys- 
tems and knows very little of selling methods. During 
this activity, many of the contractors proved this state- 
ment by overlooking the big business opportunity at hand 
to accept the small accounts which were brought to their 
door. Had a real conscientious effort been put forth by 
all, the results would have been astounding. The winner 
of this contest secured contracts amounting to over 
$3400.00, and was given promise of several larger jobs 
soon to be closed. The 205 K. W. load increase repre- 
sented by this activity will mean an excess of $16,000 
per year to the public utility companies for minimum 
hours of use by the customer. 

The lamp and reflector manufacturers ably assisted the 
contractors in their selling work. Without exaggeration, 
it is estimated that 50% of the effort put forth resulted 
from the sales efforts of these representatives. One 
representative made store to store calls throughout the 
entire business sections. 


The expenses of such a cam- (Turn to Page 72 














The Benefits of Correct Store Illumination Were Clearly 

Brought Out by Displays Such as This. Outlets Spaced 

Approximately 10 Ft. Apart Were Equipped with 300 
Watt Lamps and Commercial Enclosing Glassware. 
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The Manufacturers Are Pulling 


For You 


Over 50 Companies Are 
Already Pledged to Use the 
Slogan “Sold Through Job- 
bers.” Jobbers, Get Behind 


This Movement! 


N EVERY hand there has been pro- 
O nounced enthusiasm for the acceptance 
of Tue Jopper’s SALESMAN’s proposed 
slogan—‘‘Sold Through Jobbers.” Up to the 
middle of January there had been over 50 
pledges received from prominent manufacturers 
to use this slogan on the printed matter and in 
the advertising that they send out. At that 
time the dead line was drawn for the prepara- 
tion of this article and getting it into the forms, 
although it was in the middle of the tide as 
far as manufacturers’ acceptances were con- 
cerned. A great many more manufacturers will 
be in this great co-operative circle before the 
next report is made in the March issue. As a 
matter of fact, a very large measure of success 
is already assured for this important movement 
important because, as it gets fully under way, 
it is going to give to the electrical jobber, and 
the industry which he represents, more favor- 
able publicity than has come his way in many 
years past. 

Those who read the editorial in last month’s 
issue under the title “Sold Through Jobbers,”’ 
already know what the movement is destined 
to accomplish. For the benefit of those who 
may have missed it,-a brief recapitulation of 
what the plan involves is necessary, so that 
everyone will be in a position to get back of it. 

The idea is that every manufacturer of elec- 
trical products, who has a jobber policy, shall 
put this slogan into all his advertising, both in 
publications and direct by mail, all his circu- 
lars and catalogs, on his letterheads, etc. 

When this plan has been adopted by the 
majority of the manufacturers and put into 
cffect, the result will be that there will go out 
into every ramification of the trade and in many 
instances to the public at large, not millions but 
literally hundreds of millions of impressions 


‘f this trade mark of jobber distribution approval. 
Every time your dealers, or your contractors, your in- 
lustrial prospects, your central stations, your prospects 








“We do believe in the policy of distributing sole- 
ly through jobbing channels, hence, of course, 
would favor the use of a slogan ‘Sold Through 
Jobbers’ in our advertising and literature.” 

“We think your plan of using the slogan ‘Sold 
Through Jobbers’ is a good one, and when we get 
our new literature we will be very glad, indeed, 
to work that slogan in wherever it is possible.” 

“We will in all our advertising and printed mat- 
ter use the slogan ‘Sold Through Jobbers.’ ”’ 

“We are highly in favor of the campaign which 
you are carrying on to have the slogan ‘Sold 
Through Jobbers’ displayed on all printed and ad- 
vertising matter. We will be glad to co-operate.” 

“Since our aim is to ultimately distribute our 
product 100% through jobbers, we shall gladly 
lend our support to this movement.” 

““Sold Through Jobbers’ as outlined in your 
letter of December 12th together with literature 
attached is good work on the part of The Jobber’s 
Salesman Magazine and you are entitled to a great 
deal of credit.” 

“I would conservatively estimate that we will 
place this message before the Dealer’s and Power 
Companies this year, at least between 300,000 and 
400,000 times.” 

“I cannot tell you exactly concerning our ad- 
vertising but we will use this slogan wherever pos- 
sible. I might say, however, that we have an issue 
of 25,000 circulars on the press and this slogan will 
be used.” 

“We believe this movement will be of great value 
to the entire electrical industry and after a con- 
ference with our president he authorized me to in- 
form you that he would be pleased to enter into 
the spirit of this slogan.” 

“We concur with you that it would be a good 
idea to have our advertising copy include the slo- 
gan ‘Sold Through Jobbers. Accordingly, we 
shall adopt this as our policy throughout 1928.” 








For List of Manufacturers Who Were 
Pledged to Co-operate, Up to January 16, 
See Page 90. 


Do you fully realize the significance of this? Are you 
ready to get back of the plan yourselves? Here lies 
within the grasp of the electrical jobbing industry an 


ind customers of all kinds, tear open an envelope or opportunity to receive hundreds of thousands of dollars - 


‘pen the pages of their favorite trade publications there worth of favorable publicity for the asking. There was 


will be staring in their faces, times without number, this 
nost satisfying and encouraging phrase—‘‘Sold Through 


lobbers.”’ 


never a time in the whole history of this industry that 
it was in such dire need of every crumb of favorable 


comment, or indication of ap- (Turn to Paqe 8S 
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(CREATING FAN 


Additional Business Can Only Be Secured 
By Properly Displaying and Demonstrat- 
ing Fans in a Greater Number of Places 


S THE fan season draws on, there is much activity 
rN on the part of the jobbers’ salesmen. Largely 
this is in the line of signing the dealers up on 
“fan contracts,’ with urgent requests for them to get 
their stock in early and be prepared to furnish fans 
when the first warm days come. This is all good pre- 
liminary work. For the most part it is satisfactorily 
done. 
the jobber’s salesman feels that he is assured of a reason- 
ably good volume of business, and is reasonably certain 
that his competitor around the corner is not going to get 
his particular pet dealers away from him. 

But the questions naturally arise: “Is this creating fan 
sales? It it going to increase the sum total of fan busi- 
ness this season? When the average citizen begins to 
feel the need of a fan is it going to make it easy for him 
to get one?” 

In so far as the large, well-managed, well-financed 
electrical and other classes of fan dealers are concerned, 
it may be said that the plan insures success, for they 
may be depended upon to stock and display fans on a 
scale to care for their neighborhood trade. But, ask 
yourself this question. If you were a perspiring 
fan prospect, who couldn’t stand the 
heat another hour, and if you 
were to go out in the 


With a goodly quota of fan contracts to his credit, 

























SALES : 
kK a 
average city and try to get to the nearest fan dealer's 
store who has such a stock, how far would you go? 
Would the buying urge in you die out before you found 
one? In your hunt, would you pass by, without seeing, 
the small dealers’ places—electrical, hardware, depart 
ment stores, who have fans for sale but are not telling 
the world? You would, and you as a jobber’s salesman 
could prove that fact right in your own territory if you 
were to make the trial. ’ 

At this season of the year, if one makes a tour of in 
vestigation in almost any average locality and calls upon 
the small electrical and hardware dealers and inquires 
about the fan business he will be met with a variety of 
answers to his questions. The answers will run 
“There is no money in fans, 
undersells “This 
can’t sell any- 


something like this: 
the central station 
neighborhood it too cheap 
thing but little fans.” “I 
haven't got the 


me.” 





capital to 







_ 


\ 
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GET THEM INTO 
THE WINDOWS 


tie up in fans—fans cost money.” “I'd never make a 
fan contract with anybody—I want to sell whatever fan 
my customer asks for and I can get it in a couple of hours 
from any jobber that carries it.” 

This is about the situation that will be found among 
the smaller class of dealers. 

“What’s the use of bothering with fellows like that?” 
You naturally ask the question. 

The answer is this. If we are to secure additional fan 
business this season—really merchandise fans—they must 
be distributed over all the territory so thoroughly that 
when people suddenly become fan hungry they will know 
where to get what they want. 

So to make more fan sales in 1928, fans must be 
strategically placed in more places-—not simply placed 
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It Will Pay You a Profit 
to Get Your Dealers 
Away From the Idea of 
Crabbing About This and 
That and Help Them to 
MERCHANDISE 
FANS. Hot Weather 
Comes Out of a Clear 


Sky and Every Sale They 


Miss By Not Being 
Prepared is a Sale Lost 
Forever. 


but displayed and demonstrated. They should be set up 
and operating everywhere, with signs to “Come in and 
take me at $16.50”, or whatever the price may be. Get 
fans into the windows of these small dealers and see that 
they are there early and kept there late. 

One jobber was asked—“What are your men expected 
to do in order to secure the most business from their fan 
dealers?’’ And he said: “There is one thing that we do 
insist on their doing and that is to see that the dealer 
gets and uses properly all the sales helps that our manu- 
facturer provides.” 

The big sales idea seems to be right there. In no other 
line that the jobber handles have the manufacturers pro- 
vided a better assortment of window trims, booklets and 
literature of all kinds than have the fan manufacturers. 
If you as a jobber’s salesman will go over your territory 
with a fine tooth comb and select 20 or 30 of these smaller 
dealers and say to yourself: “I am going to sell these 
fellows on the possibility of fan sales as they never were 
sold before. I am going to provide them with these sales 
helps and personally see that they use them. I am going 
to have a fan in every window if I have to dress the 
window myself. I am going to keep after them from 
June to August and get them away from crabbing and 
enthused on selling.” If you do this you will be on the 
road to creating new fan business for this season. 

What is needed is “more places to buy.” Take every 
dealer on every street and still the number of these places 
is insufficient. Now, when half of these dealers have a 
fan or two in the back of the store or even on the counter 
near the front but not in the window and properly dis- 
played, they are almost as bad as no dealer at all. 

We heard a dealer say once—‘“Hells bells, how can I 
sell fans? The cussed central station company takes a 
truck load of fans and sells them on the streets. How 
can I compete?” And yet he had a corner where he 
could display fans as well as they could be displayed on 
any truck. What he lacked, evidently, was the right kind 
of a jobber’s salesman to talk him out of his fears, and 


_get him to selling fans when the public was so eager for 


them that they would even go out in the streets and buy 
them off from a truck. 
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Getting Down to Brass Tacks 





















































































































































retail stores selling electrical supplies and appliances 
were electrical contractor-dealers and central sta- 
tions. It was, therefore, a very simple matter for the 
jobber’s salesman to determine who were his customers 
for appliances and other resale merchandise. To-day, 
however, the field is a very wide one. We find that many 


le WAS NOT so very many years ago that the only 


Local Sales Manager, Southern New England Electric Co., 





A Few Thoughts for the Boys 
Just Starting on the Road 


By E. T. ROWLAND 
Hartford, Conn. 
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SELLING THE RETAIL DEALER 








different types of stores are selling electrical merchan- 
dise and that non-electrical stores are securing an ever 
increasing share of this business. The customers of the 
electrical supply jobber now also include not only hard- 
ware and department stores, but oftentimes drug, house 
furnishing, jewelry, dry goods, variety and general stores 
as well. 

Considerable publicity has recently been given to the 
survey of the non-electrical retail dealer made by Mr. 
Frank Watts, then manager of a trade magazine pub- 
lished in the interests of this type of dealer. The data 
given by Mr. Watts opened the eyes of many an elec 
trical supply jobber’s salesman who had been keeping 
to the old beaten path which led only to the electrical 
contractor-dealer and the electric light company. Of 
the hardware and department stores surveyed, over three- 
quarters sold electrical material, and the average sales 
of this merchandise by each store were between $9,000 
and $10,000 a year. But even more startling was the 
disclosure that less than one-third of this business was 
going to the electrical jobber, 
the balance going to hardware 
and other trade jobbers or di- 
rect to the manufacturers. So 
in this field the salesman has 
additional competition from 
other jobbers than those in the 
electrical field. 


But this should not discour- 
age him because the electrical 
stocks of these other jobbers 
are not as complete and their 
salesmen as a rule are less fa- 
miliar with electrical material 
than he is. 

The new salesman should 
first of all study the entire re- 
tail field in his territory and 
determine what types of stores 
are selling the most electrical 
merchandise. He should then 
select as his prospects as many 
representative dealers as he 
can properly handle, revising this list as he becomes 
more familiar with his territory, and as he notes 
changes in the buying habits of the public. In the 
smaller cities and towns there is usually but a single 
shopping district. In larger cities, however, there is not 
only a large downtown retail district but there are also 
smaller community buying centers which are constantly 


Do You Carry 
These Six Items in 
Your Bag of Tricks? 
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developing in the outlying sections of the city. 

It will pay any salesman to visit the electrical coun- 
ters of 10 and 25 cent stores to see what items they sell 
and to study their methods of displaying them. A list 
of the supply items sold in these stores may well serve 
as a nucleus for a checking list of items to sell to retail 
dealers. This list may be placed in the front of the 
price book for easy reference in the same manner as the 


list previously suggested for electrical contractors. A 
careful study of price book and catalogues will reveal 
other items for this list which should include, of course, 
all appliance items. 


To successfully sell the 


retail dealer, the salesman 


must do more than call on his desirable customers and 


stock their shelves and counters with merchandise. 


He 


INDUSTRY.” 


must go further and see that this merchandise is moved 
on to the consumer within a reasonable time so that he 
To do this it is necessary for 
him to become familiar with the merchandising methods 


can secure repeat orders. 


of successful retail dealers and to sell these methods to 
his own customers. 

First of all, the entire sales organization of the dealer 
should be made familiar with the points of superiority 
of the particular makes of electrical merchandise in their 
stocks and should be capable of telling their customers 
how each article should be used. The buyer, himself, 
may be thoroughly sold on the merchandise which he 
has bought and may be quite familiar with its uses and 
selling points but, unless the clerks behind the counter 
have this same knowledge, the (Turn to Page 56) 





Building Forecasts for 1928 Indicate Huge Volume 
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DETAILED FORECAST of NEW BUILDING CONSTRUCTION for 1928 
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BUILDING ACTIVITY in the UNITED STATES SINCE 1915 
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Churches 19,860,000 48,740,000 12,635,000 20,900,000 71,367,000 37,640,000 211,142,000 was almost equal to that of the 
. H (Below . > 
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| Hotels 21,487,000 107,272,000 19,950,000 45,175,000 105,200,000 42,917,000 342,001,000 that 1928 will show a marked 
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ToTrat VALUE OF is 7 4 s . 
New BuILpincs $311,068,000 $1,735,394,000  $170,140,000 $362,046,000 $1,757,321,000 — $619,297,000 $4,955,266,000 Its forecast figures, as pre- 
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New Construction Vaees Sees INS. < nen. c Onanecdacucbscnadunsersaenneetaacewencecees $4,955,266,000 ente d = the tabulati m, are de 
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*Small Dwellings ary ae Aechiooets Sf Geeta se EO Ee OPE OE COE CEE Fee OEE 789,368,000 veloped by applying a series of 
Estimated about 80 total oe . bs 
cr re Tier nn Oe MUNMMNGUNE. 525 053 cs needs tiswns sce ceowsiwccecnscuasaneseeees . 260,816,000 weighting factors to the al 
Estimated 50% of total ] i t 5] t t ls f di t 
ae es Be a IIIS a iin oc ccc cc cdertnccntesdcstsetaspesvoedccscndesucees 499,678,000 ocatec otals 0 irec reports 
| Estimated at 10% of total after : . 
| deducting above two classifications received from architects. The 
TOTAL ESTIMATED EXPENDITURE. ..._s—s—i—isdsrdsiwi“(y#(#NNNNN 6,505.128.000 | ; : 
FOR NEW BUILDINGS IN 1928 ines Bache pe org 05.12 ta method is one that it has suc- 
= a LEE eS EE, - 
— ——= cessfully employed in the same 


1926 






manner for six consecutive 


years with remarkably close 


1927 approximation to the actual re- 
sults each year. It would seem 
then that this forecast for 1928 
should be equally as accurate, 


unless some unusually serious 






business conditions develop 
suddenly of such character as 
to change the entire economic 
balance of the country—some- 
thing hardly to be expected. 


For 1928 large investment 


and institutional projects will 
offset any decreases in volume 
due to lessened activities on the 
part of speculative builders. 
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When a Salesman Is Best Able 
to Sell 


If You Wish the Contractor-Dealer to Throw You An Or- 

der While He Is Busy on the Job, That’s One Thing. 

To Really Sell Him, Requires Another Time and Place 
By a PROMINENT JOBBER SALES MANAGER 


VERY once in a while I’m confronted with the 
E, questions: “When is the best time to sell goods? 
What time of the day are the salesman’s mental 
faculties at their best? What time of the day is the sales 
resistance on the part of the electrical dealer or dealer 
contractor at its lowest ebb?” 

If there were any hard and fast rule on such subjects, 
sales might be more easily made—provided, of course, that 
the salesman’s mental faculties were at their best at the 
same hour that sales resistance on the part of the cus- 
tomer was lowest. 

I was interested in reading, not long ago, an article 
by a scientist exploding the theory that a man’s mental 
machinery functions better in the early morning hours, 
which is something that we all have been led to believe 
for years, and possibly centuries. It was generally sup- 
posed that a business man, a clerk, a salesman, a laborer 
could think better when he jumped out of bed, took a 
few brisk exercises, perhaps a cold shower, and walked 
to his office or work. This article contended that the 
mental faculties started out slowly of a morning and in- 
creased in facility as the day wore along, and were at 
their highest pitch toward quitting time and even after- 
wards. 

I only hope this is true, for perhaps we could persuade 
some of our electrical salesmen to put in more night 
work, the present tendency being to quit work at six 
o'clock, get a good night’s sleep after a few hours of rec- 
reation and go to it the first thing in the morning. 

The electrical salesman is confronted with a peculiar 
condition owing to the hundreds of contractor-dealers on 


whom he must call. A contractor-dealer’s time is worth 


from $10 to $15 or $18 a day—when he’s working—and 
it is to his advantage and ours that he be uninterrupted 
when he has a job on the go. Assuming that his mind i, 
active at most any hour of the day, it is concentrated, 
for the most part, on the job he has at hand. He hasn't 
time, nor inclination to switch to the train of thought 
presented by the salesman. Perhaps there are a few 
items of stock that he needs badly and they are in his 
mind to be tossed to the salesman when he calls. The 
salesman gets this order quickly and without much effort 
on his part or sales resistance on the part of the cus 
tomer. But there are scores of other things that thi 
dealer may need that he can’t think of “at present, but 
I haven’t time to look them up now.” 

The average salesman takes what he can get in five 
minutes’ time with the contractor-dealer and moves to the 
next customer on his itinerary. A competitor comes 
along a few days later and perhaps finds the customer at 
more leisure and gets a bigger order. 

The time to see such a customer is after supper. Then 
he has the time to go over his stock with the salesman, 
listen to the sales talk presented on some new appliance 
or equipment and perhaps see it demonstrated. 

Certainly the salesman’s mental faculties should be in 
excellent working order—unless of course, he eats too 
heavy a supper and is drowsy—and the sales resistanc: 
on the part of the customer should not be any greater 
after supper than during the day. In fact, I’m of the 
opinion that sales resistance is much less. Two reasons 
for this view point. The first is that the contractor 
dealer probably has been doing considerable manual 
labor during the day and is phys- (Turn to Page 68 





1.—Is the radio industry jumping at conclusions? (P. 
74) 


2.—Are electric cables ever made with a hole through 
them? (P. 54) 


3.—Why should the slogan “Sold Through Jobbers” be 
used by manufacturers in their advertising? (P. 7) 


4.—Who is Henry A. Esler? (P. 16) 


5.—What will the Industry Sales Conference do for 
us? (P. 26) 


6—Who bought two of the 
branches? (P. 28) 


Robertson-Cataract 





“Quizzically” Speaking 


7.—Upon what six factors should a store lighting cam- 
paign be based? (P. 5) 


8.—When is the best time to see a busy contractor? 
(P. 12) 


9.—What is the group plan of jobber sales conference? 
(P. 28) 


10.—What plan has been suggested to improve credits? 
(P. 50) 


11——What manufacturers will use the slogan “Sold 
Through Jobbers”? (P. 90) 
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Making The Business Pay 


Opinions Expressed By Thinking Jobbers as to 
Certain Factors Entering into Profit Making 





E. E. BRAZIER 

Capital Electric Co., 

Salt Lake City. 

(1) We are not in a position to state 
definitely the size of the average electrical 
jobber. It is our opinion that many are 
too small to warrant recognition as such 
by manufacturers, We are sure that no 
one thinks that they are too few. If there 
could be a consolidation of several small 
ones in many of the cities it would be de- 
cidedly advantageous from a competitive 
and economical standpoint. However, 
there may be many good reasons for not 
doing so. 

(2) We do not anticipate an era of 
consolidation, at least not until there are 
more consolidations of manufacturers who 
make wiring devices, heating devices, etc. 

(3) We believe cutting expenses has not 
gone the limit, and that there will always 
be a necessity to keep at it consistently. 
rhe only other place to look in our opin- 
ion would be restriction of distributing 
irea and better margin of profits on so 
called staple lines. 

(4) In our opinion manufacturers 
should give exclusive distribution fran- 
chises with definite geographical areas 
ind make them effective. 

(5) Speaking for ourselves, we are not 
troubled with too few or too many manu- 
factured lines. Our policy is to never 
handle two lines of similar material. 

(6) We do not fully understand this 
question. Our policy is to adhere to 
manufacturers suggested resale schedule. 
Where a wholesale distributor’s purchases 
justify concessions from manufacturers we 
do not see any reason why such conces- 
sions should be passed on to the dealer 
r to the ultimate consumer. 

(7) We do not believe that our future 
depends entirely on building more vol- 
ume therefore we plan to earn a fair re- 
turn on our present volume, but naturally 
inticipate an increase each year and work 
to secure it. 

(8) We try to make an operating profit 
on every sale and are adverse to accepting 
business that fails to yield it. However, 
while this policy cannot be made unbreak- 
able, we are, however, continually refusing 
to accept business on a non-profit basis 
that some others seem to accept. 

(9) We do not think that more special- 
izing is going to help us, although it is 


vey among the jobbers and manufac- 

turers on the subject of profits, which 
appeared in last month’s issue, this sub- 
ject was again taken up with a selected 
list of jobbers in widely separated geo- 
graphic locations. A list of questions in- 
volving factors which have to do with 
profit making was put to each. These 
questions appear below, and the answers 
which they gave to these questions are in- 
=m dicative of the kind of constructive 


A pA a the telegraphic sur- 


tions. 





(1) Are electrical jobbers on the 
average too large or too small, too 
many or too few, from the stand- 
point of competition? 

(2) Do you believe that an era 
of consolidation will come about in 
this as in other industries? 

(3) Will further profits come 
from cutting of expense or are they 
already cut to the bone? 

(4) What should manufacturers 
do to help the jobber make a profit? 

(5) Are you troubled with too 
many or too few manufactured 
lines? 

(6) Do you pass all the manufac- 
turers’ concessions along to the 
dealer, and he to the consumer? 
Is this right or wrong? 

(7) Do you believe that your fu- 
ture is dependent on building more 
volume? 

(8) Or do you believe in taking 
only such business as you can at 
a good profit and letting the rest 
go by the board? 

(9) Do you think more specializ- 
ing and “Specialists” will help? 

(10) Will profit in the future be 
dependent on new lines or special- 
ties like radio, refrigeration, oil 
burning, etc.? 

(11) To make a profit, must the 
electrical jobber cultivate more 
kinds of outlets? 

(12) Must he take on non-electri- 
cal lines more or less allied with 
his electrical lines? 











our policy to have specialists on such 
lines as radio, lighting fixtures, lamps, etc. 

(10) We do not believe that the job- 
ber’s profit in the future is going to be 
dependent on new lines or specialities 
coming into the field. It is our belief 
that electrical supplies generally, if in- 
telligently sold by experienced firms will 
always return a reasonable margin of 
profit. 

(11) We believe that it is not entirely 
necessary for the electrical jobber to cul- 
tivate more kinds of outlets; however, the 
trend seems to be definitely toward 


thought that is going on in the industry. 
The answers to the questions are varied 
and interesting and will repay the most 
careful reading and consideration. While 
they do not represent any panacea for the 
low-profit complaint that seems to be so 
prevalent throughout the industry, they 
nevertheless give impetus to the growing 
_ tendency. among jobbers today of trying 
to think their way out rather than bull 
their way out of these complicated situa- 





broader distribution, and any enterprising 
firm must be going after the business 
wherever the trail leads. 

(12) We do not feel that it is advisable 
or necessary to take non-electrical lines. 
It has been our experience that more 
money has been lost through taking on 
too many new lines than by refusing to 
do so. 

The thoughts which we have expressed 
are our own ideas and may not entirely 
coincide with those submitted by other 
distributors. However, our experience for 
several years has proven that our policy 
along the lines expressed is sound and 
productive of a fair volume of business 
and a fair return on our activities. 

* * . 

W. J. KRANZER, 

Crannell, Nugent & Kranzer, 

New York. 

With the constant growth of the elec- 
trical industry, it follows that each branch 
naturally becomes larger and we therefore 
find that while the country has a great 
many, yet we find that in many localities 
there are but a limited few who con- 
centrate tneir major efforts along the 
same lines. 

To illustrate, let me analyze the local 
situation for you. Here in New York, 
taking the metropolitan district, we have 
probably some 200 odd wholesale electrical 
distributors. Practically all of these con- 
cerns will take business for anything elec- 
trical, yet not a one of the 200 tries to 
embrace all of the branches of the in- 
dustry in its sales efforts. Probably not 
20% handle fixtures nor 5% handle motors, 
while practically all handle the everyday 
staple wiring devices and fitting lines. 

Some specialize on fixtures, others on 
radio, others on lamps, a few on house- 
hold devices, etc. etc. You can, therefore, 
visualize how complex this proposition be- 
comes when you ask the general question 
as to where will the jobber’s profits come 
from. 

I rather believe, he profits most that 
puts concentrated effort into the least 
number of branches of the industry. 

I am not willing to admit that the 
calibre of men engaged in electrical dis- 
tribution are of less average intelligence 
than the men engaged in other lines of 
endeavor, but I am willing to admit that 
owing to the great number of manufac- 
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turers’ outfits and the lack of ethics ob- 
served throughout the manufacturing 
branch of the industry, that the practices 
of these manufacturers make the work of 
the distributors doubly hard to produce 
a living profit. 
I firmly believe that there are less than 
50 manufacturers in the country, whose 
lack of ethics and co-operative sales prac- 
tice have not interfered with the profit 
for their own distributors. 
It is my firm belief that the one great 
problem that confronts the electrical in- 
dustry is selling to the electrical manu- 
facturer the idea of marketing his product 
along sound ethical practice that includes 
a compensation adequate for the services 
that distributors render. 
(1) Too many. 
(2) No. 
(3) Yes, look elsewhere. 
(4) Covered above. 
(5) Too many. 
(6) It is right to keep concessions, 
but usually manufacturers acquaint the 
trade before they do the distributors. 
Yes. 
Partly. 
Yes. 
With some, yes; others, no. 
Yes. 
(12) No. 

H. E. Durham, 

Gilham Electric Co., 

Atlanta, Ga. 

(1) We believe that there are excessive 
number of jobbers in the business and as 
a rule many of them are too small. 

(2) We firmly believe that an era of 
consolidation will come about in the elec- 
trical jobbing business the same as in 
many of our other businesses. 

(3) The jobber’s overhead cost is more 
or less fixed and we do not believe that 
these expenses can be materially cut and 
the jobber must look elsewhere for his 
profits. 

(4) The manufacturers should restrict 
their sales to legitimate jobber channels 
in order to make the jobbing business 
more profitable. 

(5) We certainly believe that there are 
too many manufacturers now engaged in 
the manufacture of kindred lines which 
often times many jobbers will endeavor 
to patronize. In our estimation these 
could be restricted to a fewer number 
of manufacturers, thereby enabling them 
to give better service and at the same 
time at a smaller cost to the jobber. 

(6) We endeavor at all times to pass 
to dealers the various manufacturer’s con- 
cessions but there is some doubt in our 
minds as to whether or not these extra 
concessions are passed on to the ultimate 
consumer and they benefited thereby. 

(7) Yes. 

(8 Yes. 

(9) Yes. 

(10) Yes. 

(i1).° “Mes. 

(12) No. 

* * * 


M. A. Bridge, Jr., 
Hughes-Peters Electric Corp., 
Columbus, O. 

(1) There are too many jobbers. The 
ideal jobber is one doing probably 
$750,000.00 to $1,000,000.00, per year, 
combing thoroughly a small territory. 

(2) Yes. 

(3) Necessity has compelled the jobber 
to trim his expenses to the core, as com- 
petition today will not permit paying 
of reasonable salaries to salesmen and 


other employees. The answer being the 
elimination of unreasonable price competi- 
tion. 


(4) A manufacturer is placed in rather 
a peculiar position. When a manufacturer 
grants an additional spread to the jobber, 
the jobber hasn’t backbone enough to 
keep it but gives it away. The manu- 
facturer could, in place of granting special 
concessions at times, do so at the close 
of his fiscal year, basing them upon the 
purchases of the jobber and the manu- 
facturer’s earning power. 


The Jobber not knowing whether this 
rebate would be 1% or 10% certainly 
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would make no attempt to lower his cur- 
rent costs, otherwise he would be groping 
in the dark and might stand a serious 
loss. Such bonuses would only be _ re- 
ceived at the close of the jobber’s fiscal 
year, when the cold facts as to profit 
figures were put before him, which would 
indicate an unprofitable investment. 
Therefore, he certainly would not then be 
foolish enough to give away, through 
price competition, any additional profits 
accrued by reason of such bonuses. 

(5) There are too many manufacturers 
with not enough jobbers to go around. 

(6) In order to meet competition, yes. 
We pass to the dealer, and he invariably 
to the consumer, the manufacturer’s con- 
cession, when we know what it is. This 
is absolutely wrong as such concessions 
would many times show a_ reasonable 
profit on the jobber’s investment. 

(7) No. 

(8) Greater profit with less volume. 

(9) From a_ jobber’s standpoint there 
is a limit but with certain items such as 
lamps and kindred items specialists are 
necessary and profitable. 

(10) No, with the possible exception of 
radio. Major appliances with which we 
would class refrigeration, oil burning and 
like items are purely specialties requiring 
highly specialized selling organizations. 
Dealers in bread and butter lines would 
be antagonized by appointing exclusive 
dealers without giving them a discount 
in the event they have an order. Ordi- 
narily, a contractor-dealer is not fitted to 
handle such specialties on a quantity 
basis. 

(11) To exist, the jobber must cultivate 
every outlet for electrical supplies pro- 
tecting the legitimate dealer when consist- 
ent. 

(12) No. 


F. B. STERN, 
Interstate Electric Co., 
New Orleans. 

(1) Do not think that it is only ti. 
size of the jobber that makes competiti: 
bad. It is on account of the number |; 
so called jobbers, which do not functic 
as jobbers, but can secure jobbers’ pric: . 
from a sufficient number of manufacture, 
in competitive lines. 

(2) Yes, we believe it will be an era 
of consolidation, and will consist of four 
major divisions—General Electric; West 
inghouse; Graybar and Independent, which 
we feel sure will have to organize to reap 
the benefit of such an organization. 


(3) Do not believe that the profits wil! 
come from a further cutting of expense, 
as salary is a big expense, and unless 
there is a decided change through al! 
industries there will be no change in this. 
Profits must be looked for elsewhere. 

(4) One of the best things we think 
the manufacturer can do to help the job- 
ber make a profit is to help put through 
Congress the bill pending that gives the 
manufacturer the privilege of fixing the 
re-sale price on _ trade-marked article. 
When this is accomplished, then make the 
article so good that the public will de- 
mand it. 


(5) There are entirely too many similar 
lines manufactured. 


(6) We do not pass all manufacturers’ 
concessions along to dealers, unless it is 
a concession given universally and _ in- 
tended to be passed to the dealer due to 
the volume of business the dealer will 
place with us, or something of a similar 
nature. If any special concessions are 
given the distributor we believe we ought 
to keep them, otherwise they would not 
be offered. 


(7) We do not believe our future is 
dependent on building more volume, but 
to secure some volume in profitable lines. 

(8) Same as No. 7, but with the addi- 
tion we think that business with a small 
margin will have to be taken along with 
other business to secure volume. 

(9) No. 

(10) Yes. 

(11) Yes. 

(12) We are thinking very seriously of 
this ourselves at the present time even 
though we are now handling automotive 
accessories as well as radio. 

H. A. ESLER, 
Missouri Valley Electric Co., 
Kansas City, Mo. 

(1) There are a few jobbers in the 
country who might be termed too large 
or it might better be said they are at- 
tempting to cover too large a field. There 
are also a great many jobbers who are 
too small to give satisfactory service to 
the trade and usually are obliged to make 
a bad, competitive price situation on the 
few lines they are able to handle, as they 
are not able to obtain volume by handling 
all of the business of the larger custom- 
ers. I believe that a jobber should be 
large enough to cover the whole line and 
financially strong enough to take care of 
customers on large requirements, but that 
their organizations should not be built up 
to a point where they feel that they will 
have to cover territory outside of terri- 
tory that is not tributary to them in or- 
der to support a large organization. 

(2) I do not believe there will be many 
important consolidations; no doubt there 
will be a number of eliminations. In some 

(Turn to Page 64) 
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You Arrive When You Leave 


After You Have Made What You Call a Fair Success Do You 
Still Possess the Saving Grace of “Divine Dissatisfaction’? 


By DR. FRANK CRANE 


AN YOU imagine a _ newly-elected 
President of the United States enter- 
ing the White House with a smug 
smile and,saying to himself: “Well, at last I have 
attained success—I have Arrived—I have be- 
come President.’ Can you imagine that? Oh, 


66 


his guidance, became bankrupt. The magazine 
articles ceased, and people turned their atten- 
tion to someone else. It is better to have the 
limelight at the end of your career than to have 
it too early, followed by eclipse. 
Te : ane. ¢ s : eas 
ennyson’s line about the world crediting 





no, for just at that mo- 
ment there would come 


what is done but being 
cold to all that might 





thundering through the 
corridors of his soul the 
cutting challenge: 
‘What kind of a Presi- 
dent?” Ah! That is the 
question to be answered 
after four or eight 
vears of service. ‘The 
President does not ar- 
rive until he leaves. It 
is then that his record 
is made. It is then his 
measure is recorded 
upon history’s page. 
The exalted position is 
sometimes only a loft- 
ier stage upon which to 
enact a tragedy of fail- 
ure.” 

Henry Ford once 
made the above obser- 
vation to a friend when 
he was being discussed 
as a presidential candi- 
date. Much of the 
sound common-sense 








have been, holds good 
up to the end of life. 
Until you die, people 
look at what you are 
doing now more intent- 
ly than they do at what 
you have done already. 
Everyone who keeps 
on “striking twelve’’ 
after a really big suc- 
cess possesses the sav- 
ing grace of “divine 
dissatisfaction.”” When 
you become entirely 
satisfied, you ease up 
in spite of yourself and 
without realizing it. 

A large industrial 
concern advanced its 
general manager to a 
high salary. In thank- 
ing the board of direc- 
tors, he said he had 
achieved his ambition 
and was entirely satis- 
fied. Within a year 








that built up the Ford 








the president found a 





industry is seen in it. 

A few years ago magazine articles were 
broadcast telling the story of a brilliant young 
man who had risen to the presidency of an im- 
portant corporation. He was in the limelight 
for several years. Then the corporation, under 


way of eliminating him 
from the business because he said he wanted 
no man in the business who was “entirely satis- 
fied.” Climb for all you are worth! But don’t 
have a final objective. As you achieve each new 
step, remember: “What kind of a President?” 


Copyright, 1928, by Dr. Frank Crane. 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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N 1877, M. V. Esler moved with his family from 
I Pennsylvania to the plains of central Nebraska 

and homesteaded a quarter section of land 25 miles 
northwest of Kearney on the Broken Bow trail. In 
1881, in a sod house on this claim, the subject of this 
article, Henry A. Esler, was born. During his early 
years, local competition was between the herders of long 
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MEN YOU SHOULD KNOW 


Henry A. Esler 





President and Treasurer 
Missouri Valley Electric Co. 


After two years the company increased its capital stock 
to $20,000 and jobbing was the principal part of ti: 
business. In 1917, its capital was increased to $50,0() 
and the business moved to Kansas City. The nan: 
was changed to the Missouri Valley Electric Co. ani 
the business of the surrounding territory solicited. |) 
1920 the capital stock was increased to $200,000. 
Mr. Esler never assumes tl): 
role of the busy executive and 





horns and the settlers who 
broke up the buffalo grass 
sod with ox teams. He at- 


tended school in a sod school- 
house near where the village 
of Amhearst now stands. The 
family later moved to Kear- 
ney, which was a boom town 
in the 80’s and claimed to 
have had the first electric 
street railway operated as a 
public utility and the second 
hydro-electric plant ever built. 

He moved to Missouri in 
1892, and, after completing 
high school and teaching rural 
school four years, came to 
Kansas City seeking a_busi- 
ness career. He took a short 
course in business college and 


ing machine. 
entered the electrical jobbing 





An Honest Man 


T LAST we have found one 
—Henry A. Esler—who 

is willing to admit that he. would 
rather play than work. But this 
admission on his part has to be 
qualified by the statement that 
his play has been earned by 
many years of hard, close appli- 
cation to building up his busi- 
ness. Although he is around the 
Kansas City office plenty of the 
time it is more to oil and caress 
a smooth and efficiently operat- 


is willing to admit that |) 
would rather play than work 
Favorite sports are hunting, 
fishing, billiards, bridge, golt 
and farming, farming being 
the favorite but most expen 
sive. He has a 260 acre farm 
20 miles out on which he is 
now planning a lake. If you 
ask him his opinion as to the 
outlook for 1928, he is apt to 
reply that the lake may be 
ready for duck shooting in th: 
fall but the fishing will not 
be good for at least another 
year. 

Associated with Mr. Esler 
in the operation of the Mis 
souri Valley Electric Co. is 








business as stenographer for 
the Kansas City Electrical & 
Telephone Supply Co. (Write this out in full a few 
times and you will understand why he became speedy 
with the typewriter.) This firm began business in the 
fall of 1905. The electrical business at that time was 
just beginning to assume importance as an industry in 
the middle west and the company mentioned above was 
one of the first locally organized association houses in 
the territory. 

Two years later, in 1907, Mr. Esler became an ex- 
ecutive in another pioneering venture, the establishing 
of the first independent electrical jobbing house in the 
territory, the Monarch Electric Co. of Kansas City. 
After having helped to establish another house in Kan- 
sas City, The Inter-State Electric Co., and all three of 
his former employers having failed to accomplish a 
permanent success, he decided in 1912 to establish a 
business of his own, having had experience as stenog- 
rapher, stock man, bookkeeper, credit man, chief clerk 
and salesman, with a knowledge of a great many things 
that contribute to the failure as well as the success of 
a business. 

The Independence Electric Supply Co. was formed 
at Independence, Mo., a suburb of Kansas City, with 
a capital stock of $1,000. Its principal business was 
construction and retail sales, with jobbing of a limited 
number of lines in Kansas City only, as a side line. 


John D. Todd, vice-president 
and general manager, whose 
biography appeared in the January 1925 issue of this 
magazine. They make an ideal combination, having 
come together about the time the company was estab- 
lished under its present name, in 1917. H. A. Esler 
and John Todd like’ each other to the core. As one 
observer put it: “They know each other so well that 
each almost knows what the other thinks and they can 
walk around each other all day and never ‘chew the 
fat,’ unless they join forces and start an argument with 
one of their salesmen, G. D. Roadcap, as to which is 
the best make of automobile. They never fail to get 
a rise out of him and the talking they jointly do on 
such occasions is more than they say to each other in 
a week of business.” 

It is hardly fair to bring Roadcap into this without 
giving him an opportunity to give his angle on the boss. 
The following words are quoted from Mr. Roadster, 
pardon, Mr. Roadcap, and, after the “ridings” he has 
received on the subject of cars, they are somewhat in 
the nature of coals of fire. 

“Having been associated with Mr. Esler for nearly 
13 years, being the oldest employee, except one, our 
bookkeeper, I have had ample opportunity to observe 
the qualifications that have enabled him to build his 
business from a shoestring to one of the largest and 
solidest independent electrical (Turn to Page 92) 
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Henry A. Esler 


President and Treasurer, Missouri Valley Electric Co., Kansas City, Mo. 
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By the use of a device which records the 
presence of a ray given off by radio-active 
material, the motion of the human blood-stream 
is being measured and analyzed by Dr. Herman 
Blumgart at the Thorndike Memorial Hospital 
in Boston, Mass. This device, known as the 
Geiger electric counter, is so sensitive that it 
will detect the presence of emanations so weak 
that chemical analysis cannot bring them to light. 

Radio-active preparations are injected in small quantities into the blood- 
stream of the patient, and with the Geiger apparatus are detected as they 
reach different parts of the circulatory system. A strip of motion picture 
film used in connection with a sensitive reflecting galvanometer, or a siphon 
recorder similar to those used in transatlantic telegraphy, serves to make 
records of the active material as it passes the point at which the Geiger 
detector is held. 

The original apparatus was devised by Hans Geiger, a German scientist, in 
1906, for the purpose of making quantitative studies of the emanations of 
radium. Recently, Dr. C. W. Hewlett, of the General Electric Research 
Laboratories, improved the device, so that its indications are easily con- 
trolled and reliable. 

As used by Dr. Blumgart, one or several chambers are placed on various 
parts of the patient’s body, radio-active material is injected into the blood 
stream, and the time of arrival is recorded on the tape or film. Since the 
active rays will penetrate the body without difficulty, readings may be taken 
at any desired point without making an incision. 
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1-X-Ray reflectors are 

the best product that 
scientific research, skilled 
workmanship, and finest 
of materials can produce. 


—X-Ray reflectors are 
made by an organiza- 
tion whose successis based 
on more than 30 years of 
healthy growth and sound 


financing. 


3—Curtis Lighting, Inc., 
is national in scope, 
having sales engineers in 
all large cities, and subsid- 
iary companies in New 
York and Los Angeles. 


4-X-Ray reflectors are 

the pioneers—they are 
the only silvered glass re- 
flectors that for 30 years 
have been considered 
“Standard for Show Win- 


dows.” 


5-All X-Ray reflectors 

are insured against de- 
fect in workmanship and 
material. The good name 
of a large and responsible 
organization stands be- 
hind them. 


6-The Trade Policy of 

the manufacturer of 
X-Ray reflectors protects 
the dealer and jobber at 
all times. 


CURTIS 
LIGHTING, Inc. 


1119 W. Jackson Blvd. 
CHICAGO 


New York— 
31 W. Forty-Sixth St. 

Los Angeles— 

3113 W. Sixth Se. 









































The Curtis Building, Chicago, 
houses the factory and main offices of 
Curtis Lighting, Inc. 
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Reynolite Standard Push 
Button, Cat. No. 900 


The standard push button is 
molded in rich lustrous 
brown with scarlet center 
button. Mechanism recessed 
to accommodate No. 14 wire. 


TRADE MARK RE 


SOLD # JO) 
All Reynolite devices Ged 


ERHAPS the 


main factor in the Reynolite Card Holder Type Push Button, 
unusual success which Cat. No. 902 


: ew The card holder type button is identical 
the Reynolite Division in color and finish with the octagon type 


above, but in addition is provided with a Molded Unit 


of the Reynolds Spring bane epee ter aged, Mimtnaien semaine pat oe 
Co. iS enjoying and has er No. 14 wire. Metal parts Receptacle No. 4002 
enjoyed since its initial 

step into the field, was 

the recognition of the fact that a splendid market existed for Made of rich 


: ; : brown _ Bakelite, 

products of this character, practical in themselves, but Reynolite Prod: 
- —— e ucts are unusua 

which could be placed on a sound merchandising basis by attractive. They 

. . can be installed in 

means of those-refinements in design and appearance hereto- ae Rea ey 

with the assurance 


fore overlooked. they will harmo- 
With this thought in mind Reynolite Molded Electric i, gaa 
Wiring Devices were placed on the market. 


REYNOLDS SPRING COM 

















Reynolite Single Re- 
ceptacle Adapter, 
Cat. No. 4011 


Make your own com- 
binations. This adapt- 
er will combine with 
any standard toggle 
switch plate. Rating 
10 amp. 250 volt. Stan- 
dard screw spac- 
ing. Colors, rich 
lustrous brown 
black, walnut and 
mahogany. 


2 E( 
) @ JOBBERS 


23 Hed from genuine Bakelite 



















T HE quick response 
from both jobber 


and dealer alike proved 
that our reasoning was 
sound. Jobbers at once 
grasped the significance 


Reynolite 
HAND.CAP, 
Cat. No. 480 

The “Han-D-Cap” 
is designed for use 
wherever a receptacle 
is difficult of access. 
It is most convenient 
for use under shades 
and makes the removal of 
plug from receptacle an 













De Luxe 





Set No. 610 piece. Color, rich lustrous of this line which rep- 
resented so completely 
real merchandise. 
Dealers, too, lost no 
oe time in stocking Reynolite Products for they in turn sensed 
eet: its possibilities 

—— + = The result has been a growth in business exceeding by far 
field. And, when the expectations of those interested. 

ee a ee ae This success can and will be continued. For Reynolite 

pa 2 Devices will ever maintain those qualities of workmanship, 

essary product in design, and beauty which were so conscientiously put into 


your hands, 


the very first product of the company. 


ANY, - JACKSON, MICH. 
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A thoroughly efficient 
electric water heater 


Standard has developed a fully proved, 
practical and efficient electric water heater 
for domestic and commercial use. Auto- 
matic or non-automatic. Write for Bulletin 
A-I19. 





























Standards are built 


by the oldest exclusive makers of electric ranges 
ww 


w 


Standards are the product of an organization that has 
had years of experience making electrical cooking de- 
vices and nothing else. The Standard idea has always 
been to make the best possible electric range—a pro- 
duct deserving the best selling efforts of Standard 
jobbers, jobbers’ salesmen and dealers. 


The point we want to make is that you can devote real 
selling effort to Standards with all the confidence in 
the world that you are selling a thoroughly high-grade 
product, manufactured by a responsible company; a 
quality product, built for long and satisfactory use; and 
a complete line, to cover every electrical cooking need, 


THE STANDARD ELECTRIC STOVE 


All glass used in 
Standard oven doors 
is Pyrex glass. 


‘os 


for small homes, apartments, larger homes, big estates, 
hotels, restaurants and clubs. Many models with built 
in Standard fireless electric cookers—an exclusive Stan- 
dard feature. 


The model illustrated 


is No. 956—it’s typical of the fine appearance and the 
well-balanced design we aim to build into every Stan- 
dard Electric Range. And there are plenty of others 
that are equally good sellers. Why not send for the 
new Standard catalogue? _It illustrates and describes 
the complete line. 


COMPANY, TOLEDO, OHIO 


Recessed burners in 
Standard ovens allow 
full space for cooking. 


CTRIC 


“Standard quality is never questioned”’ 


CHARLES Ff. 








DOWD, INCORPORATED, ADVERTISING AGENCY, TOLEDO, OHIO 
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This picture shows the 
mechanics of the operation 
of sending a photograph by 
telegraph. The picture is 
first taken with an ordinary 
camera and then the print is 
fed into a machine and pro- 
duces current impulses by 
means of light from a photo 
electric cell—Underwood. 


An ultra-violet light for curing colds in the head, 
demonstrated at the First International Exhibition of 
Light and Heat in Medicine, at Central Hall, West- 
minster, London, England—P. & A. 


When the U. S. Ship Lexington 
goes into service with her full com- 
plement of officers, men and airplanes, 
she will have cost the Government 
$45,000,000, and will have the largest 
crew on any ship afloat. Above are 
shown two of the eight 22,500-horse- 
power General Electric motors used 
for propelling the Lexington. Com- 
pared with them is the world’s small- 
est commercial motor, indicated by 
the arrow, which has a power output 
of but one-quarter of a millionth 
part of a horsepower. 
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Below: Intended to be a boon to 
those housewives living in locali- 
ties of high altitude where their 
ovens play pranks with recipe di- 
rections in the most authentic of 
cook-books, an experimental kitch- 
en was built by the Colorado 
Agricultural College at Fort Col- 
lins, Colo., in which the pressures 
of the air may be so adjusted as 
to duplicate conditions at high 
altitudes. Pressures corresponding 
to elevations 15,000 feet above sea 
level have been produced and the 
corresponding changes in direc- 
tions for cooking various meals 
recorded. The room contains an 
electric range, and cupboard.— 
P. & A. Photo. 


























The greatest chicken hatchery in the world 
is in California, and has a capacity of 1,800,000 
eggs at one time. The establishment was 


ae started in 1898 with 3000 eggs. At the 
<u 6 height of the season, from Feb. 1 to May, there 
- is an average hatch of 75,000 chickens a day, 
all White Leghorns, that being the only breed 
« handled. They are distributed over the West- 
ern part of the United States. The establish- 
re ment is run entirely by electricity. The upper 
photo shows the electrical control room, in 
which the temperature is regulated. The lower 
photo shows a wing of the hatchery. 


\ 


~ 
. 


Snowplows, steam shovels and shovel gangs are working to clear the 
Columbia River Highway through the Cascades, so that traffic may be re- 
sumed on that important artery between the coast and the interior of the 
Pacific Northwest. Photo shows the depth of snow where it has drifted in the 
Columbia River gorge in comparison with a telegraph pole—P. & A. Photo. 

Right: An electric flash light is used by a San Francisco man in making 
a device for the purpose of silencing public speakers who have passed their 
time. This silencer was designed at the request of numerous chairmen of 
San Francisco meeting clubs, who found that it was not a simple problem 
to silence a speaker who had passed his time. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 






























































































































































































































































EASTERN STATES* CENTRAL STATES* WESTERN STATES* 

MARKET PRICES MARKET PRICES MARKET PRICES 
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Shoreh: N  5 5 as isin dA es deh es sees 0! 41 21 0 | 3 | 1 3| 5| 31 o| 6] 1 3 | 2} 0] O!} 5] O 
ake ties Cia EASTERN STATES hacen ovundll WESTERN STATES 
= Good | Fair | Poor Good | Fair | Poor |}Good | Fair | Poor 

De 7 NGF oI RON fier oe setereich en's oranin Ho'e pier’ 26% | 48% | 26% 30% 42% 28% 37% 48% 15% 
Nov. Miia WS BOB ss ss ibe i easel | 34% | 40% | 26% || 31% 44% | 25% || 33% | 42% | 25% 
Dec. Ss Be en vente sveus samaw sie | 30% | 44% 26% 33% | A2% 25% | 31% | 11% 28% 


(umes 








_ “Kastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 
Okiahoma and Texas; Central States all between. 
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You Have Been 


Waiting for This 


T LAST the electrical industry is 
getting together. Take hope, you 


who have witnessed so many at- 
tempts in the past, which were not of lasting 
benefit. Something of the most vital im- 
portance to you and to those you serve is 
about to transpire. 

We have reference to the plan now nearly 
completed by committees of the Electrical 
Industry Sales Conference, and which will 
shortly be submitted to the executive com- 


mittee of the Conference for formal ratifi- . 


cation. The program, which will very soon 
be divulged in full detail, provides for activi- 
ties extending over a period of five to ten 
years. It contemplates the expenditure of 
anywhere from $300,000 to $500,000 annu- 
ally. The leading minds in the electrical 
industry, including central station men, job- 
bers, manufacturers and contractor-dealers 
have worked over every detail. It differs 
from all other attempts that have been made 
in the past, in that it looks to a definite goal 
and has provided the ways and means to 
reach that goal. 

As a hint at what this great movement is 
going to be like it may be said that it will 
center upon the contractordealer. But it 
will approach him by two paths. First, a 
very definite program has been laid out for 
the building up of immediate and very sub- 
stantial new outlet business, which he can 
secure at a good profit and which will be 
cleared through you as jobbers. 

Next, and looking back to past experience 
when campaigns fell through because of lack 
of a substantial class of contractor-dealers to 
carry on, the plan provides for a complete 
system of education of the contractor-dealer, 
something in the nature of an extension 
bureau. 

In the course of time, so thoroughly will 
the educational work be done with the con- 
tractor-dealer, much of it personal instruc- 
tion, that we may expect to have in this 
electrical industry a set-up in every way com- 








— 





Henry.W. Young” 


parable to that in the plumbing industry {, 
instance, so that we electrical people ma 
hope to see the products and convenience 
with which we are identified go into Amer; 
can homes and institutions on a parity with 
other equipment which has long had our 
electrical wares so woefully out-sold at every 
turn 


All the various “movements” that have 
been started in years gone by, looking to the 
contractor-dealer so necessary to all of us, 
and in which you were asked to co-operate, 
recognized his isolation out there on an 
island, as it were, putting up a losing fight 
with the elements. As so aptly argued by 
one of the committee, for the most part they 
attempted to build a pontoon bridge out to 
him, which was so quickly broken up and 
washed away that the rescuers themselve: 
gave up hope. 

But now, on the other hand, this plan ot 
the Industry Conference, proposes to build 
a well founded, concrete bridge out to him 
that will last forever and will carry the load 
Like any other good construction job it has 
first been carefully designed and the neces 
sary materials provided. Now all that re 
mains is to go to work and do the building 


Long have you as jobbers sought some way 
to help your friend the contractor-dealer cut 
of his predicament. You have watched the 
organized “big boys” mess him up and then 
grab the consumer’s dollar away from him 
and leave him only the pennies. You have 
seen the better-trained, better-financed mer’ 
chandisers push his little store out into the 
alley. You have watched him fight with his 
own kind, even, to snatch at the crusts which 
to him meant existence. Now the time has 
come to really help him. 


When this announcement on the part 0 
the Industry Conference comes out, which 
will be in a few weeks, read it, study it and 
get it. It is the first move in a great battle 
which this electrical industry is going t0 
wage to gain its rights. It is going to be wa! 
to the finish and we all might as well enlist. 
for if not we most certainly will be drafted 
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> ilanaging Editor 


The Thinking 
i Jobber 


* ROFITS, where are they coming from? 
ner This in the final analysis is the most ag- 
vith gravating problem before the jobber today. 
our Unfortunately, no specific remedy is in sight 
very for the immediate future, because the factors 
‘Bi entering into the showing of a substantial 
profit after a hard year’s work are now in- 
volved in an intricate net-work of changing 
conditions in merchandising. The jobber, 
that is the electrical jobber, is no longer alone 
in his field. Other people are selling his stuff. 
Whether at a profit better or worse than his 
matters not, they are selling nevertheless. 
Every day he is confronted by some new 
kind of competition, some new difficulty to 
be met either from without or within his 
own ranks, 

But even if no man or group of men can 
n off ave the answer now, there is still the satis- 
wuildg action of knowing that jobbers have started 
him (0 think and there is going on a tremendous 
amount of motion among the brain cells in 
this industry. In last months issue we pre- 
sented the results of a telegraphic inquiry on 
this subject of jobber profits among a great 
many manufacturers and jobbers. This 
month in an article under the title of ‘““Mak- 
ing the Business Pay” are more opinions 
along the same line. The best that this publi- 
cation can do is to reflect the thought of 
the industry on this and other questions, and 
al it is the result of countless actions and re- 
mer fg tions of thought that will eventuate in 
sh solutions. 
his’ The salvation of the jobbing business is 
hich{™90Ing to lie with the thinking jobber. The 
has™Profits in the business are going to the think- 

ing jobber. There are indications that more 
+ off lobbers are stopping work and starting to 
hich think. More executives are to be found get- 
and@@ting their feet up onto their desks, throwing 
ttle the price lists into the outer office where 
¢ tof@they belong, and ungluing the one to three 
a telephones from their ears. This is a good 
Uist, omen. 
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On Loyalty 


WHILE Loyalty may appear to be one 

of the abstract virtues, it occupies, 
however, a most concrete position in the 
business world. 

Vaughan said ““To God, thy country, and 
thy friend be true.” And, he might have 
added, were he living today, “thy company” 
as well. 

Nothing leaves so good an impression on 
one as the salesman who speaks highly of 
his sales manager or the sales manager who, 
in turn constantly praises the attitude and 
practices of his superior officers. 

A salesman especially, must be loyal. For, 
he is “the house.” The character of its per- 
sonnel, the fairness of its policies, in fact the 
entire structure of his company is reflected 
in him. On his shoulders rests the responsi- 
bility of not only selling the merchandise of 
the house he represents but “‘selling” as well 
the house itself. 

And, to do so he must protect his house 
most conscientiously against unjust or un 
necessary criticism. Blessed is the salesman 
who never, in the presence of his customer, 
at least, blames “that shipping department” 
or “that service department” for every com- 
plaint registered. You will always find him 
assuring the customer errors will happen, 
mistakes will be committed, and that a little 
patience will secure an adjusment of a com- 
plete and satisfactory nature. 

A loyal salesman feels he is working for 
the “greatest house in the country” with the 
“best management”, the “best jobbing meth- 
ods.” If he cannot honestly assume that 
attitude he will walk right out of his present 
position into one in which he can take such 
an attitude. 

He looks after his company’s interest first 
of all. He emphasizes its fair and just deal- 
ings. He speaks well of his fellow salesmen 
and other employees of the house. And, if 
he cannot speak well, he “pipes down.” 

Loyalty, however, includes more than just 
praising and backing the company. It like- 
wise includes a strict adherence to the poli- 
cies and practices of the house. 
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News From The Jobbing Field 


The JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly ‘‘What’s the News Sheets” to Every Jobber and it Gladly 
Receives Voluntary News Contributions and Snapshots from Jobbers 


and Jobbers’ Salesmen. 
Month the Personal Element in the Industry. 


All this Enables It to Reflect from Month to 
Your Co-operation is 


Solicited in Making this Human Side of the Magazine More Interesting. 


H. C. Roberts Buys Robertson 
Properties 

The H. C. Roberts Electric Sup- 
ply Co., of New York, announces 
that it the electrical 
jobbing business of the Syracuse and 
Utica branches of the Robertson- 
Cataract Electric Co., which will be 
consolidated with the business of the 
H. C. Roberts Electric Supply Co. 


at once. 


has acquired 


The Syracuse house continues un- 
der the management of H. J. Lavner, 
general manager. 

James Sidway, formerly manager 
of the Syracuse and Utica branches 
becomes as- 
Roberts in 


of Robertson-Cataract, 
Mm, 1 <. 


charge of its Utica business. 


sociated with 


* * * 


Hagerman Heads Resco 
Frank S. Hagerman, who for the 
20 
with the Electric Appliance Co., Chi- 


past years has been connected 


cago, has resigned his position as 
general sales manager to take over 
the reins of the Resco Electric Supply 
Co., Rockford, Ill., as president and 
general manager. 

Mr. Hagerman is one of the most 
experienced men in the electric sup- 
ply business. Working his way up 
from the quotation desk of Eaco, 
he familiarized himself with 
office and sales routine, he became a 
city salesman, calling on the “Loop” 
trade of Chicago where he established 
an enviable record in securing watt- 
hour meter contracts from office build- 
ings as well as a large volume of 
business on the standard lines. 


where 


Later he was transferred to western 
Michigan with equal sales success but 
after several years he was recalled to 
the office as general sales manager, 
which position he held up until the 
time of his resignation. 

His wide acquaintance among 
manufacturers and dealers alike, com- 
bined with his “go-getting’” methods, 

















Frank S. Hagerman 


makes Mr. Hagerman well qualified 
to occupy his present position in the 
industry. 

* * * 


Illinois Electric Holds Success- 
ful Group Conference 


An unusually effective form of 
sales conference was held by the Il- 
linois Electric Co. of Chicago—last- 
ing a solid week from January 9 to 
14 inclusive. As the Illinois Electric 
Company is a Westinghouse jobber 
the recently devised group plan was 
employed, the third time that a con- 
ference of this kind had been held 
by a Westinghouse jobber. 


C. G. Hillier, in charge of sales 
educational work and sales bogeys, 
came on from the merchandising de- 
Mansfield, O. He 
brought with him an able corps of 
all the 
merchandising and engineering back- 


partment at 


assistants, with necessary 


ground. They were: Reese Mills, 
mgr. range dept.; Roscoe Imhoff, 
mgr. appliance section; M. W. G. 


Balpt, mgr. switch section; R. H. 


MacGillivray, mgr. com’l. cooking 


dept.; Paul Geller, mgr. com’). light- 
ing section; W. H. Wible, mgr. rec- 
tifier section, and J. H. Germany, 


industrial heating. They were as- 


sisted by E. H. Riley, Westinghouse 
fan specialist of Chicago. 

These Westinghouse men in close 
co-operation with J. A. Duncan, vice- 
president, and S. H. Simonsen, sales 
manager, of the Illinois Electric Co., 
put on the conference at the La 
Salle hotel. J. C. Schmidtbauer, 
vice-president and general manager 
of Julius Andrae & Sons Co., West- 
inghouse jobbers of Milwaukee, was 
also on hand to add counsel and 
help from his wide experience. 

In operating the group plan, sev- 
eral rooms were necessary in the 
hotel. Stationed in each was one of 
the above mentioned specialists with 
full equipment and samples _ for 
demonstrating his line as well as 
all the literature upon it. 

The salesmen were divided up into 
groups of five or six men and sent 
into these different rooms for in- 
struction. This was done on a defi- 
nite schedule laid out in advance for 
the whole week, each man attending 
two of these group meetings in the 
forenoon and two in the afternoon. 
Roll call was held in the general 
meeting room before each session and 
every man had to be there on time 
and be checked in. Each then knew 
just where he was to go and every- 
thing moved like clockwork. 

The advantages of this group sys- 
tem are several. It does not get 
monotonous. Each specialist has am- 
ple time to explain his line fully. 
The groups are small and the men 
all feel free to ask questions and 
clear up every obscure point. The 
specialists and the salesmen have an 
opportunity to get better acquainted, 
and the contacts so made are many 
of them lasting and helpful. 

There were in addition a number 
of meetings and luncheons where rep- 
resentatives of other manufacturers 
than Westinghouse were present, and 
made addresses. 

Altogether this was one of the 
most successful sales meetings that 
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Every Bowling Alley 
Fresh Air--Sell Breezo 7 





Get every contractor-dealer in 
your territory to work on this 
class of prospect. 

Point out to them that it means 
not only the profitable sale of a 
“Buffalo Breezo” Fan, but also the 
profitable installation job as well! 








eS & & 4 





{ \\NE of your best sales arguments on Bowling 
\_/ Alley prospects is the fact that they spend 
valuable hours cleaning alleys and runaways, but 
give no thought to proper ventilation which is so 
essential to the popularity of their particular 
alleys. 


No one cares to bowl in a poorly ventilated 
alley. And, business can be increased in no better 
way than to see to it that the ventilation is proper! 


Tell these prospects that “Buffalo Breezo” Fans 
are easily installed, quiet, and require little atten- 
tion. 


Air change:—Multiply the three dimensions of 
the room together and divide by 6 (we recom- 
mend an air change every 6 to 10 minutes). The 
result will give you the cubic feet of air to be 
handled per minute from which you can make the 
proper fan size recommendation. 


Sold Through Jobbers 


Buffalo Forge Company 


201 Mortimer St. Buffalo, N. Y. 


In Canada, Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


ferroensy 
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the Illinois Electric Co. ever held in 
its long years of activity and both 
salesmen and executives are happy 
over the results accomplished. 


* * * 


Interstates’ Sales Conference 

The sales conference of the Inter- 
state Electric Co., New Orleans, was 
held December 27 to 30, 1927 at the 
Permanent International Trade Ex- 
hibition. The meetings of the automo- 
tive department were held in a sepa- 
rate room from the electrical depart- 
ment, and when items were discussed 
that affected both departments they 
were called together in one room. 

The manager of the Exhibition ar- 
ranged tables so the salesmen could 
take notes of the different talks and 
after each talk the salesmen turned 
their notes in to their sales manager, 
who went over them and made re- 
marks and returned them to the re- 
spective salesmen. 


Luncheons were held in the cafe- 
teria of the International Trade Ex- 
hibition, which made it very conven- 
ient. It took 20 minutes to reach this 
building from the main office at Maga- 
zine and Girod St. After reaching 
the building, however, there were no 
interruptions, which made a much bet- 
ter meeting, as interruptions always 
affect more than the person who is 
being called. 







Those in attendance at the 








Interstate Sales 
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Tue Sovurnern Equipment Com- 
pany, San Antonio, Tex., announces 
that A. A. Haney, formerly with the 
Kelvinator Equipment Co., Detroit, 
has taken charge of its Kelvinator 
sales department. 


J. R. Smitu of the Carter Electric 
Co. has been transferred from the 
Atlanta office to the Savannah office. 


A New branch has been opened by 
the Graybar Electric Co. in Roanoke, 
Va., at Salem Ave., and Sixth St. 
This office will be under the super- 
vision of the Richmond office. 


Tue Evecrricar department of the 
Monroe Hardware Co., Monroe, La., 
is now in charge of S. B. Swift, for- 
merly sales manager of the Alabama 
Electric Supply Co. 


A New service department has been 
opened by the Superior Supply Co., 
Bluefield, W. Va. It is called the “re- 
parts section,’ and F. W. 
Archer is in charge. 


newal 


He is the son 


Conference: 





of F. M. Archer, vice-president of the 
company. 


Tue Waco Electrical Supply Co 
of Waco, Tex., has moved to a new 
building, 2138 S. Fourth St. The re 
tail department has been abandoned 
and the firm is now 100% wholesale 


O. R. La is now on the sales force 
of the North State Electric Supply 
Co., Raleigh, N. C. He was formerly 
representative of the Westinghouse 
Electric & Mfg. Co. 


Houston B. Watson of the Electric 
Appliance Co., Houston, recently be- 
came a father. The boy weighed 6 
pounds and rumor has it he is to be 
called George Westinghouse Watson. 


J. J. Serreeast, president and gen- 
eral manager and L. F. Philo, assist- 
ant general manager of the Tel-Elec- 
tric Co., of Houston have just returned 
from an extensive trip to various 
points in the North and East. On 
this trip they attended the Jobber’s 





Stern; W. K. Brandau; L. A. White; H. E. Schussler; Pierce; 





First row, left to right: L. B. Neuburger; H. C. Minier; R. M. 
Jemison; Percival Stern, president; J. C. Clem; C. C. Wimbish; 
S. G. Neuburger; F. B. Stern, ass’t. gen’l. magr. Second row: 






E. F. Walker; L. I. Kitziger; I. L. Conaway; L. Woods; J. 
LeBlanc; J. Eskovich; B. Hohmann; B. L. Leake; 
Third row: 





Fry; N. J. 
J. H. Stevens; Webb; Wright; Eicholz. 





Herbert 





Gray; Hall; Brown; Smith; Scott; Emanuel; Taylor; Brown; 
Posey. Fourth row: W. A. Sherman; Bob Lee; Virling; Ben 
Stoll; Geo. Hooker; Emmett Jones. Fifth row: Brandon; 
E. M. Rehage; Reed; Thornton; Fagan; McRaney; Chas. I. 
Smith; Webb; Tussing; Cronk; Hutchisons; Welsh, and George 
Evans. 
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¢ Production is now in full swing in 
the plant of the Inland Glass Works, 
Inc., under the direction of the new 
organization—a personnel of men ex- 
; perienced in the design and making 
of quality [Iluminating Glass Ware. 





One of the salient features of the 
new organization in its service to 
jobbers is the fact that every item 
shown in our catalog, now being dis- 
tributed, is at all times carried in 
stock. Have you your copy? 


ies, ti aii THE INLAND GLASS WORKS, Ine. 


Letter 6101 WEST 65TH STREET 
On Ba k Cover CHICAGO 
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The Market— 


45,000 Prospects 


There are 45,000 factories us- 
ing electric motors totaling from 
100 H. P. per plant to several 
thousand H. P. Every one of 

these plants is a worthwhile 
prospect for Union Renew- 
able Fuses and Gem Power- 
let Malleable Conduit Fit- 
tings. 





Gem Powerlets 
outlast the building 
or machine— 


Gem Powerlets are the original conduit 
fittings cast from malleable iron. Heavily 
galvanized, they are rustproof. 
Cast in one piece Gem Powerlets have 
no seams, welds, or inserts and because 
of the toughness of malleable iron they 
won't crack. 
Hubs are threaded accurately, guaran- 
teeing waterproof joints and the elimina- 
tion of high resistance points in the | rch i s. rr wi aE 





) “| enn 


| te te a 

Powerlets are easily, quickly installed LX IH af 

because they provide plenty of room for TE ig e Pe | pi 2 
ase 8 , | io) Fe Wy ® em 

wiring, lie flat, and the assembling screws al / rp A 

don’t drop out and get lost. ~~ tas 


conduit run. 
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Union 
Renewable Fuses 


Unions are made in knife blade 
(shown above) and ferrule types. 
Both types are of simple design, per- 
mitting speedy renewals—remarkably 
strong—to withstand repeated blow- 
outs. Brass ends are securely fastened to 
the fibre case, and the renewable link is 
held in perfect alignment—always. 

Knife blade type is scientifically 
vented, by an exclusive method, to 
release the pressure generated when 
the link blows. Vents are in the fibre 
shell—not in the end caps. Union 
casings withstand more blowouts. 
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convention in Detroit and also visited 
several of their suppliers’ factories 
and offices. They made the return 
trip from New York to Houston by 
boat and just missed the recent stormy 
weather on the Atlantic Coast. 





L. T. Dysart, credit manager for 
the Graybar Electric Co., of Dallas is 
the father of a new boy. 


W. H. Tucker of the Southwest 
General Electric Supply Co., of 
Dallas, has evidently made plans to 
have his own baseball team as he has 
just become the father of son No. 2. 


KENNETH B. ScuepeEnrt, in the city 
sales department of the Southwest 
General Electric Supply Co., Dallas, 
joined the ranks of the married men 
December 8, and so far, he seems to 
be bearing up remarkably well. 


NaTHAN NEwMAN’s son, Solomon 
Newman, has been added to the staff 
of counter salesmen of the West Phila- 
delphia Electric Supply Co., Philadel- 
phia. He is starting at the bottom 
and intends at some future time to 
take charge of the growing business. 


CrypE WENTZEL is a new city 
salesman with the Linhart Elec. Co., 
2449 No. Cicero Ave., Chicago, III. 

Haro.ip Granam is a new salesman 
with Rosse M. Gilson, Inc., Oakland, 


Calif. V. E. Perl has been employed 


as delivery man. 


C. C. Sampson has been employed 
by the Mid-West General Elec. Sup- 
ply Co., Kansas City, Mo., to cover 
the southwest Missouri territory. 


D. B. Miter is a new salesman with 
the Graybar Elec. Co., Davenport, 
Ia., replacing T. W. Clare, who re- 
signed. Mr. Miller will headquarter 
in Des Moines. 


StepHeN H. Winter has been em- 
ployed as household appliance special- 
ist by the Capital Elec. Co., Salt 
Lake City, Utah. 

* * # 
More Competition But Better 
Profits 
The West Philadelphia 


Supply Co. recently held a very suc- 


Electric 


cessful sales meeting, at the Walton 
Hotel, Philadelphia. Among those 
who attended were the entire sales 
and office force which numbered 
25 and among the guests outside of 
its own organization were W. A. 
Leiser and his organization and also 
Harry G. Anscheutz, who represents 
Henry D. Sears, Weber wiring devices. 
Plans for 1928 were discussed and, 
like most distributors, this company 
feels that business will be very com- 
petitive, though more profitable than 


in 1927. 


Changes in Personnel 
P. E. Hatven has resigned his po 
sition as purchasing agent of the Wet 
more-Savage Elec. Supply Co., Provi 
dence, R. I. 


J. C. Jounston has been appointed 
sales manager of the Mid-West Gen 
eral Electric Supply Co., Kansas 
City, Mo. He replaces C. H. Annis 
who resigned last month. 


H. E. Perl, formerly purchasing 
agent of Rosse E. Gilson, Inc., Oak- 
land, Calif., has been appointed vice- 
president and manager of the com- 


pany. 


Graybar Electric Co. has announced 
the following changes: J. F. Davis 
appointed manager at Boston; A. R. 
Loughborough appointed manager at 
Pittsburgh; H. W. Dye appointed 
service and credit manager at Den- 
ver; Louis Fields elected secretary 
and Martin Wagner assistant secre- 
tary. 

* * * 
A. L. E. A. Meets in Cleveland 

The annual meeting of the Artistic 
Lighting Equipment Association and 
the meeting of the Illuminating Glass- 
ware Guild was held at the Winton 
Hotel in Cleveland January 25 to 28. 
A long program of activities was ar- 
ranged together with an exhibit of 
the work and materials of the A. L. 
E. A. 








a 
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Here is a recent photograph of the Ackerman Electrical Supply Co., Grand Rapids, Mich. 
1924, has shown a remarkable growth. The company originally had a force of nine people and a floor space of 8,000 sq. ft. 
three and one half years this force has been increased to 25 and the floor space necessary, to 26,500 sq. ft. 
success to specializing in contractor-dealer trade. 





This company, organized in March, 
In 
They attribute their 
The present officers of this company are: W. M. Ackerman, president; 
W. J. Ackerman, vice-president and general manager; J. C. Huyge, secretary-treasurer, and W. L. Reed, assistant manager. 
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Wherever individual light is needed —the BUSS will fit. 












































Example No. 143 from a salesman’s actual experience. 


How BUSS Lights serve the Gatemen 


at St. Louis Union Station 


Problem: To find a light that would fit the needs of 
the Gatemen as they check in passengers at the train 
gates. The lights had to be portable, there had to be a 
way to fasten them firmly to the gatemen’s tables, they 
had to be adjustable to throw light on the table, yet not 
“blind” the gateman or his passengers. 

Answer: Discovering this need, and realizing that the 
BUSS Light would just fill the bill, W. J. Miller, sales- 
man for the Electrical Trade Supply Co., St. Louis, put 
a bunch of these handy little lights to work. In the day 
time, when the tables are removed, the BUSS Lights are 
“stowed away” in the Station Master’s office. At night 
they are carried out, clamped to the table and plugged 
into an outlet beside the gate. 


$10 for your experiences: 


Result: Each Gateman has a “close-up” light, adjust- 
able wherever he wants it—a light that is out of the 
way and out of sight when it isn’t needed. 

Example No. 143 is described here, not so much be- 
cause of any large sales outlet which it opens up, but be- 
cause it is an outstanding instance of the hundreds of 
unusual places where BUSS will fit better than any other 
light—just another proof that wherever individual light 
is needed it pays to think of BUSS Lights. Watch for 
other examples from the actual experience of salesmen, 
next month. 


BUSSMANN MANUFACTURING CO. 


University at Jefferson St. Louis, Mo. 
Send us suggestions for BUSS Light uses, taken from your 
experiences. We will pay $10 for each one we accept to be 


featured in this publication. 
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DEALERS’ RE-ORDERS 











You’re Rightfully Asked— 
‘Can Dealers Sell the 


| 7 amulton Be ach 
Vacuum Cleaner 
30 


& 34 a 


“Over the Counter” Against 
Door-to-Door Competition? 


Read The Facts—Between November Dealers’ Re-Orders the Answer 








lst, when the price was reduced from $52.50 A dealer tei Penn. ell deren dietatdin, 
to $39.50 and January Ist, we sold more January to November at the $52.50 price. 
cleaners than were sold during the first ten He bought three cleaners early in November 
months of 1927. at the new price, reordered six later and 








This is the Identical Machine that was Nationally 
Advertised and Sold up to Nov. Ist for = 50 
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TELL 


then reordered twenty-four which have been 
sold. In other words, he sold thirty-three 
cleaners, or three times as many in six weeks 
as he sold during the first ten months of the 
year. 


A dealer in a small Wisconsin town sold 
thirty-nine cleaners from May 17th to Oc- 
tober 24th. At the new price he sold thirty- 
six cleaners in four weeks. 


A dealer in a small New York city or 
dered his first cleaners on November 15th. 
During the next four weeks he sold his stock 
and re-ordered from his jobber three times. 


A big city store in Wisconsin started sell- 
ing Hamilton Beach cleaners early in No- 
vember. Up to January Ist their sales aver- 
aged seven cleaners a day. The store had 
several men working in the store but not one 
house-to-house canvasser was employed. This 
store expects to sell over three thousand 
Hamilton Beach cleaners in 1928. 


These are only a few of the many exam- 
ples of dealer successes we can tell you about. 


SALESMEN! 


Never before has there been such enthusi- 
asm for any cleaner as for this Hamilton 
Beach at $39.50. Here is a quality, motor 
driven brush machine retailing at a price 
lower than that asked for the average cleaner 
that cleans by suction alone. 


Door-to-door salesmen are not necessary. 
Unit investment is small. Turnover is rapid. 
Expensive selling is eliminated. The Result 
is a Fine Net Profit. 


Sales Managers Write or Wire 
for selling plan, discounts and complete in- 
formation. 


Hamilton Beach Mfg. Co., Racine, Wis. 


Denver and West $41.00 


THE STORY! 
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Ball-Bearing Motor 
Never Needs Oiling 


Powerful Suction 
Beating Brush Action 


Sweeping Brush 
Action 
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ABOUT o 


CURRENT BREAKERS 


and 


Safety Switches 


Meter Switches 


Fuse Panels 


Panel Boards 


<<< 


Switch Boards 








17 Series of Safety Switches 
781 Catalogue Numbers 
2 Series of Knife Switches 
1690 Catalogue Numbers 


3 Series of Panel Boards 
390 Catalogue Numbers 


Any kind of a special Switch 
Any kind of a Panel Board 


Any kind of a Switch Board 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 
BANTAM, CONN. 


BOSTON CLEVELAND CHICAGO 
On the Pacific Coast—C. Dent Slaughter 


SAFETY 3 
SWITCHES “®, 


NEW YORK 
DENVER 


PHILADELPHIA 
DETRO T 






THE V SAFETY SWITCH AIDE 














How I Landed an Order With 
Difficulty 


For the past year the president of 
our firm has subscribed for weekly 
sales letters written by a New York 
writer on numerous subjects, som 
such as the following: 


“Why a salesman should never giv: 
up—Why he should work on Satur- 
days a full day—Why he should use 
every effort to get an interview.” 


About two months ago, one of thes: 
letters said, that if the buyer fre 
quently said he was too busy to sec 
you for the next few hours, “Try out 
once going right inte the office and 
presenting your case to him, explain- 
ing that you repeatedly had been in- 
formed that he was busy.” 


For the past eight months I had 
been soliciting business from.a certain 
dealer in washing machines, he having 
had at least eight or 10 on hand. He 
said that when his stock was reduced, 
he would give me an order for my 
washing machine. During my re- 
peated visits, to close, I was treated 
somewhat discourteously in this re- 
spect. He would even deliberately 
walk in front of me, not speaking to 
me, and shoot up to his office and 
when I would present my card to his 
stenographer, for permission to see 
him on special missionary work, I 
would be informed that he was too 
busy to see me and to come back. Up 
to my last visit, I did as he had in- 
structed me, but upon my last visit, 
which was 20 minutes of two o'clock 
in the afternoon, and I having in mind 
to catch the 2:30 bus, I presented my 
card to the stenographer in question 
and asked to see this buyer. She in- 
formed me that he was out. After 
questioning her fully as to his where- 
abouts and time for his return, she 
informed me that he would be back, 
as usual, about 2 o’clock. I thanked 
her and proceeded down to the store 
room, where I walked around and 
finally landed out in the rear of the 
stock room to chat with some of the 
clerks. Then it dawned on me that 
I must remain in the store to see Mr. 
Buyer, should he return earlier than 
2 o'clock. 


Upon re-entering the store room, I 
saw the buyer waiting on a lady cus- 
tomer, in his shirt sleeves, evidence 
that he had been in the office at the 
time, 20 minutes of 2 o’clock, when I 
asked permission to see him. He saw 
me in the store, but after finishing 


— ~_ —-~ ma. 
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with his customer, he ran, like buyers 
usually do, to a two by four office, 
closing a small gate behind him. I 
at once drew a mental picture of one 
of the sales letters, headed “Try it 
out sometime and go into the office 
and see the buyer, even though he 


has told you that he was too busy | 


to see you for two hours.” I thought 
very carefully and made all 
plans, then proceeded towards his of- 
fice, opening the gate and then the 
door to his office. I immediately 
offered an apology for coming into 
his office, after having been told by 
his stenographer that he would be 
busy for the next two hours, but with- 
out taking another breath, I continued 
to tell him that I had been waiting 
for quite a while for his return from 
lunch. Besides, I had gone to some 
expense in making this town to see 


him and my time was worth some con- | 


sideration though I also appreciated 
the fact that he was busy and that 
his time was worth money. I pro- 
ceeded to pull from my pocket, liter- 
ature on an electric washing machine, 
holding it before me and continuing 
to look into his eyes, explaining a 
few of its features. 


After a minute or so, I glanced | 


down at the folder and discovered 


that I was holding it upside down. | 
I immediately laid it on his desk | 


properly and continued to explain all 
its features and advantages; he in re- 
turn asked me the advantages of 
various other machines sold in his 
town. I had solicited business from 
these specialty washing machine com- 
petitive dealers and was able to an- 
swer him. 

I then proceeded to frame the 
words, “Let me put you in an order 
for six of these machines.” He asked 
the discount in lots of 4, I answered 
him and to my gratification, he said, 
“Ship me four.” 

Whatever may be said about the 
value of sales letters of the character 
of those sent us by our president, here 
was one concrete instance of where 
one worked. The substance of this 
one was: “Don’t be bashful about ex- 
plaining to the buyer that it is his 
duty as a buyer, to give a salesman 
an opportunity to explain his mission 
and to treat him courteously.” 


A. J. MascuHaver, 
Doubleday-Hill Electric Co. 
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Jobbers Are Learning to 
| Concentrate—Says 


Underwood 














Leighton B. Underwood 


| Why has the family doctor 
given way so largely to the 
specialist ? 

Because it is better to know 
‘all about a few things than a 
little about all things. 
| Many jobbers have discov- 
‘ered this and have divided their 
lorganizations into units, each 
headed by a specialist thorough- 
ly grounded in the lines com- 
prising his unit. 

This man is responsible for 
both volume of sales and prof- 
its in his unit. 

He is a lucky man when 
safety switches are among his 
lines for: 

They are in twelfth place in 
point of profit. 

The safety, switch manufac- 
turer also makes panels and 
switchboards and here again 
are big volume and fat profits. 

Study your lines carefully 
and concentrate on those which 
have favorable volume and 
profit. 


Leighton B. Underwood 
District representative of the 
Trumbull-Vanderpoel Electric Mfg. Co. 
at Philadelphia, Pa. 





THE V SAFETY SWITCH AIDE 





We’ve Said a Lot About the 
Current Breaker—but 





The T-V Current Breaker 


Read This! 


In one of the largest industrial 
plants of its kind in the world, safety 
switches on certain machinery were 
continually being blown up with loss 
of life 


They came to us as safety switch ex- 


and other serious casualties. 


perts to crack this tough nut. 
A Current Breaker was put to work 
in this extreme service and here’s 
what happened. 
The motor was a 35 HP 38 phase 
60 cycle 550 volt for AC. 37 


peres was the normal load per phase. 


am- 


The normal rating of the Current 
Breaker was 100 amp. 600 volt 3 pole 
fused. 

The Current Breaker was operated 
3 times to indicate the starting load 
and then 41 times with motor pulley 
blocked, stalling the rotor, and this 
Current Breaker worked 
much to the amazement 
gineers assembled to witness the dem- 
Look at the 
recording chart made at the time. 


perfectly 
of the en- 
onstration. ammeter 
Curve A represents the starting load 
at 172 amps. Curve B the operation 
of switch with stalled rotor 308 to 


Some test eh! 


312 amps. 





° ° °o °o ° ° ° rr =) 5 > ° ° 
TRUMBULL-VANDERPOEL 
ELECTRIC MFG. Co. 
BANTAM, CONN. 
New York Boston Chicago Denver 
Philadelphia Cleveland Detroit Atlanta 
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R these short, dark days, before winter This is the time to take the lesson to the v4 

lets go and daylight is unreliable, the job- _ plant executives. You will find them more than t 
bers’ salesman can make good use of the slogan _ half sold on the advantages of better lighting Fy 
“Productive Lighting for Industry.” and in a position, at the beginning of the year, 4 
Insufficient light on the work; gloomy side os do some of the a they have been put- 2 
walls and adjacent areas; direct glare from bare ting off the last half of the year. a 
lamps and lamps with inappropriate reflectors; This little book will give you many points. a 


dense shadows. These all slow up the work, 
hold back production, cause accidents, in- 
crease spoilage and play havoc with profits. 


It is full of interesting and instructive sug- 
gestions. It has been prepared with a view of 
helping the jobbers’ salesman to sell. 


“Points on Productive 


Benjamin Electric Mfg. Co. 


120-128 So. Sangamon St. 


New York 
247 W. 17th St. 


Chicago 


San Francisco 
448 Bryant St. 
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Here are a Big Half Dozen Benjamin Specialties 
to Keep in Mind. There is a Good Economic and 
of Every One of Them. 


Utility Reason Back 


Benjamin Intensifier 


A supplementary lighting unit 
for illuminating small areas to in- 
tensities ranging from 35 foot- 
candles to 250 foot-candles. For 
fine assembly work, close inspec- 
tion, for lighting the surfaces of 
dies, underneath overhanging ma- 
chinery, shoe-stitching machines, 
engraving work, etc. 





Gymnasium 
Fixtures 


A completely guarded 
RLM fixture of very 
good appearance, for lo- 
cations where the light- 
ing fixtures are subjected 
to frequent jars and hard 
knocks. Particularly 
suitable for gymnasiums, indoor bas- 
ket-ball courts, volley ball courts, in- 
door sports arenas and similar places. 





Wi) pg ow 


Ar 45° Aligner 

A / ‘A new compact and sturdy ball fixture 

-‘aligner. Suitable for all industrial 
locations where fixtures are sus- 
pended directly from the outlet box. 
Permits fixture to hang plumb even 
where the slope is as great as 43°. 
Protects fixtures against jars and 
shocks. Easily and quickly installed. 






x 











Glassteel Diffusers 


Here is the unit that opens 
many a door that seems per- 
manently shut. For trial in- 
stallations it is particularly 
effective. Very popular for 
laundries, printing plants, 
school rooms, drafting rooms, 
textile mills, and light ma- 
chine shops. 





Industrial Signals 


Always bring up the ques- 
tion of the signal system. 
The motor-driven indus- 
trial signal illustrated is 
one of a long line of audi- 
ble horn signals, for indoor 
and outdoor installation, 
direct-current and alternating cur- 
rent. The distinctive penetrating 
note gets attention where bells, buz- 
zers and gongs can not be heard above 
surrounding industrial noises. 





Benco Sockets 


The old reliable, heavy duty socket 
for use in those places where the 
ordinary brass-shell socket would 
speedily deteriorate. Highly insu- 
lated, rugged interior and strong 
metal casing. Weather-proof. Keyless 
and pull chain, in aluminum, brass 
or copper. 





Benjamin Electric Mfg. Co. 


120-128 So. Sangamon St. 


New York 
247 W. 17th St. 


Chicago 


San Francisco 
448 Bryant St. 
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Tel Announces Prize Winners 
The Tel Electric Co., Houston, 
Tex., announces that the annual West- 
inghouse campaign on Mazda lamps 
was completed December 15, 1927. 
The race was very close up to the 
last minute and Wm. Byrd finally 
emerged as the winner and was 
awarded first prize. Mr. Lyle was 
second, and Mr. Randall was third. 
+ £oa 


Lake States, Indianapolis, in 
New Location 
The Lake States General Electric 
Supply Co., Indianapolis Electric 
Supply Division, has moved into a new 
location at 826 West Georgia St., 
Indianapolis. This move was made 
December 30-31 and the company 
opened up for business in the new 
place January 3, 1928. 
* * * 


Delinquent Accounts 

The accompanying tabulation shows 
the number of delinquent accounts, the 
total amounts and the average amounts 
as reported to the National Credit 
Association by member manufacturers 
and jobbers through its various divi- 
sions, for December, 1927, as com- 
pared with the same month the previ- 
ous year. Also these figures are shown 
for the first 12 months’ period of 
1926 and 1927. 























only lamp coloring in the bottle. 





with Graybar, Minneapolis. 
“Don’t shoot! 








your number for my lawyer.” 
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A little nonsense now and then is relished by electrical people, too. 
left picture, the cop, F. C. Fletcher, is going to be terribly disappointed when he finds 


E. J. Aubrecht, (right) says: 
mine, officer!” while P. B. Hanson registers surprise at sight of the detective. Al! 





In the uppe: 


“That’s nothing of 


I'll take a hundred!” says Harry Crown of Crown Elec’l. Supply 
Co., St. Louis, to Leo Ungar of “Usalite.” 

Lower left, D. H. Craddock, Irene Todd and manager Henry Albrecht, Jr., 0! 
Southwest General Elec. Supply Co., Tulsa, Okla. 

“Look what you did to my car!” says J. O. Bell, with Southwest’s Houston branch 
“I’m not worrying about your car,” retorts F. W. Wheeler, of Hotpoint. 


“T’m taking 










COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
DECEMBER 31, 1927 


NUMBER OF ACCOUNTS REPORTED 






























% %o 
Increase Increase 

Division December or 12 months or 
1926 1927 Decrease 1926 1927 Decrease 
Se a ay een 320 265 —172% 4167 3610 —13.4 % 
New England ..5552552<0.++. 147 «147 1500 1863 -+24.2 % 
Pecihe COOMst 56. cused cess. s's 30 25 — 16.6 % 270 220 —18.5 % 
CSEPRE  dwcccsdioeceueeee osu% 790 807 + 2.15% 10112 10524 + 4.07% 
Middle & Southern Atlantic.. 151 137 — 9.27% 2209 1999 — 9.22% 
ci us yt, Re er 1438 1381 — 3.96% 18258 18216 — 19% 

TOTAL AMOUNTS REPORTED 

% %o 
Increase Increase 

December or 12 months or 
NOW WOT 264456645 1926 1927 Decrease 1926 1927 Decrease 
New England ...... $ 45,379 $ 47,676 + 5.06% $ 615,189 $ 565,230 — 8.11% 
ge ae 6, ae 13,322 17,599 132.1 % 107,893 221,296 +105.1 % 
CC er eae 2,826 3,192 +12.9 % 38,233 26,5382 — 30.6 % 
Middle & Southern 93,529 116,145 +24.2 % 1,223,360 1,186,226 — 3.04% 
PUR 62k cua~eewe 26,262 12,850 —51.1 % 270,722 236,033 — 12.2 % 
cil; \ Oey, $181,318 $197,462 + 8.90% $2,255,397 $2,235,317 —  .89% 

AVERAGE AMOUNTS 

December 12 months 
1926 1927 1926 1927 
MSE sce utice che eee eee ee $141 $160 $1769 $1878 
I MIAAIND 4, «ahs 2'ersw vos hws ola eaer 90 119 1088 1427 
OS” a ee ee CGS ne ere . 94 128 1614 1716 
[SNES Sc, eae cea etn Seb ee 118 144 1336 1856 
Middle & Southern Atlantic ........ 174 94 1438 1426 


Bad Debt Losses Average Low 


The average bad debt loss in seven 
of the largest lines of business in th: 
United States is 68 one-hundredths 
of one cent on each dollar of gross 
business, according to a survey re 
cently made by the department oi 
education and research of the Na 
tional Association of Credit Men. 

The seven lines surveyed and th 
bad debt loss percentage for each 
over an average period of five years, 
follow: department stores, .00255 
dry goods mfgrs. and wholesalers, 
01152; shoe mfgrs. and wholesalers, 
.00614; retail clothing, .00735 ; whole 
sale drugs, .00350; wholesale hard 
ware, .00608; wholesale jewelry 
.01052. 

Dr. Frank A. Fall, director of the 
department of education and researcl 
of the credit association, making the 
survey public, said: 

“Although the business executive 
no longer regards bad debt loss per- 
centages as the sole measuring-stick 
of credit department efficiency, inter- 
est in these figures is rapidly increas- 
ing. 















A Tested Display 


Geeneen advertising this season will help 
our many dealers move Wagner Fans. 
Attractive envelope enclosures, dealer news- 
paper electros, counter leaflets. 

This year the big feature is the window 
display. Beautiful in appearance, a credit to 
even the most fastidious dealer’s window, 
this style of display has been tested ina display 
expert’s laboratory as well as in the windows 
of dealers distributed over the country. Its 
pulling power was phenomenal. You can't 
afford to miss this display — it will draw sales 


your way. 
The Motor 


The Wagner Fan Motor is a representative product of an 
engineering organization long famous for its outstanding 
achievements in electric motor history. WagnerFan Motors 
were developed by Wagner Engineers who designed the small 
Wagner Motors used by manufacturers of Electric Refrigerators, 
Floor Polishers, Food Choppers, Washing Machines, et cetera. 





MOTORS TRANSFORMERS 


Single-phase, Polyphase and Power, Distribution and 
Fynn-Weichsel Motors Instrument 
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FANS 
Desk, Wall and 
Ceiling types 


WAGNER ELECTRIC CORPORATION ... 6400 Plymouth Avenue, St. Louis, U.S. A. 


61-6238-2 














Wagner Products 


A Good Line for Dealers 


i who pride themselves upon 
their complete service in all things elec- 
trical will want to handle the Wagner Line. 
Not only large motors but small motors, fans 
and transformers are made by Wagner and 


sold by Wagner Dealers. 


Wagner Dealers are firms which have the 
reputation of selling only the best and of 
being able to furnish full electrical service to 
their customers. 


The Wagner Electric Corporation will be 
pleased to explain its dealer plan to firms 
which meet these specifications. 





Products: MOTORS ... Single-phase, Polyphase and Fynn-Weichsel Motors 
TRANSFORMERS .. . Power, Distribution and Instrument 
FANS ... Desk, Wall and Ceiling types 


WAGNER ELECTRIC CORPORATION — 6400 Plymouth Avenue, St. Louis, U.S. A. 


61-6238-2 
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Industry Sales Conference 

The Industry Sales Conference, 
composed of delegations representing 
the four major national associations 
and the League Council, held its sec- 
ond meeting on January 11 in New 
York, to consider the recommendations 
of the committee that had been ap- 
pointed to study the problems pre- 
sented by the present inadequacy of 
house wiring. 

The plans of the conference are tak- 
ing the direction of a broad program 
that will combine a national movement 
of locally organized selling campaigns 
to merchandise the idea of adequacy in 
house wiring, these campaigns to enlist 
the co-operation of all local interests, 
the central-station companies assum- 
ing the responsibility for leadership, 
and ~ utilizing the services of the 
leagues. This will entail national di- 
rection and regional field service and 
a consistent continuing program look- 
ing forward over a term of years, with 
highly organized selling of conven- 


ience outlets as its first objective. 


To carry forward such a movement 
will require the co-operation and sup- 
port of the contracting industry. The 
conference is developing the possibili- 
ties of organizing a broad educational 
work among all contractors, to pro- 
mote better standards of estimating, 
cost keeping and business methods 
similar to the work that has been so 
successfully done in the plumbing in- 
dustry. In effect this would provide 
an expansion of the very effective 
service that the Association of Electra- 
gists has been performing for its mem- 
bers, but to embrace the entire per- 
sonnel of the contracting industry, now 
working for the most part uninfluenced 
by any association. This subject is 
being well studied and programmed. 

At the same time, careful considera- 
tion is being given to the needs for 
adapting the merchandising policies of 
the industry to such a movement, so 
that the installation of additional out- 
lets in the home may be capitalized by 
the immediate sale of appliances. The 
reports of these functional committees 





Max suggested this location for a pic- 
ture of himself—just happened around as 
he came in from a very busy and hot day, 
(not in January) on the side walks of 
Newark, N. J. Perhaps the fans and 
those eagles flying around help to make 
him feel cool. 





were analyzed and finally referred to 
the executive committee of the confer- 
ence as the basis for the full report 
and recommendations which will be 
presented this spring to the four na- 
tional associations, now acting as a 
council of the industry in the directo- 
rate of the Society for Electrical De- 
velopment. 


























Herewith are several groups representing the C. J. Litscher 


Electric Co., Grand Rapids, Mich. The picture at the upper 
eft shows the very excellent caste of femininity which comprises 
part of the inside force at the home office. The four girls in the 
back row are Mrs. Hollands, and the Misses Kiester, Baltes 
ind Fisher. In the front row are the Misses Sawless, Kaminski, 
Knopp, Vickers, Abel, DeBruyne, Mrs. Rasmussen and Miss 
Lawrence. 

The three lads at the upper right are “Duke” Harper, who 
handles the radio stock, Gene Wright, a general stock and 
service man, and Floyd Aarvig, the head of the radio service 


department. 

The lower left group is made up of more of the inside men. 
From left to right, they are: Gerritt Timmerman, counterman; 
Edgerle and Fred Homerich, truckmen; Otto Heinrich, in charge 
of fixture stock; John Wysocki, stock clerk; “Jock” Kean, ship- 
ping clerk; “Bill” Wilber, radio service man; “Bill” Garber, 
receiving clerk, and “Dick” Lundin, radio service man. 

At the lower right are the men comprising the force of 
the Jackson branch. E. S. Ellis, the manager, is at the left. 
Next are B. R. Lawrence and E. C. Fuller, countermen, and 
C. J. Noel, salesman. 
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OBBER’S SALESMAN DROPS IN TO TALK ABOUT THE 
WEATHER ANO TO ASK ABOUT DEALER'S YOUNGSTERS 

JEANNE AND JOHN, WHOSE NAMES HE KEEPS WITH 

OTHER SIMILAR DATA IN REO VEST POCKET BOOK 


GAYS WELL HE MUST BE GOING. OH BY THE 
WAY DOES HE NEED ANY Goo0S ToDAY ? DEALER 
SAYS HE DOES. JJOBBERS SALESMAN GETS OUT ORDER 


BOOK JUST AS A THOUGHT APPARENTLY COMES 
OUT OF THE BLUE SKY 






























f “2 <td WATE J 
(EMEMBERS NOW WHEN HE LEFT HOME [DEALER REMARKS THAT THE RAINY SPRING 
OFFICE, BOSS TOLD HIM To BE SURE AND 


AND A BIG DOCTOR BILL AND BUSINESS OPENING 
COLLECT THIS BILL FOR ITEMS ON THAT TACKLE UP sO LATE AND AIS OWN CUSTOMERS So LATE 
AND GOLF BALLS DELIVERED IN MARCH. THE 


IN PAYING ETC. ETC ETC. 
APRIL STUFF CAN RIDE A BIT LONGER 
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QJOBBERS SALESMAN REMARKS HE KNOWS [DEALER SAYS THAT HE WON'T BE BULLDOZED. 
IT’S A TOUGH LIFE ANO HE DON'T BLAME HIM WHY EVERY DAY HE TURNS DOWN OTHER JOBBERS 
A BIT BUT THE BOSS SAID NO MORE CREDIT WHO ARE FIGHTING FOR. HIS BUSINESS. HE’LL 
UNTIL THOSE GOODS WERE PAID FOR. LOOK, PAY UP SOON. BUT HE WANTS To BE TREATED 
HERE'S THE STATEMENT, IT DOESN'T AMOUNT WITH CONFIDENCE, NONE OF THIS RUSH STUFF 
TO MUCH. 


























XPLAINS THAT EVERY MONTH WHEN @Qut IF BINKS BROS. SPORTING GOODS COMPANY 


ARE GOING TO GET IMPUDENT ABOUT WHAT HE 
OWES THEM WHY IN THE FUTURE HE WON’T 
THROW THEIR STATEMENTS INTO THE WASTE 
AND HOW'LL THEY LIKE THAT PP? 


STATEMENTS COME IN, HE THROWS THEM 
ALL IN THE WASTE BASKET. THEN HE 
SHUFFLES ’EM UP AND PICKS OUT THE TOP 


THREE AND PAYS “EM. EVERYBODY GETS BASKET ! 
A CHANCE. 









































This Ray Herman cartoon from the “Sporting Goods Journal” of Chicago depicts some of the difficulties of the jobber’s 
salesman in the sporting goods field. 


Is there any similarity between this salesman’s experience and your own? 


- 











— 
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| Now—In 1928—MORE Than 


“a Million 










“They Show 
When 
They Blow” 


Quality—dependability and attractiveness— 
combined with a real merchandising policy 
created a nation wide demand for Trico 
“Clear-Top” Fuses. 











That’s why we have prepared to pro- 
duce MORE than “a million a 
month” in 1928. Trico Jobbers 
everywhere are SATISFIED—be- 
cause Trico “Clear-Top” Fuses SELL 
ON SIGHT and STAY sold. 


And here’s another reason why:—They are 


tested and listed by Underwriters’ Laboratories, A BOX OF FUSES FREE! 
Inc., Hydro-Electric Power Comm. of Canada, 
Good Housekeeping Institute, Modern Priscilla Jobbers Salesmen—Clip out the above illustration and 
Pp : Pl: dN Y k De ee mail it to us with your calling card—we'll send you a 
roving Fiant an cw fOr era ribune free sample box of five Trico “Clear-Top” Fuses— 


Institute. “They Show When They Blow.” 


TRICO FUSE MFG. CO. 


QUALITY ELECTRICAL PROTECTIVE DEVICES AND SPECIALTIES SINCE 1917 
MILWAUKEE -----= WISCONSIN ----- U.S.A. 
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Because it doubles the number of 
outlets, at only a slight increase in 
cost, the C-H Duplex Receptacle is 
the simplest answer to the demand 
for more outlets. Large binding 
posts, shallow construction make 
installation easy. Approved by the 
nderwriters. 





C-H Toggle Flush Switches are 
growing more popular every day 
because of their beauty—depend- 
ability and convenience. Three- 
way type gives controlof lights from 
both top and bottom of stairways. 
Also made in single-pole and 
double-pole types. Approved by the 
Underwriters. 


SELL COMPHETE.LOLVSALERLSE 
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sel ling point 


every house should hae 


You can profit by suggest- 
ing complete wiring for 
future needs, to the realtor 





HE realtor is first of all a salesman, 

ready to take full advantage of all 
selling features. If he stops to think of 
it, he knows that complete wiring con- 
venience is a powerful sales point every 
house should have. For the money in- 
vested, wiring convenience adds more 
to the selling price than any one re- 
finement. 


But he needs your help, when it 
comes to the wiring. He will thank 
you for it, and will remember you 
favorably when he has another con- 
tract to place. It offers your biggest 
chance of making profit and building 
good will. 

Because of your close contact with 
home owners and your knowledge of 
wiring needs, the realtor will gladly 


accept your suggestions—your help. To 
protect the good will thus secured and 
to assure !ong-time satisfaction of both 
the realtor and the future owner, sug- 
gest Cutler-Hammer Wiring Devices. 

For example, suggest C-H Duplex 
Receptacles instead of the single type 
—and plenty of them. They cost little 
more—and they double the electrical 
convenience of the home. And don’t 
overlook suggesting lights in all closets 
—turned on and off automatically by 
C-H Door Switches. 


There are many other appealing re- 
finements which can be included in any 
house at a profit to you and the realtor. 
To be sure that you overlook nothing 
write for complete literature on C-H 
Wiring Devices. 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 


1286 St. Paul Avenue 
MILWAUKEE, WISCONSIN 


CUTLER 


MODERN WIRING 









AMMER 


NECESSITIES 





C-H Automatic Door Switch can 
be installed in any door jam. Light 
is turned on automatically when 
the door is opened. Especially con- 
venient and appealing for lighting 
closets. Designed to fit in any type 
of box. Approved by the Under- 


writers. 









The C-H Push-Button Switch for 
flush mounting. Made in single- 
pole and 3-way types. Shallow con- 
struction and large binding posts 
make installation easy and quick. 
Approved by the Underwriters. 
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well 


Texas is 
supplied with mighty hunters who make 
various kinds of birds and beasts pray 


Salaam, Bwana Tumbo! 


for more and stricter game laws. This 
is Mac F. Sterett, sales manager, Electric 
Appliance Co., Dallas, Texas. He is one 
of the “oldest timers” in the business and 
everyone knows him. C. W. Burney, 
Electric Appliance branch manager at 
San Antonio took this picture. 





Protoss Starts New Jobbing 


House 
Protoss, for the past 12 
years purchasing agent for Crannell, 
Nugent & Kranzer of New York City, 
has started out for himself under the 
name of Irving Electrical Supply Co., 
Inc., at 48 West 25th Street, New 
York. 
electrical 
Mr. Protoss has been in the electrical 


Irving 


He will carry a general line of 


supplies and appliances. 
supply business for nearly 25 years. 
* * # 


Chicago Jobber Opens Service 
Station 


The Central States General Elec- 
tric Supply Co., Chicago, has opened 
a north side “Service Station” at 4141 
It is being managed by 
Don S. Russell, manager. This is the 
second branch which this company has 
opened in Chicago, the first one, on 
the south side of the é¢ity, proving so 
successful that Louis Sisskind, presi- 
dent of the company, decided that the 
northern part of the city could be 


Lincoln Ave. 


served equally well on the same basis. 





Suggested Credit Plan 
A plan was offered by E. H. Herz- 


berg, manager of the Electrical Con- 
tractor Dealers’ Association, Mil- 
waukee, in an address given at the 
thirty-second annual convention of 
the Electrical Credit Association, Cen- 
tral Division. It is as follows: 

“As manager of the Electrical Con- 
tractor Dealers’ Association, I have 
found by making a survey of the con- 
ditions confronting us that a great 
number of the contractors are in a 
peculiar position with the jobbing in- 
dustry, in so far as their credit is 
concerned. With this condition con- 
fronting us, as well as the fact that 
there has been a decline in old house 
wiring as well as the new house wiring 
and that the contractors will be re- 
quired to estimate work which requires 
past cost records together with the 
proper knowledge of estimating work, 
this suggestion is offered for the inter- 
est of the jobbing industry and the 
qualified, experienced electrical con- 
tractors. 

“Concerning all electrical contrac- 
tors who are at present indebted to 
the jobbing industry, may the amount 
be one hundred fifty dollars or may 
the amount be ten thousand dollars, 
it is suggested that they be given an 
opportunity to enter into a definite 
agreement in settlement of this ac- 
count by notes payable in a period 
meeting the approval of the creditors, 
and that after this agreement is 
reached, the contractors be given an 
opportunity to purchase on open ac- 
count, the amount consistent with the 





N. G. Harvey, president of the Llunvis 
Electric Co., Chicago, has been honored 
by being elected president of The Electric 
Association, Chicago. 
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The above is a good likeness of I 
Hutchinson, president of the Davis, Hunt, 
Collister Co., Cleveland. Mr. Hutchinson 
was for years with the old Luetkemeyer 
Co. of Cleveland and is well known in 
the jobbing trade. 








experience, reputation, and assets of 
the contractor. This material pur- 
chased on open account be subject to 
billing as date of delivery, and that 
the statement be sent at the first of 
the following month, subject to the 
regular discounts, not later than the 
15th of the month, immediately there- 
after becoming net until the last day 
of the month. This account, not paid 
by the first of this next month, places 
the contractor dealer on the C. O. D. 
basis, and it will no doubt be found 
by the individual jobbers, that action 
taken by one will warrant the same 
action by the other jobbers adopting 
this credit plan. It is further sug- 
gested, that a contractor who has been 
indebted to the jobbing industry and 
who now has an agreement reached 
in line with this plan, by permitting 
his current accounts to become 
C. O. D., will remain C. O. D 
until the agreement on which the 
old account was settled, is satisfied 
in full. This arrangement, as offered, 
in our estimation creates no hardship 
for any contractor, may he be on 
who is indebted or may he be one who 
is at present discounting his bills or 
paying them 30 days net. Inasmuch 
as it gives the contractor who is in- 
debted to the jobbing industry an op- 
portunity to start a new leaf, by tak- 
ing care of his current accounts at the 
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cli nin Providence 
=P Flexible 
Cords 


— a Product to Merchandise 








|; on is your opportunity to sell flexible 
cords on a real merchandising basis. 


Shipped on attractive, convenient metal spools, 
Providence Flexible Cords sell readily to con- 
tractor-dealers. 






They lend themselves to an excellent counter 
display and increase materially the over-the- 


ea te Se counter business of any dealer in your territory 
venient sales unit, easy to merchan- displaying them 










PROVIDENCE INSULATED WIRE CoO. 


58 Waldo Street Providence, R. I. 
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To Jobbers and 
their Salesmen— 


You can’t get things with- 


out working for them. We. 


realize that fact. We also 
know that in fairness, we 
can’t expect Jobbers and 
their Salesmen to go out 
and sell Wheeler products 
without our doing a share 
of the work. 


We've held our end up in 
the past—yet in 1928 we're 
planning to do even more. 
Our sales force has been in- 
creased, our engineering 
force has been increased, 
our selling activities will be 
more intense and more 
widespread than ever! 


In addition to this, we 
will run a powerful adver- 
tising and publicity cam- 
paign covering the entire 
electrical trade. In short, 
were making Wheeler 
sales easier for the Jobber 
and his Salesmen by giving 
every bit of help we pos- 
sibly can. Let’s get together 
for. a big year in 1928! 


WHEELER REFLECTOR CO. 


275 Congress St., Boston, Mass. 
NEW YORK CLEVELAND ATLANTA 





TOTTI 








These are South Benders—namely, from the South Bend Electric Co., South Bend, 


Ind. 


From left to right they are: Gordon W. Woyahn, credit manager; Bertha E 


Whitworth, purchase and sales dept.; Walter Bodle, service manager; Mr. Apple, 
billing dept.; E. Harris, shipping dept.; M. Knuth, filing dept.; Jim Davis, radio 
dept.; Geo. McKim, credit dept.; P. P. Burkart, shipping clerk; Felix Callsen, order 
dept.; M. Goheen, credit dept.; Lester Collar, shipping dept.; Rodney Walker, pur- 
chase dept.; W. L. Flowers, sales dept.; Geo. Hoffman, mgr. order dept.; Lester 


Myers, sales dept. 





discount period or by meeting them 
30 days net, relieving him of the pres- 
sure he is now laboring under, in try- 
ing to get construction work at a price 
which is not in line with the good 
method of doing business, which means 
an overhead and profit. 

“May we suggest that we be given 
an opportunity to explain this credit 
plan and answer any questions, to the 
entire jobbing industry in our city, as 
we feel the advantages are worth giv- 
ing this consideration. This plan if 
adopted as a credit policy of the job- 
bers in our city will clarify the situa- 
tion now confronting them, and also 
avoid possible greater losses by the 
change coming about in the contracting 
industry. As an association, we feel 
free in stating that under such con- 
ditions a favor will be bestowed upon 
the contractor now confronted with a 
serious problem and that it will make 
legitimate contractors and place the 
jobbing industry in a position where 
they will enjoy favorable, and some- 
what safer accounts. In connection 
with this plan I believe that a condi- 
tion can be worked out for the interest 
of the jobbing industry and the elec- 
trical contractors, by giving the man 


who is starting in this business, seek- 
ing credit, the proper send-off in pre- 
ference to the past policy used. This 
credit plan is subject to amendments, 
and one of them which might be con- 
sidered is that a contractor who is 
unable to meet his accounts on the 
last day of the month, be given either 
one or two such grace periods in any 
one calendar year, at which times, an 
additional 30 days extension of credit 
would be granted, before classing him 
as C. O. D. 

“The members of our association, 
clients and customers of yours, are 
pleading for some definite action in 
the very near future on a credit plan 
of this kind, and in return they desire 
to support those jobbers who are will- 


ing to work to this extent.” 
* * # 


Cheap Power 

Development of cheap power has 
put millions of inanimate slaves to 
work in the service of men and has 
thus added immeasurably to the 
wealth of the nation; and it is not 
old wealth taken from others by the 
process of trade, but new wealth 
wrung from the treasure house of na- 
ture.—Governor Ritchie of Maryland. 





A group of branch house managers representing well known jobbers. Left to 
right, L. C. Arnold, in charge of Wesco Supply Co., Springfield, Ill.; B. J. Farrell, 
Fobes Supply Co., Butte, Mont.; Harry Byrne, Jr., North Coast Eec. Co., Tacoma, 
Wash.; V. A. Hoar, Great Northern Elec. Appliance Co., Fargo, N. D., and Chas. 
Skove, Southwest General Elec. Supply Co., Oklahoma City, Okla. 
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Mahogany, List Price, 306 


Special hotel and office equip- 
ment designed to meet special 
needs is an added R-P-CO 


Service 










D 
Pink Pear] Finish, List Price go 
ie ne > * : 
sais 








Wall fixtures of a new type 

are now procurable in colors 

to harmonize with the wood- 
work of your home. 

















COLOR SWITCH- tomate | 








i designing homes or public build- 
ings being built today attention is 
paid to every single detail of the 
decorative scheme. Even the appoint- 
ments once thought commonplace 
are now called upon to add their 
touch of beauty to the appearance of 
the room. 


These switch-plates are made of Du- 
mold, a special product manufactured 
by the Dupont Viscoloid Company. 
Dumold retains its original color 
throughout long use, and is easy to 


MADE 


OF 


DuPONT 





Beautiful As Only DuPont Can Make Them 


ROBINSON PRODUCTS, Incorporated 


S.W. COR. ORIANNA and CUMBERLAND STS., PHILADELPHIA 


DUMOLD 





keep clean merely by wiping with a 
cloth. There is no likelihood of tar- 
nish, consequently no time need be 
spent in keeping the plates in perfect 
condition. The material is practi- 
cally indestructible, with no tenden- 
cy to chip or crack. 


*k GENTLEMEN 


Kindly send, without obligation, your ‘ 
FREE switch-plate and catalogue. 
SWITCH- Me 
PLATE 


MATERIAL 
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Unfair Competition Eliminated 
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Special Features 
a 








Super suction % 
H.P. motor 

Perfect Seal Adjust- 
ment 

Handsome dark blue 
leak-proof dust bag 
lettered in yellow 
Detachable Brush 
Long Nozzle Points 


_ Approved by Good 


Housekeeping Insti- 
tute 


Two year Guarantee 


\ 
NI ¥ 
\ » 
\ 
\ 
Y 


* 
% 





The strict jobber and dealer policy under which the Clements-Jewe! 
is sold eliminates the unfair competition of mail order houses selling 
direct to consumer under their own trade name. The Clements-Jewel is 
sold under no other name and only through the regular jobber and deale: 
channels. 


The advertising campaign begun last September in Zone 7 will be 
extended and continued throughout the coming year. Hundreds o: 
Clements-Jewel dealers are now active in the territory, and there 
will be hundreds more joining in the campaign before the year 
is Over. 


These facts are of interest to jobbers who seek profit 
able lines backed by consumer advertising and dealer dis 
tribution—so write us for further particulars if our proposi 
tion appeals to you. 


The outstanding feature of the Clements 
Jewel Electric Cleaner is its Perfect Seal adjust 


VA ment which tunes the nozzle to the exact height 
. 3 2 for effective work on long, short or medium nap 


rugs-—also bare floors. 


The price, $4475, 


includes eight attachments for cleaning 
everything in the home. 


Write us today 


“Sold through Jobbers” 


CO. 625 Fulton St., Chicago, Ll. 


— 
-_— 
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The Hole in the Wire the Cur- 
rent Flows Through 


Among the questions once asked 
electrical men was—‘‘Where is the 
hole in the wire the electricity flows 
through?” 

While it is generally accepted that 
electric current flows around or along 
rather than through the conducting 
wire, a new type of electric cable re- 
cently installed in New York and Chi- 
cago actually does have a hole through 
ihe core, but it is for circulation of 
oil and not for the passage of electric 
current. This cable will transmit ap- 
proximately 125,000 h. p. and will be 
operated at a voltage of 132,000. This 
is a greater amount of power, and a 
higher voltage, than any heretofore 
used for underground transmission. It 
will be carried in an underground con- 
duit beneath the city as well as used 
in overhead lines. 

The cable consists of a bundle of 
copper wires surrounding a hollow 
core which will be filled with oil. On 
the outside the wires will be wrapped 
with successive layers of insulating 
material, the first being paper tape 
impregnated with waterproof materi- 
al; next, a lead sheath; then another 
of bituminized paper, around which 
will be wrapped copper binding rib- 
bon for protection; and outside of all, 
another lead sheath; the entire diam- 
eter of the completed cable being 3 
1/10 inches. 








The hole through the center will be | 


a three-quarter inch flexible tube, 
made by wrapping flat wire in spiral 
formation around a mandrel, and on 
this hollow core will be twisted 
strands of copper to carry the current. 
The paper insulation next to this will 
be about 23/82nds of an inch thick 
and will consist of more than 100 
layers of treated paper tape. 

The outstanding feature of this ca- 
ble is that this paper insulation will 
be impregnated with a very thin oil 
about the of kerosene, 
supplied through the hole in the cen- 
ter, which will always be kept under 
pressure so that no voids will be 
formed in the insulation. The cable 
will be made in continuous sections 
of about one mile long and will be 
separated from one another by barrier 
joints to prevent the leakage of oil 
from the core. Manholes along the 
lines will be extra large in size and 
will be located 500 to 600 feet apart. 
Some of these manholes will be 18 
ft. long, 8 ft. wide and 10 ft. deep. 


consistency 


| 
| 
| 
| 
| 








OLD and SAFE 
INSTALLATIONS 


Wiring installed with non-metallic flexible conduit— 
the original “Circular Loom,” the predecessor of 
‘“Loomflex” and the forerunner of all types of this 
class of product, made by this company exclusively 
—is still efficient and satisfactory today. Such per- 
formance shows merit. For house wiring nothing is 
better. 


LOW IN COST 
EFFICIENT IN PERFORMANCE 
LASTS THE LIFE OF THE STRUCTURE 


Wire—But Wire Safely— 


Use “Loomflex” the Ideal Loom 


The jobber stocking this product and spe- 
cializing in its sale, finds in “LOOMFLEX”™ 
a good jobbing proposition. Never fail to 
mention “LOOMFLEX” to any live-wire 
contractor and a sale follows naturally. 
They all use Loom—they all want the 
best. 


AMERICAN CIRCULAR LOOM COMPANY 


90 West St., New York. 


BOSTON PITTSBURGH ST. -LOUIS 
SYRACUSE CLEVELAND DALLAS 
PHILADELPHIA BUFFALO DENVER 
BALTIMORE CHICAGO PORTLAND 
ATLANTA DETROIT LOS ANGELES 
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PASS & SEYMOUR, INC. 


Solvay Station, Syracuse, N. Y. 


New York: 71-73 Murray St. 


West Coast Sales Representatives 
C. R. Bach Co., 252 Fifth St., 
San Francisco, Calif. 


Chicago: 730-32 W. Monroe St. 


New England Sales Representatives 
Alva D. Stein, 156 Purchase Street, 
Boston, Mass. 





60317 P.& S. 
Keyless Socket. 





Exploded view PC-S47 
Porcelain Socket. 


61317 P. & S. 
Key Socket. 



























Brass Tacks 


(Continued from Page 11) 
dealer's stock will not move as 
should. First securing the buyer’s pe: 
mission the salesman should under 
take to give his entire sales force. 
either individually or in a group, al! 
the information which he can on his 
own lines so they will not only bh 
able to sell his merchandise intelli 
gently but will themselves be so thor 
oughly sold that they will become 
enthusiastic boosters for his goods. 
And as new faces appear behind. the 
counters they, too, should be added 
to this group of boosters. 


Merchandise cannot be sold unless 
it is properly displayed. Therefore 
the successful salesman will see that 
his merchandise is prominently and 
attractively displayed in his dealers’ 
The of small articles 
such as fuses, sockets, cord switches, 


stores. sale 
plural plugs, extension cords, tape, 
etc., will be greatly increased if this 
merchandise is displayed in 
bins on tables or counters after the 
manner of the 10 cent store. Larger 
items, including appliances, should be 


smal] 


displayed where they can be readily 
seen and handled by prospective pur- 
chasers. 

Attractive window displays are also 
necessary and the salesman must see 
that his own merchandise gets its 
full share of space in the dealer's 
window, even going so far as to oc 
casionally help dress a window him 
self if necessary. All dealers are 
eager to receive new ideas for win 
dow displays and there is probably 
no quicker way for a salesman to 
gain a dealer's confidence and good- 
will than by giving him good sug- 
gestions for trimming his windows. 

Larger appliances such as vacuum 
cleaners, washing and ironing ma 
chines, ranges, etc., should receive 
outside solicitation and home demon- 
strations to secure a satisfactory vol- 
ume of sales. So the jobber’s sales- 
man needs to become familiar with 
this phase of retail merchandising 
as well and to be capable of in- 
structing his dealers on such subjects 
as building up prospect lists, selling 
by mail and by telephone, financing 
time payments, demonstrating in the 
home, ete. 

Selling the retail dealer and help- 
ing him to increase his sales is one of 
the most interesting problems of the 


| jobber’s salesman. 
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KONDU-BOX 


REGISTERED IN U. S. PATENT OFFICE AND CANADA 


‘*A UNION 
IN ITSELF” 


One of the reasons it is easy for the 

Jobber’s Salesman to sell KONDU. 
Watch for these money saving 

points. One illustrated each month in 


The Jobber’s Salesman. 


KONDU 
SOLD ONLY 
THROUGH 
JOBBERS 


Impossible in- 
stallations with 
threaded fittings 
made _ possible 
with KONDU. 


With KONDU you simply back the 
locknuts off the bushings as in figure 
No. 1. Push bushings inside of box— 
figure No. 2. Pick box out of line— 
figure No. 3. 

To install, hang conduit permanent- 
ly and then set box on end of conduit; 
tighten locknut. 


Fig. No. 3 
The only conduit fitting that can be removed from a completed line without disturbing other parts of the line. 


THE THREADLESS CONDUIT FITTING 


The ten major advantages in using KONDU THREADLESS FITTINGS, in addition to the elimination 
of all threading, will be illustrated as follows: 


JUNE.—Continuous grounding. 
g g 


FEBRUARY.—A union in itself. JULY.—No screwing of conduit into fittings. 
MARCH.—Maximum accessibility to the interior of box. AUGUST.—No excessive fittings necessary. 
APRIL.—Made of certified malleable iron—practically un» SEPTEMBER.—Cover screws cannot fall out. 
breakable. OCTOBER.—High rust and corrosion resisting qualities 
MAY .—Vibration Proof. NOVEMBER.—A type for every need. 


Erie Malleable Iron Company 


Kondu Division BA A Erie, Pa. 
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DIEHL FANS 


The 1928 models of Diehl Fans are ready for you now. Job- 
bers and dealers will find in Diehl Fans for 1928 every improve- 
ment and refinement that more than 40 years’ experience in the 
manufacture of quality fans can devise. There will be more 
Diehl Fans sold in 1928 by more jobbers and dealers than ever 
before. Make your 1928 fan business the best ever with Diehl 
Fans. Now is the time to act. Send for the Diehl 1928 Fan 
Proposition to-day. 

Oscillating and Non-oscillating Fans 
ie Ceiling Fans . 
Ventilating and Exhaust Fans 
All practical sizes for all standard electrical circuits. 





DIEHL CEILING FANS 


Alternating current 


are made in 32 inch size for small 
shops, hotel bed rooms, etc., and 52 
inch size for large stores, restaurants, 
etc. 

Direct current 


_ The fan size is 56 inches. . Suitable 
for use in offices, stores, halls, etc. 


DIEHL MANUFACTURING COMPANY 


Electrical Division of The Singer Manufacturing Company 
Elizabethport, N. J. 
Atlanta Boston Chicago Dallas New York Philadelphia St. Louis 


DIEHL 


ELECTRIC FANS*' MOTORS— GENERATORS SINCE 1888 




















IX. SELLING THE CENTRA| 
STATION 


GREAT deal has been writt: 

as to whether or not the ce: 
tral station is a fertile field for tl. 
jobber’s salesman. It is of cours. 
true that locally owned and operate: 
central stations are becoming fewer 
each year as one by one they ar. 
taken over by the larger syndicate. 
or holding companies. This is 
natural economic development whic! 
may even lead eventually to th. 
merger of these holding companies 
into a single corporation coveriny 
the entire country similar to what 
has already occurred in the telephon 
field. These holding companies hav. 
naturally centralized their purchasin: 
in order to gain the advantages 0: 
quantity buying. Each company buy, 
its lamps, transformers, meters, etc.. 
for all of its subsidiaries under « 
single contract which is generall) 
held direct with the manufacturer 
Large wire orders are also ofte1 
placed directly with the manufac 
turer. 

Nevertheless each subsidiary com 
pany of necessity has its own loca! 
purchasing agent. He may be hun 
dreds, or even thousands of miles 
away from the main office of tli 
holding company. Consequently li 
places many orders locally becaus: 
he cannot wait for his orders to clear 
through the central purchasing organ 
ization. Many items which he buys 
can be bought from the jobber on 
the same terms as from the manu 
facturer. Besides he frequent! 
makes “pick-up” purchases from lo 
cal jobbers’ stocks. Hence the pur 
chasing agent of the local central! 
station is a person to be cultivated 
by the jobber’s salesman. And if th 
salesman has a locally operated cen- 
tral station in his territory the pur 
chasing agent becomes of even mor 
importance. 

As with the other classes of cus 
tomers whom we have already dis- 
cussed, it is first necessary to study 
the requirements of the central sta- 
tion to see just what items can be 
sold. For this purpose we may con- 
sider the central station organization 
as separated into two major divi- 
sions, operating and sales. 

The operating division includes the 
generating station, transmission line. 
sub-station, underground and over- 
head distribution, street lighting and 
meter departments. The _ require- 
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Raper +! 


Why wait four years 
for an extra day when 
you can save a day on any 
sizable wiring job if you 
use Durabilt Products. 
*These quality products 
help you do the best wir- 
ing job in the shortest 


possible time. 


Mr. Jobber’s Salesman 


*This is the keynote of our 
continuous advertising to 


your customers. 





DURAWIRE 
Rubber-Covered Wire 
and Flexible Cords 








Pe OF 


The Safe Armored Cable 
and Flexible 
Steel Conduit 





DURACORD 


rs) 


The heavy-duty 
Portable Cord 








Sr 


The fast-fishing 
Single-Wall Loom 








US wo 


The Non-Metallic 
Sheathed Cable 
of Known Quality 
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STAR 
SWITCH BOXES 


Answer Every Need of Your Con- 
tractor Dealer Customers Because 
WE MAKE A COMPLETE LINE! 


All Depths and Sizes. 
Furnished With or Without Brackets. 


Sectional 
and 
Solid Types 





RE 


Star CL 


Star LXS Unit 


All Types 
and Sizes 


Carried 
in Stock 


Star LX 


All Clamps 
and Screws 
Galvanized 
to Prevent 
Rust 





Star LC 


Jobbers and 
Their Salesmen 
Build Repeat 
Business on 
Steel City 
“STAR” 
Switch Boxes. 


‘‘The Accepted 
Standard.” 





Star LCS Unit Star LXX 





Star LXX-1 


Steel City Electric Co. 


ES 
OG? PITTSBURGH, PA. 



































ments of each of these department. 
should be studied individually. Sul 
stations are constantly being enlarge 
and new ones built. These requir: 
not only transformers, lightning ar- 
resters and control equipment, whic: 
may be beyond the reach of the joi- 
ber’s salesman, but also conduit, fi: 
tings, and other staple jobber items. 
Distribution systems are also con- 
stantly being enlarged and extended. 
Underground systems not only re- 
quire cable, transformers, and other 
equipment but also insulating materi- 
als including tapes and compounds. 
Overhead systems require wire, poles, 
cross arms, pins, insulators and pole 
line hardware. Street lighting fix- 
tures are often bought by the central 
station rather than by the municipal 
ity. These suggestions should be suf- 
ficient to start the salesman on an 
analysis of the requirements of each 
central station operating department. 

The sales, or “new business,’ di- 
vision of the central station may be 
separated into the appliance, light- 
ing, motor and industrial heating de 
partments. There are some localities 
where the central station also does 
wiring. While in the smaller com 
munities one man may handle al! 
sales, we find a separate personnel 
for each department in the larger 
cities. Of course there are some cen- 
tral stations which make no attempt 
to “merchandise” and have no sales 
organizations, leaving the field en- 
tirely to the local merchants. But in 
most cities, and especially those 
where the central station is controlled 
by a progressive holding company, 
we find highly organized sales de- 
partments. The purchasing agent 
usually buys the merchandise which 
is specified by the sales department 
so it is necessary for the jobber’s 
salesman to sell the sales department 
on his own lines. 


The appliance manager generally 
has charge of the sales of all de- 
vices going into the home including 
flatirons, toasters and other so-called 
heating appliances, portable lamps. 
vacuum cleaners, washing and iron- 
ing machines, ranges, water heaters, 
electric refrigerators, etc. It is quite 
possible that he will handle some 
lines which he buys direct from the 
manufacturer at distributor's prices. 
But many well known and nationally 
advertised lines are sold exclusively 
through distributors and the central 
station with an active appliance de- 
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Part 
No. 


937 
941 
942 


983 
984 


985 
986 


NEW ARROW BASES 


Added To 
The Line of Interchangeable Porcelain Fittings 


BEAUTY 
with 
th 2h Se me 


and 


LOW COST 





No. 983 No. 985 


The above are only a few ot the many bases, bodies and caps which make up the Arrow line 
of interchangeable porcelain fittings. 


Send for Arrow Catalog No. 25 listing the complete line. 





| Dimensions 





List | Std. | of base Pkg. | Car- 
Price | Pkg. | Schedule B inches Wet. | ton 
$0.80 | 10 |4-inch Extra Deep Back Ceiling Base. . heer aesceushe seam 5% dia. 20 1 
1.20 | 10 (4-inch Round, Vertical, with Outlet............ ef 5 dia. 20 1 
1.05 10 |4-inch Round, Vertical, without Outlet..................... 5 dia. 17 1 
1.20 | 10 (34-inch Bracket with Outlet. re socb aie ; 43g x 74 28 1 
1.05; 10 tears Bracket without Outlet..................... Serene. fark 26 1 
1.20 | 10 |4-inch Oval, Vertical, with Outlet ate Aree, : 4 x 74 25 1 
1.05 | 10 }4-inch Oval, Vertical, without Outlet rerrrer i 4 .x7\% 24 1 

















+ THE ARROW ELECTRIC COMPANY 


“ARROW 
























The complete line of Wiring Devices 
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Sure wre Fast Sellers- 


Dealers’ Response to Announcement of New 
Signal Fans Shows They Will be Popular 


Because so much value for the price is 
offered in the two new additions to the 
Signal line of fans, they are sure to be 
Fast Sellers for 1928. 

The Signal Table Fan has an appeal that 
sells. Dealers have only to display it 
to sell. And, because it adequately fills 
a need for a table fan, dealers have been 
quick to respond to our announcement of 
this new fan. The Signal Table Fan is 
attractive—finished in white—and at the 
same time highly efficient. 


The other new fan for 1928 is the 
Signal Cool Spot—a quality non-oscil- 
lating type fan that retails for $5.50. 
It offers much in value to meet a de- 


be confused with other so-called low 
price fans. Efficient and well made, 
with an improved universal motor, 
this fan offers a real sales opportunity. 





Three other popular type fans are 
shown here. The 16 inch oscillating 
fan has the latest development in 
motors—the repulsion type motor for 
A. C. current. Having longer life, this 
motor will further increase the popu- 
larity of this type fan. The 12 inch 
oscillating fan also has the new repul- 
sion type motor. 





The Signal Ventilating fan is a good year ‘round sales 
item. The need 
for it in every 
home, office or 
business place furnishes a wide mar- 
ket that many jobbers are now de 
veloping. There is no installation 
service-—no service afterward. And, 
it is popular priced to add to its 
sales appeal. 











mand for a small fan, and should not | 


‘partment is one of the jobber’s sales 
man’s very best prospects. By sell 
ing on time payments which are pay 
able monthly with the bill for elec 
tric current, central stations are able 
to sell a large portion of the publi: 
to whom the department store o: 
other retail dealers could not afford 
to extend credit. 

While most central stations do not 
merchandise lighting fixtures them 
selves, they usually maintain a light 
ing department in charge of a trained 
illuminating engineer. His duties are 
to increase the lighting load on thx 
company’s lines and to promote bet 
ter lighting in the community. He 
often lays out complete lighting in 
stallations for consumers and speci 
fies the equipment to be used. And 
even though he may take a neutral 
position toward competitive manufac 


| turers and distributors of lighting fix- 


tures, he is nevertheless in a position 
to give valuable tips on prospects 
for this equipment. In co-operation 


| with local dealers he often runs spe- 


cial sales campaigns on factory, office. 
store, show window and show case 
lighting, electric signs, etc. So it is 


| quite evident that the lighting engineer 





Signal Fans for 1928 offer jobbers real sales possibilities. Prepare now to | 
| central station organization than with 


meet the demand from dealers in your territory. 


SIGNAL ELECTRIC MFG. CO. 


Electrical Manufacturers Since 1890 
Menominee, Michigan 
Export Office, New York 


Boston Denver Dallas Seattle 
New York Pittsburgh Minneapolis Toronto 
Philadelphia St. Louts San Francisco Winnipeg 
Atlanta Chicago Los Angeles Buffalo 










Ms 


O09 







SS 
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of the central station can help the job- 
ber’s salesman to sell lighting equip- 
ment more than any other single in- 


_ dividual in his community. 


The motor and industrial heating 
engineers of the central station oc- 
cupy similar positions in their re- 
spective fields. Many people look 
first of all to the central station for 
information on motors and electric 
heating. In many cases these en- 
gineers are primarily interested in 
securing increased load and in havy- 
ing their customers purchase proper 
equipment so they are also in a posi- 
tion to give valuable information to 
their jobber salesman friends. 

While it may take a new salesman 
longer to establish himself with a 


an electrical contractor or retail deal- 
er, there is so much to be gained 


| both directly and indirectly that he 
| should lose no time in strengthening 


_ of the Graybar Elec. Co., Kansas City. 


his connections with all of its de- 
partments. 


* * * 


Jobbers Active in Associations 
E. H. WappineTton, sales manager 


Mo. was recently elected president 
of the Kansas City Electric Club. 
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The OLIVER LINE is a line that is easy to sell. 


Thirty-four years’ experience in developing and _ pro- 
ducing material to meet the most rigid and exacting 
specifications, together with unlimited manufacturing 
equipment and large available stocks assures your 
trade—high quality materials—real service. 


The OLIVER NAME is in itself ample guarantee 
as to quality, workmanship, and design. 


Send for the OLIVER condensed catalogue and price 
lists and get acquainted with this easy-selling line. 








Oliver Iron and Steel Corporation 


SOUTH TENTH AND MURIEL STREETS 


PITTSBURGH, PA. 
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Policy—On a Par 
With the Product! 


OBBERS are offered with 

the “Betsy Ross” Line a 
Policy which is just as attrac- 
tive and just as clean cut as 
the product itself! 


We are distributing solely 
through jobbers. This policy 
will be strictly adhered to, 
territorial rights and _privi- 
leges being carefully guarded 
at all times. 


The “Betsy Ross” Line is 
thoroughly advertised and 
has created for itself a public 
acceptance which means prof- 
itable business to jobbers and 
dealers alike. 


You are offered the “Betsy 
Ross” products for distribu- 
tion. No jobber’s lines are 
completely rounded out with- 
out the addition of electric 
heating appliances. You need 
such a line, so why not tie-in 
with one offered you on a 
profitable basis, nationally ad- 
vertised and backed by the 
policy outlined above. 


Write for details at once. 


SINCE 1909 


pylis PE 


Electric 
Heating Appliances 


CENTRAL FLATIRON MFG. CO. 


Johnson City, N. Y. 
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; |Making The Business Pay 





| general public. 


(Continued from Page 14) 
cases this is called a consolidation wher: 
a concern that cannot make a go of it 
is taken over by a more successful com- 
petitor. 

(3) I believe it is possible for there to 
be some cutting of expenses, but the mi 
jor portion of profits must come from 
raising the ratio of profit on the larger 
sales. The tendency has been in the past 
to try to make profits by adding a large 
percentage to small orders, but I believe 
a great many jobbers have begun to 
realize that 1% added to the large or 
ders will amount to more than 20% added 
to the small ones. 

(4) I believe the best help that manu 
facturers give to jobbers is along the line 
of restricting the number of distributors 
recognized and withholding direct quota- 
tions from the jobbers’ customers. The 
tendency has been in the past for manu- 
facturers to arbitrarily set a jobber’s 
profit to large customers anywhere from 
5 to 10% although there is not a jobber 
in the country whose overhead does not 
amount to a larger percentage. If the 
manufacturers will quote only to their 
distributors, it will allow the jobbers to 
fix the margin of profit necessary on their 
lines. 

(5) In some lines there are too many 
manufacturers. I do not know of any 
lines that are suffering from too few. | 
believe that this condition is getting better 
as there have been reports of some con- 
solidations of wire manufacturers and 
also some schedule manufacturers. 

(6) In the past it has been quite com- 
mon for any manufacturers concession to 
be passed down along the line to the con- 
sumer. I believe the tendency in the last 
year or so is for the jobbers and dealers 
to retain some extra profit out of con- 
cessions given by the manufacturers 
This is only possible where the concessions 
are not advertised to the trade or the 
In a great many instances, 
however, the factory has passed this in- 
formation on to the trade through cir- 
cular letters or advertisements in periodi- 
cals which, of course, has made it 
impossible for the jobber or dealer to 
profit by these concessions. 

(7) While the future is not dependent 
on building more volume, this will natur 
ally be the result of any cutting down 
in the number of jobbers by consolidations 
or eliminations. Additional volume ob 
tained on this account will be very profit- 
able as it will not cost any additional 
overhead to obtain this increase. If profits 
are maintained on the same level, any in 
crease in volume brought about by this 
cause will be practically all net profit. 

(8) Practically the only way to raise 
the average percentage of profit is for 
a jobber to refuse to quote below a certain 
minimum percentage and allow competi 


| tors to take any business that is not profit 
| able. Competitors soon wake up to the 
| fact that they are quoting lower than is 


necessary and soon the average quotation 


| is made on the better basis. 


(9) I do not believe specializing 0: 
the hiring of specialists is ever profitab|: 
to the jobber. 

(10) No doubt the addition of new line- 


| will add to the jobber’s volume of sale: 
| and if properly handled will be reflected 





in additional profits. 
the addition of new lines just about bal 
ances the passing of old lines so that ther: 
is very little net gain in most instances 
(11) I believe that the electrical jobber 






Usually, however, 
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ACH new day stands before the salesman 
like a big question mark. What will 
the day's adventure bring to him? 

The successful producer—the star salesman 
—answers that question himself, before he 
starts out in the morning. He always has 
a new  business- building thought for his 
dealers —a special job for today. 
What is your special job for today? Here's a 
sure way to sell more National Mazpa lamps. 
Set out to sell every one of your dealers the National 
Mazpa Lamp Window Trim Service—a full year's 
service including the famous three-paneled frame and 
ten complete parcels of streamers, cards, cutouts, ad 
proofs and other material. $50 worth for only $5 


name of a product but 
the mark of a research 


Service. 


Mazba lamps 
NAME.... 
ADDRESS. 





Send me your free Four Star Book of pictures and 
words describing the four ways a dealer sells more National 


This wonderful window service will increase 
your dealer's National Mazpa lamp sales at 
least 25% —and yours, too. Make it your 
constructive idea for today and every day 
this trip. 

Lamps will well repay the extra effort. Lamps 
are big volume, constant repeat sellers. Lamp 
business is, or should and can be, one of the 
ten leaders in your house. 

Send for our Four Star Book. It’s full of 
proved lamp selling methods for dealer and 
jobber’s salesman. It offers new and better 
selling aids for following the famous Four 
Star Plan to greater lamp profits. 


>. MAZDA is not the NATIONAL LAMP WORKS 
of General Electric Co. 
Nela Park, Cleveland, Ohio 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


ational MAZDA 








What’s Your Fortune for Today? 
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Get Ready 


for 


WAFFLE IRON 
month - 


then push! 


Fabruary is “Waffle Iron Month,” as of course you know. But | 


just knowing it won't push up your waffle iron sales that month. 


You are going to get a lot of help to make February the biggest 
month ever known in Waffle Iron sales. The N. E. L. A. plans are so com- 
plete, so far-reaching that nobody who is a possible waffle iron prospect will be 
overlooked during that month. 


But to get yours out of it, you must swing in behind the push in 
your own shop—display, talk and push waffle irons—and start it off with a 
drive talk to your salesmen. Tell them all you know about the plan. 


We are going to help by giving your 
dealers 13 STAR-Rite Waffle Irons for the price 
of twelve. 










When your dealer orders a dozen, ship 
him 13 and bill him for 12. We have told the 
dealer this and stand behind you. 

The Lightning Iron—Retail price $10.00 
(A big iron—7'% inches inside diameter). 
The Standard Iron—$9.00, In Canada $12.00 
(The iron of solid brass, won't rust). 
The Junior Iron—$3.95, In Canada $4.95 
(For individual waffles, a fast seller). 


Specify handles in ebony, red, 
green, yellow or blue. 


Don’t delay—This offer to the 


eneneonecenscetenersess 





re te "NECESSITIES 
Fitzgerald Manufacturing Co. 


Torrington, Connecticut 


Canadian Fitzgerald Company, 95 King Street, East, Toronto, Ont. 
Pacific Coast Branch “The Better to Serve you in the West” 1211 Van Ness Avenue, 
San Francisco, Calif., Makers Never-Leak Automotive Gaskets. 
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are covering the field very thoroughly 
and are, no doubt, selling all profitable 
outlets. I do not believe it would pay 
to cultivate too many outlets outside of 
the electrical industry. 

(12) It is pretty hard to decide just 
what items are non-electrical when they 
are allied with the electrical lines. I be- 
lieve that the jobber should handle any- 
thing that can be sold in sufficient volume 
to show a profit if it is allied with the 
electrical line sufficiently close that it is 
required to complete an electrical installa- 
tion. eas te 


GEORGE W. PROVOST 
Union Electric Co., 
Pittsburgh 

(1) It is my opinion, jobbers as a class 
are not too large. On the average they 
are too small and there are too many. 
Fewer jobbers, I think, would reflect bene- 
fits to the manufacturer, jobber and the 
ultimate consumer. 

(2) An era of consolidation may come, 
but I am not sure of any lasting benefits 
for the reason that it is too easy to get 
into the jobbing business and in a period 
of time there would be a lot of new 
small jobbers spring up. 

(3) In general, profits will have to come 
from further cutting of expenses together 
with improved methods and by the jobber 
confining his sales to a limited field. 

(4) The manufacturer can help the job- 
ber by creating a demand for his product 
and doing all missionary work. The job- 
ber has not sufficient spread to help create 
the demand for any one particular manu- 
facturer’s product. 

(5) There are too many manufacturers 
making parallel lines, and in order to 
find an outlet, some manufacturers sell 
through manufacturers’ agents or create 
new jobbers in each community to sell 
their products. 

(6) As a rule we are compelled to pass 
on to the dealer or consumer any special! 
concessions made by the manufacturer. 
The small or service ‘jobber sets the pace. 

(7) The future of the jobber depends 
upon his building more volume in the 
field he can best serve which means a 
very restricted territory. This in turn 
will help him to reduce his overhead. 

(8) Most jobbers have a large percent- 
age of customers that cannot buy sufficient 
volume to make it profitable for the 
jobber. It would be better if this trade 
were eliminated. 

(9 & 10) It is my opinion that the job- 
ber is better off and more likely to make 
a profit if he either specializes or keeps 
to the staple lines. Do one or the other. 

(11) The jobber should cultivate all 
kinds of outlets and make careful analyses 
to detérmine whether the business is of 
sufficient volume to warrant the new outlets 
or if the business has not proven of suffi- 
cient volume the outlet should be dropped. 

(12) The jobber has sufficient electrical 
lines to keep him very busy. Therefore, 
it is my opinion that he should not add 
non-electrical lines. 


M. F. FALK 
Union Electric Supply Co., 
Providence, R. I. 

(1) Jobbing houses are multiplying too 
fast and are breaking up in such small 
units that it is creating an unhealthy 
competitive condition. 

(2) The past year has shown that con- 
solidation is in the wind. 

(3) Additional profits must come from 
a further decreasing of expense and an 
increased discrimination on the part of 
the jobber towards selling agressively that 
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QUALITY « PARAMOUNT! | 


All Plug Fuse Prices Have Been Reduced! 
NOW! 


Clearsite Fuses Cost No More! 
Clearsite Fuses Worth Increased! 


Clearsite Fuses Profits Greater! 
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METER SERVICE SWITCHES 


The Old And The New 


in meter switch design is well shown by the illustra- 
tions below. 


In 1905— 

The Murray Switch at the 
right was the last word in 
meter protection and wiring 
convenience, but based on 
present day standards is as 
out-of-date as a 1905 auto- 
mobile. 


In 1928— 
The Murray Meter Service 


Switch, below, is as up-to- 
date today as its predecessor 
was, and provides easy wiring 
facilities that mean much to 
the contractor on the job. 













SEND 
For the Murray 
Catalog 


It Should 
Be on 
Your 


Desk 


METROPOLITAN 
DEVICE GORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 


Cat. No, 235B 


CHICAGO PITTSBURGH DETROTI} 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 














class of merchandise which shows a fair 
profit. 

(4) Manufacturers whose lines at the 
present time do not show the proper and 
fair margin of profit must trim their ex- 
pense so that a proper remuneration can 
be given to the jobber for his efforts. 

(5) We all times try to keep our stock 
free from competitive lines. 

(6) Where a manufacturer’s so-called 
concession is simply his method of selling, 
it is passed on where it belongs. 

(7) We believe the future of the job- 
bing business is dependent on the building 
of more volume but with profitable lines 
of merchandise and discrimination used 
in the opening and continuing of profitable 
customer accounts. 

(8) It will always be necessary to sell 
some merchandise which is highly com- 
petitive without a net profit so as to 
justify the holding of a profitable account. 

(9) We believe that due to the competi- 
tive situation which is becoming more and 
more so, it will be necessary for the 
so-called supply salesman to be a specialist 
on everything that his house handles. 

(10) We believe that the future, as in 
the past will continue to show new special- 
ties which the progressive jobber will 
have to look over from his own territorial 
standpoint and take on, according to their 
sales possibilities. 

(11) We believe that as far as the ap- 
pliance business is concerned the electrical 
jobber will have to cultivate additional 
outlets to maintain his volume. 

(12) Our personal opinion, which is sub- 
ject to change, is that it is not at the 
present time necessary for an electrical 
jobber to take on non-electrical lines. 


When is a Salesman 


Best Able to Sell? 


(Continued from Page 12) 
ically tired. He’s willing to sit in 
the chair and let the salesman talk. 
His mental faculties, however, may 
still be keen and he can discuss busi- 
ness intelligently. The second is that 
he is not thinking so much about get- 
ting the job done, directing the other 
workmen, if he has others working 
with him, in such a manner as to get 
the most out of them for the wages 
paid, so that the presence of a sales- 
man after working hours does not 
rankle after supper and on a 
full (Indeed there are 
times when the dealer is too full to 
say “No,”’) 

So is directed toward 
getting our men to do more night 
work, 


him 
stomach, 


our effort 


If it is inadvisable to see the 
customer during daylight hours, wait 
until after supper, In the meantime, 
done? = Perhaps the 
salesman may obtain permission to go 
through the dealer's stock and inven 
tory it for him so that he'll have a 
better knowledge of what he has on 


what's to be 


hand and can save a lot of time after 


supper—time that would have to be 
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The FastWorking Cable! 


—Carry a Sample 


sve 


ERE is a Non-Metallic Sheathed Cable of a new type which 


is absolutely the fastest working cable available. 


Every contractor who has either seen a sample or installed 
Ettco-Flex is most enthusiastic over this slick, fast-working con- 
ductor that speeds up every job and puts installation profits in his 
pocket. You are overlooking a “big bet” if you do not carry a 
sample to show every contractor in your territory. 


It means increased business of a most substantial nature for you. 


Write at once for your sample. Do not delay! 


Armored Cable Non-Metallic Sheathed Cable 
Flexible Steel Conduit Non-Metallic Conduit (Loom) 
PRODUCTS 

















70 THE JOBBER’SfA)SALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


In the Cleveland Mak 


Three of the leading Cleveland — a 
Jobbers who back HEMCO Because of st 
Backed by 1@C 


UST like in Kansas City, and the other leads {2 
American markets, Hemco Products do : 


nate in Cleveland. 





















nce 


You 





















Mr. G. R. Reardon, ae this wy wor aon: sl ae the 
Depr-of the W.Bing.  Flemco econ is founded on sound merchandfifhich 
Lo ne ; 4 
who endorses Hemco. Quality comes first. Hemco quality has be@iien. 


proved by severe service. Hemco brings 9 
customers back to your dealer's store, and ne 
ones with them. Your dealers will thank y« 
for acquainting them with Hemco. 
A prominent and consistent national adv¢ 
tising campaign has made Hemco quali 
known—and Hemco’s distinctive beaut 
too. No other line of Plural Plugs h 
such backing. 
But quality or beauty alone will 1 
assure success. There must be a log: 


He 





Mr. George Siess, Sales 
Manager of the Graybar 
Elec. Co. of Cleveland, 
believes Hemco Co-oper- 
ation to be a big help in 
building sales. 





Mr. J. M. Bateman, Gen. Manager of the Erner 
Elec. Co., Cleveland, is another backer of Hemco 
Products and the Hemco Merchandising Plan. fe 


It is our aim to keep Hemco Jobber Co-operation so cfet 
it shall be forever established as a standard of comp 


PRINT IN | 
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kt, too, HEMCO Leads 


tioned Quality, 
'1@Co-operation 


eadifikd faithfully followed plan of sales co-operation. 
dontif&nce, the Hemco merchandising plan. 
You are helped in three ways: by advertising 
}eCalllm™ the leading dealers’ publications, by sales helps 
randiihich tell the Hemco story in your dealers’ stores, 
d by the personal work of Hemco Missionary 
S beiifen. 








HEMCO Wall Plates Build 
Business for Cleveland Contractors 





&s OM Hemco Men are more than salesmen. They 

d nef merchandisers, equipped to help your dealers 

\k YG more goods. They work with you, for you. 
y orders they take are yours—and the repeat 

adv@isiness which invariably follows the introduc 

qualifffin of Hemco is yours in addition. 

Ve aUe 


fis: Make your sales efforts bear more fruit by 
gs 


ing in with the Hemco Plan. Suggest Hemco 
ural Plugs with each appliance. And ask your 
ill nes manager to arrange for a Hemco Missionary 


logi an to work with you. An offer to install Hemco 
Wali ob ag me ogee 
mental in landing this 
: nice contract for the Hat- 
orge Richards & Company ja Birr Slee: 
and. roximate 
71 WEST MONROE STREET, CHICAGO cues aa” Mckee tines 
, were used in this, the 
Onota Bidg., Pittsfield, 
Mass. Walker and Weeks 
of Cleveland, were the 
architects. 











Why HEMCO Plates sell easier 


Beauty is demanded, now-a-days, in all merchan- 


mot edge 3 dise. And HEMCO brings everlasting beauty to the 









m for Philadelphia 
the adjacent ter- 
ory: winner of the 
mco Sales Con- 
t for 1927. He won 
accomplishing 
pst for Jobber Sales- 
n's dealers. Such 
tests are sched- 
d regularly to 
ke co-operation 
hyoudoubly prof- 
ble for emco 





Wall Plate business. 

The exclusive, satiny finish of HEMCO Plates will 
never lose its lustre—won’t mar, or finger - mark. 
The rich color never fades and blends with all dec- 
orations. 

HEMCO Plates are cleaned by a light wiping with a 
cloth. 

Because HEMCO Plates are thoroughly seasoned, 
they never warp, or crack—and they fit all standard 
receptacles and switches—exactly. 


1 ee HEMCO 
Se] PRODUCTS 


) ete, valuable and real that 


pd in this industry. ........ 


Nr IN BINDING 
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Released in a Second 


—but It CAN’T Shake Loose 


HE new ABolite Glass-Steel unit Locking Ring is 
easily released with two fingers—but the heaviest 
vibration cannot shake it loose or make it rattle. 
















Upper side of re- 
flector. Just lock 
the free ends of the 
wire by a half twist 
and the globe is 
pressed firmly 
against the now 
flattened spring 
washer, forming a 
resilient cushioned 
seat. No screws. 


No rattling. 


Here’s the under- 
side of the reflec- 
tor. The stiff steel 
wire locking ring is 
open, allowing the 
globe to be pushed 
up against the thin 
kinked seating 
washer of spring 
brass. 





Write for Descriptive Folders 
on New ABolite Products 


The ABolite Reflector Co., 


7500 Stanton Ave., 











CLEVELAND, O. 
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spent counting insulators, measuring 
wire, etc., and see just what the cus 
tomer was short on. That permits 
more time for discussing new business. 
passing along some new advertising 
and sales promotion measures. 
Perhaps he may help the dealer by 
trimming his window or he may tak« 
the time to figure out some new sell 
ing talks to put before the customer 
that evening, get better acquainted 
with the community. There ar 
scores of things that the salesman can 
do to fill in the time until his after 
supper appointment with the cus 
tomer. 


Store Lighting Profits 


(Continued from Page 6) 

paign is well within the possibilities of 
any organization, and the proper effort 
will justify the expenditure. By 
proper manipulation, the expense 
might be placed at less than $1000.00, 
with the elimination of two of the 
stores, which would prove unnecessary 
in usual communities of only one city. 

Members of executive committee of 
the Tri-Cities Electrical League are: 


E. L. Johnson (president, Electrical 


League), district manager, Graybar 
Electric Co., Davenport; J. J. Mur- 
phy, Electric Machine & Construc- 
tion Co., Rock Island; O. E. Frickel, 
general manager, Republic Electric 
Co., Davenport; R. B. MacDonald, 
general manager, Peoples Power Co., 
Moline; H. E. Littig, general mana- 
ger, Peoples Light Co., Davenport: 
W. F. Hansgen, Peoples Power Co., 
Rock Island; Hiram Heysinger, Dav- 
enport Electric Contracting Co.; T. 
F. Kelley, manager, Crescent Elec- 
tric Co., Davenport; K. A. Hills, 
district manager, General Electric 
Co., Davenport; D. R. Martin, dis- 


| trict manager, Westinghouse Electric 


& Mfg. Co., Davenport; F. B. Leith- 
ner, Leithner & Weisher Co., Rock 
Island; Wm. Westenfeld, Peoples 
Light Co., Davenport; C. R. Rob- 
bins, Robbins Electric Co., Moline; 
R. B. Kellogg, secretary-manager, 


| Tri-Cities Electric League. 








* * =& 


Kauer Made R. P. A. Director 

Ernest Kauer of the C. E. Mfg. Co., 
Providence, R. I., has been elected to 
the board of directors of the Radio 
Protective Association. This is an or- 
ganization of independent radio manu- 
facturers formed for the purpose of 
protecting their rights. 
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REFLECTORS 


Come in four sizes to meet any practical 

reflector purpose. : 

Three distributions of light from the same 

lamp—3 lamp sizes adaptable to the same re- 
flector. 

No nuts, screws, springs nor special fittings. 

No peeling, cracking nor breaking. Not af- 
ected by heat. 

Perfect diffusion. 





MULTILITE 
REFLECTORS 


are units of 2, 4, 6, 8 or 10 Silverlite re- 
flectors built into a self-contained unit for 
accuracy of control and economy of installa- 
tion and maintenance. For details send for 
Circular 79-B. 


SILVERLITE 


E-6—For small windows. Adapted to A 
line inside frosted lamps 50-100 watt 








Easy to stock. No damage in handling, no 
screws nor fittings to lose. 


These Features Which Save Your Time 
Also Help You Sell 


With unbreakable Silverlite there are no special fittings, nuts, 
screws, etc., to consume time and get lost. Each reflector, ex- 
cept E-6, comes ready to fasten to regular 3%-in. holder. And 
when a change of lamp size is necessary for different distribu- 
tion of light, this instantly adjustable neck accommodates itself 
to your requirements. 


One dozen Silverlites in your stock gives you three dozen to 
sell because each extension neck with the exception of E-6 
makes three reflectors of one. Sold by legitimate jobbers only. 


Write us for details of this remarkably profitable line of re- 
flectors. Ask for Circular 77. 


THE FRINK CO., Inc. 


239-B Tenth Ave., New York 
Branches in All Principal Cities 


<4 << See 8 <i eee 6 KS 
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Mahomet Must Go To 





The Mountain! 


Whenever the discussion of a radio 
trade problem grows hot, there is one 
member of the Editorial Advisory Board 
who can always be counted on to blow 
away the smoke. Sometimes he does it 
with a story. 

When the big, immediate problem con- 
fronting the Radio Industry was being 
passed from hand to hand like a hot bomb 
recently, this intrepid gentleman focused 
our attention on a newspaper clipping.... 


“Moors Demand. Radio Ransom’ 


so 6 NE radio set, four lamps,’ was one 


of the most prominent items in the 
list of demands presented by Caid Ali ben 
Noceur, Moorish chieftain, for the ransom 
of Yves Steeg, relative of the French Resi- 
dent General, held prisoner in the middle 
Atlas range—” 

“And let me ask you, gentlemen,” the 
reader interrupted himself with a smile, 
“what use the robber chief would have 
had for an A. C. Set up there in the moun- 
tains?” , 

This gave us a different perspective on 
the problem which is in every Jobber’s 
Salesman’s mind today—the disposal of hun- 
dreds of thousands of battery-operated sets, 
approximately fifty per cent of which, ac 
cording to recent surveys, are already in the 
hands of the Radio Trade. 

A drug on the market?—Wait a moment! 

‘But who wants a battery-operated set?” 
Well—only about ten million homes (there 
are that many homes where alternating cur- 
rent is not available)—more than one-third 
of the 27,000,000 homes of America! 


Here’s a distinct field where the A. C 
idea doesn’t apply. 

And if approximately half of the sets sold 
go for replacement, think of the years it will 
take to even approach the saturation point! 

Doesn't that make the present stock-in 
hand of battery-operated sets look like 1 
mere drop in the radio bucket? 


Then where is your problem? 


4 4 a 


The problem is right here at home in the 
Radio Industry, and at its most sensitive 
point—the contact of the Industry with the 
Buying Public. 

First of all your average citizen think: 
Radio has “gone A. C.” Second, and worse, 
his conception of the true meaning of A. C 
operation is still in the “wonderful!—but 
what-is-it?” state. He takes it for granted 
he'd be a back-number with anything but an 
A. C. set, and still he doesn’t care to buy 
until the true meaning of this great new 
development is clear to him. Can you blame 
him? 

Ask the average citizen “When is an 
‘electric’ set not an electric set?” and he'll 
probably come back with “Which was first, 
the chicken or the egg?” It really looks that 
puzzling to him. 

A recent survey made by a Chicago news 
paper showed that out of every hundred 
people who want the convenience of socket 
power operation about three know the dif: 
ference between the A. C. Tube set and 
a set operated by a power unit. 


Who is responsible for this confusion? 


+1 4 «(4 
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Frankly, isn’t the Radio Industry itself 
umping at conclusions—acting as though 
the world really had “gone A. C.”? 

Those who are contemplating, or already 
ictively engaged in, “dumping” their bat- 
tery-operated sets are merely aggravating the 
public’s impression that nothing is worth 
buying but an “A. C.” set. The prevalent 
carelessness of the use of these new terms 
“A.C.,” “Electric,” “All-Electric,” ““Electri- 
ned,” in current radio advertising is simply 
puzzling our best prospects into’a state of 
buying paralysis! 


Unfortunately, we cannot hope to hyp- 
notize our sophisticated American Public 
into the same state of sublime confidence and 
naive simplicity in which Caid Ali demanded 
nerely—‘‘one radio set—four lamps’’—yet, 
by more painstaking definition and less fren- 
zied tactics the Radio Industry should be 
ible to win and hold the precious buying 
confidence which is slipping through its 
ingers right now. 

> e a 


Define the issue! Explain A. C. operation 
in no uncertain terms. Show the public why 
these new sets which are so remarkable to- 
day, bid fair to be the great outstanding 
receivers of the future. 

BUT—Let’s be sure to make clear at the 
same time that battery sets are not obsolete. 
Let the public understand that sets properly 
equipped with power units or batteries stand 
tavorably in performance and convenience 
beside the newer A. C. receivers. Let’s 
make it clear that quality sets can give equal- 
ly fine entertainment whether they are bat- 
tery-operated (in the D. C. areas), or power- 


> 
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- The Editorial Advisory Board of THe Jopper’s SALESMAN includes the | 
following outstanding figures in the world of Radio: H.H FROST, 
Vice-president of the Federal- Brandes Corp; DUANE WANA- 
MAKER of GrigsbyGrunow-Hinds Co.; HAROLD WRAPE, President 
CARL BOYD, General Sales Manager of 
‘) United States Electric Corporation; POWEL CROSLEY, JR., President 
1 Crosley Radio Corp.; E.G. CLEMENSON, Assistant General Sales Man. 
ager, National Carbon Co., and F. H. BERNHARD, Technical Editor 
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unit operated from an A. C. circuit (with or 
without A. C. tubes.) 

And that consequently, there is no sane 
reason why battery-operated sets should be 
sold “at a price” as though they were mere 
blots on the Radio Escutcheon! 

We must face the fact that there is a 
great market where A. C. sets cannot be 
used; a great rural market, besides, where 
nothing but a battery-operated set can be 
used. We must realize that of the 27,000,- 
000 homes in America ten million are not 
yet wired for electricity and that more than 
14,000,000 people own cars who do not yet 
own radios. 

When the Radio Industry wakes up to 
these points—when manufacturer, dealer, 
jobber and the jobber’s salesmen get the idea 
across to the Radio Public that there are 
two kinds of radio—“*A. C.” and “Not A. 
C.”—each of which will exist long and 
happily in its own field—then we will have 
radio confidence, radio sales and radio profit. 

Then the footsteps of the price fly will 
lose their clattering amplification in a public 
clamor for “Radio!—more Radio!—hetter 
Radio!—at any price!” 

> 7 e 

Look at it this way:—The Radio Industry 
has this splendid stock-in-hand of good, sal- 
able, battery-operated sets. We have a 
great, unexploited market demanding mil 
lions like them.—And in the closing para- 
graph of our news item from North Africa 
we find this challenge to every man in the 
Radio Industry today:— 

“There were plenty of radio sets in Rabat 
and Casablanca. But there was nobody 
willing to carry them into the mountains— 
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New Radio Products, Illustrated 
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The Steinite Radio Co., Chicago, 
has announced its new model 990 
electric set at $85 less tubes. The 
features of the new Steinite are: il- 


luminated two dial control; three 
sharp tuned stages of radio fre- 
quency, using four individual con- 


densers ganged together by positive- 
drive metal belts; genuine solid (not 
veneer) Philippine mahogany  cab- 
inets; Duco finished. The new set is 
built around the same characteristic 
Steinite series-filament circuit, per- 
mitting the use of regular direct cur- 
rent tubes instead of alternating 
current tubes. 














The Crosley Radio Corp., Cincin- 
nati, O., announces a new model 
“Musicone.” <A baffle board has been 
incorporated in a metal frame and 
grill work enclosing the cone. This 
baffle board is said to greatly im- 
prove the tone quality. The new 
model, type D, is finished in frosted 
crystalline brown. The cone is of 
rich orange tint, and the entire unit 
is slightly more than 12 in. high. 


























Temple, Inc., 1925 S. Western Ave., 
Chicago, is manufacturing — the 
“Powerola.” It incorporates a com- 
plete audio frequency system matched 
with an air column and a reproduc- 
ing unit to give uniform sound out- 
put. It is housed in a handsome wal- 
nut cabinet. The console model No. 
85 has a compartment for “A” and 
“B” batteries or electrical equipment. 





The Co. 


Acme Electric & Mfg. 
Cleveland, O., has recently developed 


an “ABC” unit. It is built in two 
models, one to operate with the 
Arcturus tubes and the other to be 
used with the new Radio Corp. or 
Cunningham A, C. tubes. The “A” 
supply when used with the Arcturus 
tubes, delivers 15 volts and for RCA 
tubes a voltage of 114-21, and 5 volts 
is furnished. This power unit has 6 
taps—uses the UE-280 full wave fila- 
ment type tube on the “B” side and 
will deliver 40 milliamperes at 180 
volts. It is designed to operate on 
50-60 cycles at 110 volts, but also may 
be had in any other frequency upon 
request. 





The Kodel Radio Corp., Kuprox 
Laboratory, Cincinnati, O., announces 
a new “Kuprox.” It is an all metal, 
replacement unit for tungar rectifiers, 
which makes it unnecessary to use a 
bulb of any type. This bulb type re- 
placement unit is all metal, dry and 
contains no moving parts, nothing to 
wear out. Twelve “Kuprox” discs are 
used in this unit. 























An A. C. tube tester is now avail- 
able in the Sterling model R-509 


universal tester for A. C. tubes, 
manufactured by The Sterling Mfg. 
Co., Cleveland, O. Both emission and 
grid performance tests are indicated 
on the combination meter, which has a 
plate milliampere scale of 0-15 mil- 
liamperes, and emission of 0-100. The 
filament voltmeter scale is 0-15 volts, 
with divisions as specified on tube 
maker’s carton. The operation of the 
sterling tester is simple. 








The Jiffy Wire Connector Co., 
Hackensack, N. J., has placed on the 
market its S.R.K. No. 5 aerial lead- 
in connector. A counter or wall card 
is furnished free by the company with 
one connector, actual size, illustrating 
adaptation. 
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Your radio profit 
for the rest of the season 
must come from 
this accessory 





Balkite “ 


most remarkable developments in the en- 


tire radio field. Price $35. 





Balkite *“B” One of the longest 

lived devices in 

radio. The accepted, tried and provedlight 

socket “B” oe supply. The first Balkite 
ve 


years is still rendering satis- 
eerie Over 300,000 in use. Three 


“2, ” after 


“B”-W , 67-90 volts, $22.50; “B”- 
135, °135 volts, $35; “B”-180, 180 volts, 


$42.50. Balkite now costs no more than 


the ordinary “B” eliminator. 





Balkite Chargers 


Standard for“ A” batteries. Noiseless. Can 


be used during reception. Prices drastic- 
ally reduced. Model 


arger, rate .5 and .8 amperes, $9.50. 
Model “K” Trickle Charger, $7.50. 
* Special models for 25-40 cycles at 
slightly higher prices 
Prices are higher West of the 
Rockies and in Canada 


ee 


99 Contains no bat- 

tery. The same as 
Balkite““AB” but for the “A” circuit only. 
Not a battery and charger but a perfected 
light socket “A” power supply. One of the 


“J,”* rates 2.5 and 
.5 amperes, for both os and trickle 
charging, $17.50. Model “N”* Trickle 


9 








After the first of the year the best 
sellers in radio are accessories. 
Particularly radio power units. 

This year, however, the mar- 
ket for radio power units has 
been greatly changed by the 
demand for AC sets. This de- 
mand has made most radio power 
units obsolete. 

Most, but not all. The excep- 
tion is Balkite Electric ‘‘ AB.” Con- 
taining no battery in any form, 
Balkite Electric‘‘AB” converts any 
receiver into an AC set, with- 
out chargers, without “A” bat- 
teries, without 





kite Electric “AB” that you must 
look for your sales volume 
and profit for the rest of the 
season. 

The demand for AC recep- 
tion is so enormous that the 
volume of business Balkite 
Electric “AB” will bring you is 
entirely a question of how thor- 
oughly you go after the market. 
Every owner of a good battery 
set is a prospect. Get before him 
the story that Balkite Electric 
“AB” will make his set a modern, 
up-to-date AC receiver, equal 

in perform- 


*“B” batteries, ance to any re- 
and operating ceiver on the 
only during market. Work 
reception. out a system- 
Instead of atic method 
having been of getting in 
made obso- touch with 
lete by the set owners, 
demand for and put it 
AC sets, it into effect at 
has been pay eee re once. It will 
made more Bialisee ATR” Contsins ne hettery produce sales 
popular than A complete unit, replacing both “A” and “B” batteries and P rofits 
ever before. and supplying radio current directly from the light for you. 

nine Cece Auk your 
fore to Bal- volts “B” current, $64.50; “AB” 6-180, 180 volts, $74.50. jobber. 


FANSTEEL PRODUCTS COMPANY, INc., NORTH CHICAGO, ILLINOIS 
FANSTEE 


B 





Balkite 





— Radio Power Units = 
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The radio leadership of 1928 
















New 
401 Dry Cell Type 


BANDBOX 
JUNIOR 


$35 


A new dry cell receiver with 
all the features of the Band- 
box—selectivity, sensitivity, 
volume and appearance. For 
places where AC current or 
Storage battery service is not 
svailable or desired, 


180 volts on the output tube plate/ 


Power! Power! POWER! A feature of 4 
the Crosley AC Bandbox that lifts it head 
and shoulders above competition! 
170 to 185 volts on the plate of the power 
output tube! 
Comparative checkings of competitive 
radios show interesting figures. Under 
identical testing conditions the Bandbox 
shows a full 170 to 185 volts on the 
plate of the 171 power output tube. 
Other radios show from 100 to 110 
and 130 to 140 volts on the plate of 
output tube. The 171 power 
tube should have around 180 
volts. This better than 
40% superiority in one case 
and 25% in the other is the 
difference between today’s 


Gigantic UNDISTORTED volume from theBandbox / 


. 





MUSICONE 
Type D 


$15 


Crosley Musicones aye 
famous for their value. 
This new Style is no ex- 
ception. Its low price of 
$15 is in keeping with 
Crosley traditions. It 
instantly demonst 

its soundness by im- 
mediate and enormous 











radio and yesterday’s. 


Double Unit 


ceivers. Totally and completely shielded, 
their acute sensitivity and sharp selectivity 
is amazing. 

They have a single illuminated dial. 


Contributing much to the success of this 1928 
wonder radio is the Mershon Condenser in 
the power element of the set. Not being 
paper, the danger of its blowing out is entire- 
ly removed so that the desired heavy voltage 
can be used to produce the acoustic and volume 
results so greatly desired. IT IS SELF 
HEALING. It does not have to be re- 
placed as is the case with paper con- 
densers. 


The capacity of smoothing condensers in Crosley 
power units is30mf. Other sets use only a frac- 
tion of that condenser capacity. Undersize con- 
densers, transformers, etc., are used in order to 
build down to a price. Crosley builds up toa 
Standard. 


SELF CONTAINED }, 
The AC Bandbox is purposely made in two 
models—the 602 in a P an’. unit—the 704 self 
contained. This is to provide maximum adapta- 








sales. 


| ACBANDBOX 


Saal Bandboxes are genuine Neutrodyne re- SZU9 le VYsrit 


. Sled 














4 


bility in all sorts of surroundings and uses. 


The 602 double unit provides console cabinet installation 
in ALL kinds of consoles. 


The 704 is for those who want the entire set in one 
cabinet. The two sets are identical in elements, ay 
and performance. The payoeen 4 difference is solely to 
meet the human differences of taste, necessity and price! 
The size of the 704 is 17% inches long by 12% inches 
wide and is 64 inches high. 


Battery Type Bandbox $55 


This celebrated model needs no picture for in appearance 
it is identical to the 602 receiver pictured above. Its 
amazing performance has won the at world thisseason 
and its value is as outstanding NOW as the day it was 


b first presented! 


Approved Console Cabinets peers by 
Showers Brothers Co., of Bloomi 
and bt Mfg. Industries, K 


Crosley dealers by H. T. 
1340 3. Michigan Ave., Chicago, Sales — 
sentatives. 
NEvr=coyNf 


Crosley is licensed only for Radio Amateur, 
Experimental and Broadcast ption. 
THE CROSLEY RADIO CORPORATION 
Powel Crosley, Jr., Pres. Cincinnati, Ohic 
Montana, Wyoming, Colorado, a 

Mexico, and West, prices slightly. hig 
Write Dept. 64 for descriptive literature 





"You're there with a 


Crosley" 








RADIO 
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Radio Through The Camera’s Eye 


A new device designed 
for radio broadcasting at 
home. Above is A. W. 
Kammerer holding the 
new home broadcasting 
device which consists of 
a small speaking tube at- 
tached to a detector tube 
of any radio set, enabling 
anyone to do his or her 
own broadcasting. He is 
holding both the device 
and the detector tube. 

Below is Louise Locke 
tuning in on her radio, 
and becoming much sur- 
prised to hear Station 
XYZ of China being an- 
nounced. She is_ not 
aware that a _ practical 
joker is in the next room 
using a home broadcaster 
and is the announcer of 
the China station. This 
new device may be at- 
tached to any radio set 
without the buying of 
additional parts.—Inter- 
national Newsreel. 
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The biggest figures in the radio world, 
men who are constantly adding new develop- 
ments in the science, and learned laboratory 
laborers, recently gathered in New York at 
the annual convention of the Institute of Ra- 
dio Engineers. Photo shows the retiring presi- 
dent, Ralph Bown, (left) wishing success to 
his successor, Dr. A. N. Goldsmith. Dr. 
Goldsmith is the chief broadcasting engineer 
of R. C. A.—Herbert Photo. 


Photo shows: Left, Dr. E. F. W. Alexanderson, and right, his assist- 
ant, R. D. Kell, who is “tuning in” on the receiving set for the 
remarkable new invention, radio television for the home. The small 
aperture, 3 inches square, into which Kell is looking, contains the 
picture which is being transmitted from the studio. The set is hooked 
up with an ordinary radio set, so that the speaker in the studio 

can be both seen and heard. The 
demonstration was conducted by 
General Electric and R. C. A. Below 
is shown the television transmitter in 
operation. The elements of the tele- 


vision home receiver are the light source, the scanning device 
and the synchronizing system. The picture which appears in 
an aperture in the receiving cabinet is remarkably clear. 
Dr. E. F. W. Alexanderson is the inventor of the process. It 
is so designed that the light rays from the arc lamp are 
broken up by the revolving disc and the reflected image 
picked up by a battery of photo-electric cells which changes 
the light waves into electrical waves ready for broadcasting. 
—Underwood Photo. 
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New Cunningham 
A C Tubes CX 326 and C 327 are espe- 


cially designed for use in the modern 
A C house-current radio sets. 







Stock these two types and sell them, 
confident that they will improve recep- 
tion with any type A C set. 


E. T. CUNNINGHAM, INC. 
New York Chicago San Francisco 
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Ball Radio Antenna Patent Granted 


An item of interest to the radio trade has been the granting 
of letters of Patent U. S. A. Number 1654108, dated Decem- 
ber 27, 1927, on Ball Antenna and improvements to 
A. I. Blanc, and assigned to the Essenbee Radio Devices Co., 
2016 West Lake Street, Chicago. Infringers of this patent 
will be held liable. The granting of this patent indicates a 
profitable year for jobbers and dealers selling The Ideal Ball 
Umbrella Aerial. 











The Improved IDEAL 
BALL UMBRELLA 
AERIAL 


is the choice of men who make radio 
their business. It affords Longer Dis- 
tance—Better Reception—Less Static 
—and Increased Selectivity. Made _,, JDEAL 
of pure copper with inner booster  LEADeRwire 
coil increasing aerial capacity. Nickel 
Plated and highly polished. It has 
met with the universal approval of 
the consumer as well as the trade. 


1928 PRICES 
are LOWERED 


Increased production—made possible by 
the co-operation of the trade—has enabled 
us to materially reduce the price of the 
Ideal Ball Umbrella Aerial. The new low 
prices effective Jan. 1, 1928, and the is- 
suing of the patent, assure you a faster 
turnover and a greater profit than ever /DEAL BALL UMBRELLA AERIAL 
before. The Sentinel of the Air” 


The Ideal Ball Umbrella Aerial with Ideal 
Insulator and Weatherproof Cap. Guaran- % 50 
teed against rust and corrosion. 7 
List Price 








Accessories 


The following installation accessories are 
optional. 


The Ideal Ball Um- 
brella Aerial with acces- 
sories (Standard Ship- 
Mast Base List ping Unit 4 aerials) 


4 Porcelain Insulators 


— Guy Price plete for re-sale. 

ire . 

Ground Clamp, and List Price 
lead in window S¥ 50 


strip. & 00 
JOBBERS AND DEALERS:—Write to- < 


day for full information and discounts. 


ESSENBEE RADIO DEVICES CO. 


2016 W. LAKE ST. CHICAGO | 


packed in carton com: | 





F. R. T. A. to Convene in 


Milwaukee 

The Federated Radio Trades Asso 
ciation will hold a convention in Mil 
waukee, Wis., on February 14 and 15. 
1928. 

The convention sessions and head 
quarters will be in the Schroeder hote! 
which is conveniently located and is 
accessible to all railroads. The 
Schroeder has just been completed 
and the Federated Radio Trade Asso- 
ciation convention is the first to be 
quartered in it. Ample accommoda- 
tions will be offered and the manage- 
ment assures all in attendance at this 
convention of every possible comfort 
the hotel affords. 

In arranging the program, the com- 
mittee has kept in mind some of the 
more important problems which are 
now confronting the industry, such as: 
Training of radio service men; truth 
in advertising; trade relations stand- 
ardization; how to run a trade show, 
and many others of equal importance 
and have arranged for speakers of 
national importance who will be able 
to discuss these problems with author- 
ity. Among the speakers will be: 
Louis B. Raycroft, vice-president of 
NEMA; Paul Klugh, and L. S. Baker 
of the National Broadcasters Associa- 
tion; C. C. Colby, Bond P. Geddes, 
and Martin F. Flanagan of the RMA; 
Sam Pickard of: the Federal Radio 
Commission; and Richard M. McClure 
of Chicago. Ample time will be al- 
lowed for discussion during the two 
days of this open business meeting. 

On the first night there will be a 
theatre and dance party for those who 
wish to attend, and on the second eve- 
ning, as the culmination of the two 


| day convention, there will be a stag 


| dinner. 
A Jobber’s Radio Service 
Department 


Mr. Van Sickle of the Van-Ashe 
Radio Co., St. Louis, radio jobber, 
maintains a department wherein he 
services sets for his dealers at a rea- 
sonable price. For $75.00, approxi- 


_ mately, list value, this department 





will make over a battery set into an 
A. C. set, including tubes, etc., all 
ready to install, the dealer’s profit be- 
ing around $25.00 on this item. 

This is an instance of real service 
and the large and growing business 
of the Van-Ashe Radio Co. shows the 
dealers’ appreciation. 
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Cabie Address:"GRIGAUT Chicago” “Ne B.J.GRIGSBY Pres.& Geni Mngr 
odes Western Union Bentleys Wm.C.GRUNOW Vice-Pres & Treas 


ne 
Telephone-Capito! 1600 (8 lines) 


GRIGSBY-GRUNOW-HINDS Co. 


MANUFACTURERS OF 


ELECTRICAL AND RADIO EQUIPMENT 


> 
TR A. 
New v «, 
KLAN DO, CALIF 
9 Hollie St.Emeryiite 


4840 ARMITAGE AVENUE 


CHICAGO. ILL..U.S.A. 
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& 
KESTE 


Rosin Core 


RadioS OLDE 


Sure ¢ is Safe and Simple 


lo Sell 


USE IT'S 


me toUse 


THATS the beauty about Kes- 
ter Radio Solder—it’s easy to 
sell because it is ready for~ use. 
It “Requires Only Heat.” 
Another thing about Kester Selder 
is that the small pone 3 are gen- 
erally the start of a dealer’s order 
on your books. And for the deal- 
er, they are the start of a neat 
little business that rapidly grows 
into sales on the larger packages. 
No long missionary work in sell- 
ing Kester Solder. An extensive 
advertising campaign reaching all 
of the dealers is constantly break- 
ing down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you, 

Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 


Dboys TER 


ee ‘DER 


APPROVED BY 
RADIO ENGINEERS 


CHICAGO SOLDER COMPANY 


4251 Wrightwood Ave., Chicago 
















| window at 


| Radio Co., St. 
dealers who don't try 





Above are shown J. A. Cella, set.-treas., 
and EK. E. Cuny, vice-pres., pur. agent of 
the Cuny-Guerber Co. of New York. 
These are two loyal boys—they did not 
want to have their picture taken because 
they could not find Walter Guerber, presi- 
dent of the company. 


Radio Dealer Selling Stunt 

Julian Sampson of the Sampson 
of those 
‘jobbers 





Louis, one 
to be 
and buy at jobbers prices, has a new 
stunt to bring-people into the store 
that is worth passing along. Julian 
has a friend who makes a fine candy 
sticks a few boxes in_ his 
59 cents per box. He sold 


and he 


| over 300 boxes in less than a month 


| and, naturally, 


| tion of 


Julian and his sales 
never failed to call the atten- 
anyone who came into the 


force 


| place to buy candy to the sets he has 








in stock. 


Several very good sales of 
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radio have been made to these can 
buyers. Incidentally, the Samps. 
Radio Co. are exclusive R. C. 
dealers in St. Louis and the larg 
dealer in that city on the R. C. 


line. 
i. #8 


How St. Louis Will Educate 
the Radio Public 

St. Louis Radio Trades Associ: 
tion, representing the reliable radio 
jobbers and dealers in St. Louis, wii! 
during 1928 plan their activities in 
such a way, according to President 
Robert W. Bennett, that the radio 
listening and buying public will }b. 
beneficiaries of the work carried 0: 
This will be made possible because 
plans are for the greater activities 
to be carried on among retail trad: 
and to be of an educational natur: 

The first step by the association 
will be to stage a mammoth driv: 
for new members. Harold J. Wrape, 
chairman of the membership com 
mittee, is starting this drive and 
says that special effort will be mad: 
to make every bona-fide radio dealer 
a member of the association. He in 
vites every retailer of radio equi) 
ment to make application for mem 
bership, and when all application. 
are secured those radio dealers, onl\ 
who are capably qualified to proper 
ly serve the listening and buying 
public will be admitted to member 
ship. The members, old and new. 
at the end of the drive will be sys 
tematically instructed as to what is 
required of them to properly 
the public. According to Wrape, it 


serv« 








Chas. W. Chesley 


The Charleston Electrical Supply Co. 
On this occasion, the 1927 “Cesco” watch was 


annual banquet on December 29 last. 





N. P. Catlett 





Henry C. Lewis 


of Charleston, W. Va., held their big, 


awarded to Charles W. Chesley who has been of conspicuous and especially meritorious 


service to his company. 


The “Cesco” Merit Award, a gold watch charm, won for 


especial application to duty, loyalty and general handling of their work, went to 
N. P. Catlett, after seven years’ service and to Henry C. Lewis, superintendent of 


the shop, after 20 years of service. 


























—— 
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HERE is no 

selling argu- 
| ment in your 
| salesman’s vocab- 
|  ulary stronger 
| than — “Cabinet 
Work by AD- 
LER-ROYAL.” 



























This “Jewel Casket’ cabinet, fashioned from the choicest burl walnut, and ex- 
quisitely finished, has proven the season's popular choice. The front door panel 
opens down to form an attractive desk, and a lift top makes the chassis conven- 
iently accessible: Height 3914, inches, width 3034 inches, depth 1434 inches. 


Special Adler-Royal Console 
for RADIOLA 17 
for ATWATER-KENT 37 


Designed by Adler-Royal craftsmen ~ aesaang for A. C. Sets. The 
leaders say Adler-Royal cabinets contribute a noticeable sales advan- 
tage to the sets which they enclose. Give your dealers this sales help. 


DLER  ....... | 
| 








or Atwater-Kent 


Manu/acturing Co. ee oo 


ply you, or write to us 1} 





incorporated 


ADLER-ROYAL 
Louisvitte Kentucky 
CABINETS 
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Insuring still greater 








lk I 
Alene 


LEN || 


BURGESs | 
wu 

BATTERy | 

Clam £:...| 


im 








profits for you/ 


The interesting story of 
Chrome is reaching battery 
buyers through leading 
magazines and newspapers 
all over the country. Every 
reading home will be 
reached this season. 


This new answer to the 
long recognized superior- 
ity of Burgess Batteries is 
all you need to tie into for 
your share of increased dry 
cell profits. Get back of the 
Burgess line now for better 
business. Inquiries invited. 


BURGESS BATTERY COMPANY 
General Sales Office: CHICAGO 


Canadian Factories and Offices: Niagara 
Falls and Winnipeg 








Chrome 


is a metallic element 
that prevents chem- 
ical action when 
battery is not in use 

means longer life. 




















Lx 


BURGESS 


BATTERY 





BURGESS 
BATTERIES 











| their 













“Know all men by these presents”: Russell Feinske, asst. shipping clerk; R. F. Fox, 
auditor; Lester Vanderburg, truck-driver; John B. Vogel, salesmanager; C. B. Des- 
Jardins, superintendent of construction; L. L. Henry (in back), vice-president and 


superintendent; H. A. Roseberry, president and general manager; Anne Bolthouse, 


cost clerk; Theresa Lantinga, billing clerk; 
A. Roseberry, salesman; P. B. Orth, office manager. 


Henry Electric Co., Grand Rapids, Mich. 


Herman Roetman, shipping clerk; Harold 
All are with the Roseberry- 





the public, before buying, will con- 
sult the association office concerning 
nearest association member 


dealer, they will always be sure of 


| 100% service and satisfaction. 
| association 


The 


behind its mem- 


stands 


| bers. 


Another form of membership on 
which much effort will be made to 
increase is the associate form. All 
firms will be requested to apply for 


‘memberships for all salesmen, serv- 
_icemen, and credit managers in order 


that the spirit and code of the as- 
sociation, to make radio better for 
the public, may be far reaching and 
so every employee will well realize 
his responsibility to that great in- 


| visible audience. 


- 


 —_} = 


Radio Railroad Rates 


A movement to reduce the delivery 
cost of radio products was initiated 
at New York by the Radio Manufac- 
turers Association through its traffic 


| committee of which Captain William 


Sparks, of Jackson, Mich., is chair- 
man. After conferences in New York 
with RMA directors and officers and 


_ also traffic experts of RMA members, 


Captain Sparks headed a delegation 
which appeared January 12 before the 
consolidated classification committee 
and inaugurated the effort to secure 
fair and lower railroad rates for radio 
receiving sets, accessories and parts. 
The classification committee indi- 


cated its agreement with the RMA 


delegation on the latter’s plea to re- 
duce the minimum carload weight re- 
quired under the tariff for radio cab- 
inets and receiving sets. The present 


carload minimum of 20,000 pounds 
cannot be loaded by radio manufac- 


turers except in rare instances. The 
average carload is from 12,000 to 18,- 
000 pounds, and the RMA delegation’s 
request for a minimum of 16,000 
pounds appeared to be favorably re- 
ceived. The rates on radio accessories 
and parts, with additional information 
on cabinets and receiving sets, were 
discussed further before the classifi- 
cation committee at Chicago January 
17 

Chairman Sparks made a report to 
the RMA board of directors on Janu- 
ary 26 to submit plans for a drive by 
the association to secure lower freight 
and also express rates for radio prod- 
ucts. Many of the rates and classifi- 
cations were established two years 
ago, in the infancy of the radio in- 
dustry, and are now grossly inequi- 
table, levying an unnecessary tribute 
on the radio buying public. There are 
no classifications for many radio prod 
ucts which did not exist when the 
original tariffs were drawn, and the 
whole rate structure affecting the 
radio industry, Captain Sparks and 
his conferees believe, should be ad- 
justed in an endeavor to save thou- 
sands of dollars in transportation 
charges to manufacturers and the con- 
suming public. 

* * # 


Hamilton Joins Latham 

R. E. Hamilton, formerly with 
Reading Electric Co., has been made 
manager of ventilation sales for the 
E. B. Latham Co. at New York, who 
handles American Blower products. 

Mr. Hamilton has long been asso- 
ciated with the electrical industry in 
the city, and his designation by E. B. 
Latham Company will enable them to 
build up their already satisfactory 
volume of these commodities. 


> 
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RADIO CONE SPEAKER 
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West $12.95 


Unlike all others— 


Its beauty of design is known, Its quality of re- 
production is supreme. Such a value at such a 
price has never been equalled before! 


TOWER MFG. CORPORATION 
122 Brookline Ave., Boston, Mass, 





88 


THE JoBBER’SfAJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 





Wahle Products 


Sold Through Jobbers 


For Your Radio Department 


Metal Console Table for RCA No. 17 

Metal Console Table for A.K. No. 37 

Loud Speaker Stands for RCA No. 100 

Loud Speaker Stands for RCA No. 100-A 

Loud Speaker Stands for A.K. Model “E” 

Loud Speaker Stands for Tower No. 28 
Universal Stands for the majority of all other 
Speakers. 


For Your Lighting Department 


Jewel Lamps and Fixtures. 
Residential Lighting Fixtures. © 
Commercial Hangers. 


Albert Wahle Company, Inc. 


Metropolitan & Morgan Avenues 
BROOKLYN, N. Y. 


W orks:—Robert Findlay Mfg. Co., Inc. 


Metropolitan & Morgan Aves. 
Brooklyn, N. Y. 
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Haring Mirror Glass Plates 


Nationally Known Nationally Advertised 
Nationally Accepted 





are the most widely adver- 
market. They are national- 
20,000 contractors are told 


Without a doubt Haring Mirror Glass Plates 
tised and best known plates of their kind on the 
ly accepted and demanded because each month 
that Haring Mirror Glass Plates are 

SOLD THROUGH JOBBERS 





Each month that passes finds Haring Mirror Glass Plates more widely 
established. Made by fabricators of fine glass products, it is only natural 
that they should be accepted as the leaders in the field of glass switch 
plates. Get your share of this clean cut business by inquiring for prices 
and our new attractive literature today. 


‘*Ask for the plate in the Orange and Blue carton’’ 


HARING SWITCH PLATE COMPANY 
609 Washington Square Bldg. Philadelphia, Pa. 
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| the building. 





Manufacturers Pulling 
For You 


(Continued from Page 7) 


proval, as it is at the present momen: 

A slight digression is pardonab). 
for a moment just to illustrate th. 
point. In a certain great office build 
ing in a certain great city, a ma: 


_ jumped to his death from an upp: 


It created a flutter throug! 
Two days after thai 
a second body hurtled down the cour! 
and there was the familiar cras)) 
After that, for more than two week. 
most of the people in that building 
were in a state of the utmost tension 
Well balanced, sane business mei 
would stand at the windows, look 
down and shake their heads witli 
ominous remarks as to what thai 
building was coming to. 

This country has “suicide waves. 
“crime waves” and a whole lot oi 
other waves besides permanent ones 
Why not start a “jobber wave’: 
There is no joke about it. The thing 
can be done and it is already started. 
Let the jobber merely be spoken of in 
a favorable way, as though he were 
receiving support, a few million times 
in a year, and the result will be some 
thing very much akin to a “wave” in 
his favor. 

Tue Jopper’s SALESMAN 
started this movement in a definite 
way and upon a carefully worked out 
plan, which is based upon a persistent 
campaign with the manufacturers 
until all of them have either fallen in 
with it or else expressed unwillingness 
to co-operate. You will be interested 
in the list of those who are already 
pledged, and in knowing, furthermore 
that these represent more than 75% 
of those who had responded up to the 
time of this writing. This is indeed 
encouraging for the time was little 
more than two weeks after the above 
mentioned editorial appeared and the 
first letters to manufacturers sent 
out. At that rate a large proportion 
of the manufacturing fraternity with 
jobber policies should be “signed up” 
in a few months. 

Now as to the part that you as a 


story. 


has 


| jobber are to play in this movement 
| —and you should play a part since 


| being promoted. 


it is for your benefit, solely, that it is 
It is evident that 
you should write or wire at once to 


_all of your suppliers, asking them to 
| co-operate by using the slogan in just 


| aS many ways as they can. 


And do 


not stop there. In the months to 





—_— 
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illusion 


ence is created 

when you listen 
through — not to—the 
new UTAH"No.X”SPEAKER. 
Its qualities of reproduc- 
tion are expressed in the 
mystic spell of pleasure 
which they weave for you. 
UTAH RADIO PRODUCTS CO. 
1615 S. Michigan Ave., CHICAGO 


The only complete line— 
ranging from $10 to $100 
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GUTH 
Lighting Service 


B R d S C 0 L I TE More thana million in use. More light 


at less cost for any business building. 


GUTHLITE a totally enclosed commercial unit that 


gives 16% more useful light than any other enclosed unit. 


AGLITE porcelain enamel unit for hospitals, bath rooms, 


hallways. Guaranteed not to check, peel or discolor. 


Special Designs and Engineering 
Service available, without obligation, for the development of spe- 
cial fixtures to fit the architectural requirements of the building. 


Zhe Ewin F. Gur COMPANY 
Designers, Engineers and Manufacturers of Lighting Equipment Since 1902 


2625 Washington Ave., St. Louis, Mo. 
1174 Bender Ave., East Cleveland, Ohio 
Phone, Eddy 8668-M 


224 Plymouth Bldg., Minneapolis, Minn. 
Phone, Geneva 2881 


555 Bush Street, San Francisco, California 
Phone, Sutter 2760 


12071 Cloverlawn Ave., Detroit, Mich. 
Phone, Garfield 7047-M 


6150 Lebanon Ave., Philadelphia, Pa. 
Phone, Belmont 1205 


1068 Leedale Ave., Lakewood, Ohio 
Phone, Lakewood 4894 


3409 Broadway, Kansas City, Missouri 
Phone, Valentine 8511 


1041 W. Peachtree St. N.E., Atlanta, Ga. 
Phone, Hemlock 7664 


Room 1012, Marbridge Building, 34th Street and Broadway 
hone, Wisconsin 2094 New York City 




















Better Made 


* * * 


Properly Priced 


* *& 


errr feet” 1 
d | pees Sold Right 
: ‘\ jl + & 





OS 

In the O. K. Line of Black Friction Tape you have a product made under the 
most modern conditions, in a plant containing the latest equipment available. 

You have, too, a product priced so as to enable you to meet competition with 
a better product at an equitable figure. 

And, lastly, you have in the O. K. Line of Black Friction Tape, a product which 
is sold on a basis which is attractive to jobbers and dealers alike. 


Sold Through Jobbers 


APPLETON RUBBER CO. 


Franklin, Mass. : 





come, watch the advertisements of 
your suppliers as they come out in 
various publications, watch their cir- 
culars and other literature.. If you 
find them leaving the slogan out, prod 
them up on the matter. They wil! 
respond quickly if you do this—more 
quickly than if we as a publication 
do it. 

In other words, keep “talking the 
thing up” constantly and don’t let 
them get the idea that it may all be a 
lot of haywire because they do not 
hear from you and do not know 
whether or not you are interested. 

* * * 
List of Manufacturers Co- 
operating in Use of 


the Slogan 
American Circular Loom Co. 4 
New York, N. Y. 
Appleton Electric Co. 4 
Chicago, II. 
Arrow Electric Co., The P 


Hartford, Conn. 

Audiola Radio Co. 
Chicago, III. 

Austin Co., The M. B. 
Chicago, II. 

Bryant Electric Co., The 
Bridgeport, Conn. 
Chicago Solder Co. 
Chicago, Ill. 
Cleartone Radio Co., The 
Cincinnati, O. 

Couch Co., Inc., S. H. 
Norfolk Downs, Mass. 
Elkhart Rubber Works 
Elkhart, Ind. 

Federal Radio Corp. 
Buffalo, N. Y. 

Federal Steel Products Co. 
Newark, N. J. 
Gleason-Tiebout Glass Co. 
Brooklyn, N. Y. 

Holfast Rubber Co., The 
Atlanta, Ga. 

Holyoke Co., Inc., The 
New York, N. Y. 


| Indiana Rubber & Insulated Wire Co., 


Jonesboro, Ind. 

International Resistance Co. 
Philadelphia, Pa. 

Kayline Co., The 

Cleveland, O. 

Kirkman Engineering Corp. 
New York, N. Y. 

McGill Mfg. Co. 

Valparaiso, Ind. 

Mid-West Metal Products Co. 
Muncie, Ind. 

Multi Electrical Mfg. Co. 
Chicago, IIl. 

National Carbon Co., Inc. 
New York, N. Y. ] 
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THESE BABIES SELL 
}] ANO THEY STAY SOLD. 
NO COMEBACK on 
TEMPLE SPEAKERS 


Sige, 5 
; 










TEMPLE 
AIR COLUMN 
SPEAKER 


ru 


Why Jobbers'Salesmen are Putting the 
TEMPLE SPEAKER over big, ------------ 


“Yes, sir! I say the Temple Speaker 1s a sweet prop- 
osition. It’s easy to sell because it has real merit — 
marvelous tone quality that amazes a man the first 
time he hears it. It stays sold with the dealer be- 
cause nine times out of ten a demonstration means a 
sale. Better than all that is the fact that there isn’t 
a comeback on a Temple sale. Take my word for 
it, any time you sell Temple Speakers to a dealer, 
he’s your friend.” 


LEMPLE 


. 
Air Column Speaker 

“And sales helps? Say, the Temple folks are there when it 
comes to advertising and merchandizing. These people know 
their stuff—have a rigid sales policy back of an honest prod- 
uct and are not afraid to tell the public their story. They're 
using heaps of magazines and newspapers to create demand, 
and the factory’s working overtime to fill orders. Believe r 
boys, there’s a dandy profit for you and the dealer in Temple. 
Think it over. If you aren’t selling Temple now, get wise. 
Take it up with the house or write Temple for full particu- 








” 
lars. fxu_ 13 Standard—13 inch 

The Temple Air Column Speaker 

here illustrated is giving the world 

a new appreciation of Radio It 

is scientifically and acoustically 

correct and reproduces faithfully 

9 * every tone from a whisper to a 

full voiced orchestra It will en- 

hance the tone quality of any Ra- 


1925 So. Western Ave., CHICAGO > pal Other models priced from 


LEADERS I N SPEAKER DES IGN 
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The 
Leader 
in its 
Field! 





Youngstown 
Buckeye 
Conduit 


More Youngstown-Buck- 
eye Conduit is sold than 
conduit of any other make. 
Quality alone accounts for 
this. “Youngstown-Buck- 
eye’ has no superior in any 
of the qualities that distin- 
guish good conduit from 
that of mediocre quality. 


Its clean-cut threads, the 
ease with which “Youngs- 
town-Buckeye” works and 
bends, substantially lower- 
ing installation costs, has 
created a nation-wide de- 
mand for this product 
which electrical jobbers and 
their salesmen are profiting 
by to increase sales as never 
before. 


The 
Youngstown Sheet 
and Tube Company 
Youngstown, Ohio 





Noma Electric Corp. 

New York, N. Y. 

Porcelain Products, Inc. 
Findlay, O. 

Reflector & Illuminating Co. 
Chicago, Il. 

Reiser, A. W. 

Toledo, O. 

Gray & Danielson Mfg. Co. 
San Francisco, Calif. 
Rockford Metal Specialty Co. 
Rockford, Il. 

Rodale Mfg. Co. 

New York, N. Y. 

Rutenber Electric Co. 
Marion, Ind. 

Security Electric Mfg. Co. 
Chicago, IIl. 

Sherman Mfg. Co., H. B. 
Battle Creek, Mich. 

Signal Electric Mfg.. Co. 
Menominee, Mich. 

Stanley & Patterson, Inc. 
New York, N. Y. 

Steelduct Co., The 
Youngstown, O. 

Toledo Pipe Threading Machine Co. 
Toledo, O. 

Triangle Conduit Co., Inc. 
Brooklyn, N. Y. 

Trumbull Electric Mfg. Co., The 
Plainville, Conn. 

Valley Elec. Co. 

St. Louis, Mo. 

Waage Electric Co. 
Chicago, Ill. 

Waters Genter Co. 
Minneapolis, Minn. 

Wheeler Reflector Co. 
Boston, Mass. 

Wirt Co. 

Germantown, Philadelphia, Pa. 
Yaxley Mfg. Co. 

Chicago, Il. 


* * * 


H. A. Esler 


(Continued from Page 16) 


jobbing concerns in the Middle West. 
I have also observed that failure to 
follow his plan has resulted in many 
concerns passing out of the picture 
during this time. 

“Beginning with the days back in 
Independence, a Kansas City suburb, 
when the business began to grow 
from a contracting concern to a job- 
bing house, Mr. Esler sensed the 
necessity of building an organization. 
The result has been that instead of 
a one-man power outfit he now has 
an organization of employees com- 
paratively small in number but highly 


efficient, well-paid, well treated and 
consequently very loyal. He probably; 
has been at his desk less and at the 
same time away from the business 
less than any executive in the busi 
ness. He is usually within telephon 
ing distance, even when at play, 
though rarely is he disturbed. 

“Aside from keeping a finger on 
the financial pulse of the business and 
a weather eye on the sales, credits 
and collections, he usually stays in 
the background and depends on his 
organization to function and it does. 
His policies as to credits, collections 
and payment of factory bills are so 
well known to every employee that 
an extended absence necessitated by 
illness would not seriously affect the 
company’s operation as has been the 
case with many other concerns we 
know of. His business hobby is ‘pay- 
ing promptly,’ so that our house is 
known as a discounter. Proper credit 
qualifications for new accounts are 
known not only to the credit man and 
office force in general but to the city, 
country and house salesmen as well. 
These men also have collecting as well 
as selling constantly in mind. They 
are trained that way from the start. 

“Mr. Esler has always frowned on 
special price and rebating stunts ex- 
cept where covered by legal contract 
and has put the ‘nothing doing’ stamp 
on the padded invoice as occasionally 
asked for by contractors who lack the 
nerve to get a fair profit on their con- 
tracts. 

“Briefly, handling standard mer- 
chandise with a good organization in 
a manner fair to customers, competi- 
tors and manufacturers has brought 
success.” 





Roseberry-Henry Take On 


New Lines 


The Roseberry-Henry Electric Co., 
jobbers of Grand Rapids, Mich., an- 
nounces connection with the Hamil- 
ton Beach Manufacturing Co., The 
Excel Electric Co., and the Wiremold 
Manufacturing Co., handling their 
merchandise in western Michigan ter- 
ritory. The addition to the lines now 
handled including the Westinghouse 
Electric & Manufacturing Co., the 
Westinghouse Lamp Co., Hart and 
Hegeman and Erie Malleable, causes 
them to feel that they have several 
unexcelled lines that will add ma- 
terially to their service now being 
furnished a large list of dealers. 
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Still the leaders in the 
Power Unit Field: Ster- 


terling 


ling ‘‘A’”’ & ‘‘B’’ Power 


Yen! 


see our big 
insert in this 
month’s Radio 
Retailing 


and your dealers since the AC 

situation started to throttle the 

sales of battery-operated sets. 
For now Sterling has whipped the 
AC situation for you and your 
dealers. 


[= the greatest news for you 


Here’s your dealers’ answer to the 
public’s insistent demand for AC 
tube sets. It’s the STERLING 


TREPOWER 


This single unit supplies “A-B-C” 
power to Radiola 16, Crosley Bandbox, 
Freed-Eisemann, Kolster, Fada, Stewart- 
Warner, Bosch, Sonora, etc., instantly 
converting them into genuine AC 
models. The Sterling TRI-POWER im- 
mediately solves the dealer’s most press- 
ing problem: how fo sell battery-type 
sets in face of the AC boom. This Unit 
sells complete with cable 


and AC Tube adapters for $38.00 


Raytheon BH tube—$4.50 


Hundreds of your dealers’ cus- 
tomers having Sterling and other 
makes of “B” Power Units can now use AC tubes by 
means of the new Sterling AC Tube Transformer. 


This Unit adds “A” and “C” power to any “B” 
power receiver and like the TRI-POWER turns DC 


and UNIVERSAL You must NOW be pre- 
TUBE TESTERS pared to test AC tubes. So 
FOR AC TUBES Sterling comes forward with 

two new AC tube testers— 
one for store use, and another for outside service 
work. 


Both testers test all styles of AC tubes, also recti- 
fier tubes used in Power Units. 





O08 — 
your dealers 
ean sell D 


sets with 


AY One Witiys-® 


AC TUBE OPERATION FOR ...< into full fed ei 
a ae. wn sne Seal eete dots AC 


tube models. Salesmen: These two 
units provide you with a sensational 


sales story—new sales and more = $ 1 7.50 


Cable and Adapters $6—$8 extra. 


For Counter Testing 
R-509 checks AC tubes as they come in from iob- 


ber, protecting you from loss due to defective stock. When 
selling, you likewise see exact condition of tuve befo-e leav ng 
your store, preventing unjust comebacks. Operates g 35 00 
from 115 Volt, 50-60 cycle, AC. List price, R-509 $ A 


For Complete Set Testing 


R-512 is small, compact, handy for store and home 
service. Furnished with two adapters, plugs into set tube 
socket and tests all types of AC tubes Also te ts “A” -n‘ “B 
circuits, locates faults in sockets, wiring, open transformers— 
tells your service man everything he wants to 
know in AC service. List price, R-512 ........-- $35.00 


Cleveland, Ohio 


The Sterling Mfg. Co. 
2831 Prospect Avenue, 








STERLING 


LEADERSHIP CHANGES DC WORRIES TO AC SALES 
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MANUFACTURERS 


NEWS 











National Carbon Brush 
Sales Offices 

The carbon sales division of the 
National Carbon Co., Inc. with gen- 
eral sales headquarters at Cleveland, 
opened sales offices the first of the 
year at the present brush service 
plants in New York, 357 W. 36th 
St.; Chicago, 551 W. Monroe St.; 
Pittsburgh, Arrott Power Bldg.; 
Birmingham, 1824 Ninth Ave., North. 
Orders and inquiries for brushes and 
carbon speciaties should be sent to the 
nearest office. 

The following appointments 
also announced: J. A. Hammond, as- 
sistant manager in charge of carbon 
brush and specialty sales at the Cleve- 
land headquarters office; E. R. Geib, 
assistant manager in charge of sales 
of illuminating carbons (Mr. Geib 
also will be at the headquarters in 
Cleveland); E. C. Friday, district 
manager in charge of the branch office 
at New York City; J. L. Green, dis- 
trict manager in charge of the branch 
office at Chicago; V. J. Nolan, district 


are 








manager in charge of the branch 
office at Pittsburgh, and J. B. Collins, 
sales engineer in charge of the branch 
office at Birmingham. 

* * * 


“Doc” Jones Goes East 

Chester H. (“Doc’’) Jones has been 
appointed to take charge of the New 
York offices of the Fansteel Products 
Company, Inc., North Chicago, IIl., 
metallurgists and radio manufacturers. 
Mr. Jones will be in charge of both 
chemical, metallurgical and radio Bal- 
kite sales. 

Mr. Jones brings the most varied 
practical experience to his position. 
He has been not only a chemical en- 
gineer but a salesman all his life. His 
experience includes two years in the 
Tellurite Gold mine, two years with 
the mechanical and electrical depart- 
ment of the Santa Fe, five years with 
the General Electric Co., developing 
their business with steam railways, 17 
years with the Western Chemical Co. 
—now the Allied Chemical and Dye 


Co.—as superintendent of construc- 








of the Chicago Solder Co. 








‘This is the “House that Solder Built,’—in other words, the new factory 
As a wag remarked, judging from the picture, 
“it took some ‘Jack’ to build it, also.” 
line of “Kester” self-fluxing solders, and is said to be launching the largest 
campaign for advertising solder that was ever carried on. 





This company manufactures the 






















tion on their smelter plant, two years 
U. S. Army service at Fort Sheridan 
Training Camp, in the trench mortar 
division at Washington, and in charge 
of construction of the “wet” chemical 
end of the Muscle Shoals nitrate 
plant, one year as a consulting engi- 
neer in New York, six years with the 
McGraw Hill Company in both adver- 
tising and _ editorial departments, 
where he finally became business man- 
ager of Chem. and Met., as well as a 
contributing editor. 

Mr. Jones joined the Fansteel Prod- 
ucts Company two years ago, in 
charge of development of technical 


sales of the rare metals. 
* * & 


George Richards & Co. Ap- 
pointed Dim-a-Lite Agents 
George Richards & Co. of 557 

West Monroe St., Chicago, were ap- 

pointed sales agents for the Wirt Co. 

of Philadelphia. The territory in 
which the George Richards Co. will 
represent Wirt includes all _ the 
states apart from the Pacific Coast 
and those usually considered tributary 
to the cities of Boston, Buffalo, Phila- 
delphia, Washington, New York and 

Norfolk. 

For many years, the Wirt Co. has 
manufactured and marketed the na- 
tionally advertised ‘“Dim-a-Lite” 
porcelain bracket for the bathroom; 
“Dim-a-Lamp”’ for bedroom, sickroom, 
nursery and reading desk; ‘‘Dim-a- 
Lite” pull chain sockets; cord connec- 
tors; and radio products. The latter 
items include the Wirt cone speaker, 
the Wirt radio lightning arrester, and 
the radio wall insulator. 

The association of the George 
Richards Co. and the Wirt Co. will 
be very close. Several other working 
arrangements, affecting both sales and 
production, will be announced later. 
From the sales arrangement as now 
exists, the retailers of both “Hemco” 
products and “Dim-a-Lite” will re- 
ceive the benefit of a more intensive 
sales campaign. Closer attention on 
the part of representatives to dealers’ 
needs in the way of sales and adver- 
tising helps will also result. The job- 
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Think where there are profits! It 
takes no more footwork and only a 
little more headwork to sell @ Panel- 
boards rather than staples—and the 
staples come in usually on the panel- 
board order. 


Don’t be afraid to talk panelboard 
business. Learn about the @ line 
from the catalog, ask for estimates 


= 





of the @ district man or the home 
office and then sell the job. 


This is not a matter of theory—it 
has been done in many territories— 
wherever there was a jobber’s sales- 
man with ambition enough to put it 
in operation. The @ line is excep- 
tionally fine and makes friends, build- 
ing both goodwill and profits to the 
house that stocks and sells it. 


Send for the @ Catalog today — 


make progress—don’t mark time 


Frank Adam 


ELECTRIC COMPANY 


ST. LOUIS 
DISTRICT OFFICES 


Toronto, Ont. 


Atlanta, Ga. Charlotte, N. C. Dallas, Texas Kansas City, Mo. New Orleans, La. Pittsburgh, Pa. 

Baltimore, Md. Chicago, Ill. Denver, Colo. Los Angeles, Calif. New York, N. Y. San Francisco,Calif. Vancouver, B. C. 
Boston, Mass. Cincinnati, Ohio Detroit, Mich. Memphis, Tenn. Omaha, Nebr. Seattle, Wash. Walkerville, Ont. 
Buffalo, N. Y. Cleveland, Ohio Jacksonville, Fla. Minneapolis, Minn. Philadelphia, Pa. Tampa, Fla. Winnipeg, Man 


F sevtioont plus Headwork 
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Special Lugs 
No Longer Necessary! 


HERE is a product absolutely new, which you can sell most 
profitably. 

For years Light and Power Company Engineers have desired 
a standardized line of properly made lugs for heavy duty. 

Sherman Heavy Duty Lugs are built according to N. E. L. A. 
specifications. 

Produced by the oldest manufacturers of terminals in the 
country, they are:—of heavy seamless tubing of adequate size 
and strength; accurately dimensioned, and furnished in sizes 
to accommodate wire from19/22 to 2,000,000 C. M. 

Every Light and Power Company a prospect. 
them! 

Tremendous stocks carried. 

Sample on Request. Larger samples will be billed on 
memorandum invoices. Credit to be given on return of 
samples. 


Go after 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH., U.S. A. 


5S 






































bers of both of these lines will receiy: 
even greater co-operation than hereto. 
fore, as there is little doubt but that 
the “Hemco” program is outstanding 
in this respect already. 

The increasing popularity of th 
Wirt line has enabled the Wirt Co. to 
reduce the list prices of several ot 
its items, particularly the Cat. No. 23 
“Dim-a-Lite.”” This device has been 
reduced from a list price of $1.00 
to $0.75, thus placing it within reach 
of every consumer of electricity. 


>= © 


Harvey Hubbell, Jr. 

A man, young in years, but one 
who has shown decided ability in the 
five years he has been connected with 
the plant, has been made president of 
Harvey Hubbell, Inc. This man is 
Harvey Hubbell, Jr., who at the age 
of 26 steps into the vacancy made 
by the death of his father. 


It was decided at a directors’ meet- 


You Are Offered— 











— are offered something better in SRK 
Wire Connectors. They make perfect 
joints without solder or tape and have features 
found only in SRK’s. 

You cannot get better results by paying more 
than SRK’s will cost you nor can you get full 
measure of satisfaction by paying less. 


JIFFY WIRE CONNECTOR CO. 
Hackensack, N. J. 


Eastern Sales Agents 
CUNNINGHAM & MONTGOMERY 
New York—Philadelphia—Pittsburgh—Boston 


PERFECT TAPER 
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AC“ STRANDED WIRE 
GV LOCK 
M146 ih) 
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MEE THREADED CONDUCTIVE 
A LINING OF SPECIAL DESIGN 


HEAVY INSULATION 
SECTIONAL VIEW 





SOLID WIRE 
STRANDED WIRE 























Harvey Hubbell, Jr. 


ing that Mr. Hubbell should assume 
the duties and responsibilities that 
were so capably managed by his 
father before him. And it is the gen- 
eral opinion of the employes that like 
his father, Harvey Hubbell, Jr., with 
his native ability for engineering, 
the flare of inventive genius he has 
already shown, and his executive 
ability, is starting along the path that 
perhaps will lead him to the same 
heights attained by his father. 

Six years ago, Harvey Hubbell, Jr., 
had just finished at Choate school at 
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The Backbone of Service 


ITY. The style of R & M Fans, their 
refinements of design, their niceties of 


HERE is a backbone of service essen 

tial to the proper merchandising of 
fans. And, in the Robbins & Myers Line 
that fact has been so completely recog: 
nized, so thoroughly studied and so well 
solved that the reputation of Robbins & 
Myers service has played no small part in 
the enormous volume of sales reached 
each year. 


The backbone of this service is QUAL- 


5 


operation, are all underlaid by Quality. 


For over thirty years the Robbins & 
Myers Co. has served the industry 
through you. And, in 1928 we stand 
ready as always to back every effort on 
your part with an equal effort on our part 
which will assure us both a most success- 
ful year. 


The Robbins & Myers Co. 


SPRINGFIELD. 


OHIO 


Agencies in all Principal Cities of the World 
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AS 
\ VALUE 
Without An 


it outsells the 


whole field -—- 


With the announcement of 
the new low price — sales 


have doubled. 


Presto 


Electric Vacuum Cleaner 
with the Motor-Driven Brush 














-Junior 
Ome 


Is sold to the dealer through 
YOU. He must buy 
through his regular jobber. 
If your house isn’t handling 
Presto-Jr. you’re both losing 
money that belongs to you. 


You Should 


“Clean-up” 
During the Spring 
House Cleaning 


Season 


Our Advertising Is 
On The Job To Help 


METAL SPECIALTIES 
MANUFACTURING CO. 


338-352 No. Kedzie Ave. 
CHICAGO 














” 


Wallingford. He had prepared for 
Princeton. The summer following his 
graduation at Choate he and _ his 
father toured Europe. Returning 
from Europe Mr. Hubbell decided 
against going to Princeton and re- 
turned to Bridgeport and went to 
work in his father’s factory. With 
five years of active contact with men 
in every branch of the factory, Mr. 
Hubbell enters into his new position 
with thorough knowledge of what is 
in front of him. 

Mr. Hubbell was born in Bridge- 
port in 1901. His early schooling was 


at University school on Fairfield 
avenue. From here he _ entered 
Choate. 


On October 2, 1926 he married 
Clara Ham, daughter of Mr. and Mrs. 
William H. Ham. Mr. Ham is man- 
ager of the Bridgeport Housing cor- 
poration. They now live at 479 Park 
Place, Bridgeport. 

Father and son worked together 
constantly. The majority of the new 
devices now being manufactured come 
from the inventive brain of Harvey 





Hubbell, Jr. Many of these we 
worked out together by Mr. Hubb: || 
and his father. 

It had always been the policy 
Harvey Hubbell, Sr., when he w 
working on a new idea to go dow) 
into the plant and work with his me: 
Harvey Hubbell, Jr., is carrying ov! 
the same idea. 

With his mother, Mr. Hubbell has 
the controlling interest in the com- 
pany, originated and built up by his 
father. 

Exceedingly well liked by the fac- 
tory employes with whom he comes 
into almost daily contact, Mr. Hub- 
bell assumes his new responsibilities 
with the backing of his employes to 
aman. * * * 


Death of R. J. Dibowski 


Richard J. Dibowski, secretary and 
a director of the Wadsworth Electric 
Mfg. Co., Covington, Ky., died sud- 
denly at his home in Covington on 
January 8. He was 53 years old 
and a prominent Kentucky business 


= wn - 


‘man and sportsman. 





























house Lamp Co., Minneapolis. 


| F. 


Some of the boys who handle the manufacturers’ affairs on standard lines. 


left to right, are: Loren M. Wood, of Wood & Anderson, 
(Bert) Downs, Minneapolis & St. Paul, and H. C. Auran, branch manager, Westing- 
Below: Invar H. Stockel, Benjamin representative in 
aa Cities territory; J. H. Flanigan, who sells Hotpoint around Fargo, N. D.; and 
E. Nordeen, traveling out of Milwaukee for G. E. 


Above, 
St. Louis, Mo.; B. B. 
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| The Lion's S 


: of wiring device profits 
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SINCE 1895 


HERE ARE THE 
LATEST IN 
OUTLET BOX 
DEVICES 








CAT. NO. 
9303 250-watt pull socket 
on 3l/4-in. cover 


9304 250-watt pull socket 
on 4-in. cover 

9305 660-watt push sock- 
et on 31/-in: cover 

9306 660-watt push sock- 


et on 4-in. cover 





Sockets are permanent- 
ly attached to covers. 
Each socket is fitted with 
6-in. No. 14 stranded 
rubber covered wire. 
Covers may be black, gal- 
vanized or brass lacquer. 
Pull Sockets have 7-in. 
chains; porcelain pendants 
will be furnished if speci- 
fied. 





These Are Exclusive 
Weber Items. 
Send For Sample 





HENRY D. SEARS 


General Sales Agent 
60 BOYLSTON STREET 





BosTon MASSACHUSETTS 
| \|yezer EPENDABLE 
IRING L/EVICES 











Important NEMA Appoint- 


ments 
Appointment of two additional staff 
| officers of the National Electrical 





Manufacturers Association is  an- 
nounced by Alfred E. Waller, manag- 
ing director. Engineering matters af- 


fecting the entire membership will 














H. T. Melhuish 


W. J. Canada 


hereafter be correlated and directed 
by W. J. Canada, formerly of the 
National Fire Protection Association. 
Mr. Waller also announced the ap- 
pointment of Harold T. Melhuish, 
with duties of handling the increased 


| association business of members of the 


NEMA radio division, especially in 
such matters as merchandising, sta- 


| tistics, contact with broadcasters, rela- 
| tions with other branches of the elec- 


| the inspector's associations. 


trical industry and similar activities. 

Mr. Canada’s new work in the elec- 
trical industry will include associa- 
tion business with such organizations 
as the American Engineering Stand- 
ards Committee, the American Insti- 
tute of Electrical Engineers, the Na- 
tional Fire Protection Association, and 
For the 


| past two years Mr. Canada was field 
| secretary for the National Fire Pro- 


| tection Association. 


He also served 


| for four years as Engineering Director 
| of the National Electric Light Asso- 





ciation. At different times he has 
been associated with the United States 
Bureau of Standards, the Standard 
Oil Company, Stone & Webster, the 
Ohio Inspection Bureau and the Rocky 
Mountain Inspection Bureau. He is a 
graduate of Sheffield Scientific School 
of Yale University. 
Mr. Melhuish 
Pittsburgh for five years and after- 


practiced law in 


wards entered first the automobile 
business and then the radio business. 
During his five and a half years with 
the Radio Corporation of America he 
has successfully been special field rep- 
resentative, district sales manager, as- 
sistant general sales manager and 
manager of sales administration. A 


part of his work with the Radio Cor- 


poration was the development of 
wholesale and retail plan for radi 
sales. He is an alumnus of Lafayett 
College at Easton, Pa., and of th 


University of Michigan Law School 
* * * 


Fitzgerald Holds Annual Sales 


Conference 

On Wednesday and Thursday, Jan 
4 and 5, the Fitzgerald Mfg. Co., 
Torrington, Conn., manufacturers of 
Star-Rite appliances, held its annual 
It was one of the 
largest meetings from the standpoint 
of attendance the company ever held 
The men came in from Canada, San 
Francisco, Dallas, and Birmingham 
and all points in between. 

The men put in very busy days 
starting at eight o'clock in the morn 
ing and finishing at five. The com 
pany’s plants at both Torrington and 
Winsted were inspected by the sales- 
men in a body. On Wednesday night 
a banquet and smoker was held at the 
Martini Hotel, Norfolk, Conn., amid 
quaint and picturesque New England 
surroundings. 

Probably the most impressive part 
of the whole meeting was the serious 
ness with which the men took it and 
the time which they spent discussing 
conditions in each other’s territories 
when amusement or relaxation was in 
order. 


sales meeting. 








W. L. Fleming has resigned as_ sales 
manager of the Crown Electrical Mfg. 
Co., St. Charles, Ill, to become Chicago 
district manager of the Trumbull-Vander- 
poel Electric Mfg. Co., Bantam, Conn 
“Wallie” has an exceptionally wide ac- 
quaintance among the jobbers throughout 
the country, and knows intimately all the 
jobbers in the Chicago district. His 
knowledge of distribution and of sales 
makes him a valuable man for Trumbull- 
Vanderpoel to have in that territory. 
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N ANCHOR ROD bfhat 
combines 3 items 
into 1 


This triple duty Anchor Rod, which combines a guy clamp, a 
guy thimble and an anchor rod all in one, was developed by Mr. 
R. Gould, Construction Engineer of the Postal Telegraph-Cable 
Company. 

With this Gould Anchor Rod you can offer Central Stations 
and Public Utilities a complete unit which combines the three 
most important guy items into one—making possible a very con- 
siderable saving in installing time! 

The sheave on the snubbing post prevents 

abrasion of the galvanizing on the strand 

when the strand is pulled up under strain 

—a point you should stress when selling 

this product. 

These Anchor Rods are furnished in diam- 

eters of %g, 34 and l-inch with lengths 

varying from five to twelve feet. 

You should solicit a trial order from 

every prospect in your territory. It will 

secure repeat business for you. 


STRENGTH 
ECONOMY 
AND 
UTILITY 


A es A LABOR 
JI 2 SAVER 
ii eg ~ i FOR 


ANCHOR ROD 





The Gould Clamp can 
be furnished with 
shorter lengths of rods 
where it is desired to 
attach guys to a tree 
or guy stub. 


_Hubbard — | 


PITTS BURGH ” OAKLAND, CAL. CHICAGO 
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CASH IN 
on this Switch 


J sno and their salesmen should 


lose no time in “cashing in” on 


this new Reliance Automatic 
Time Switch. Into it has been in- 
corporated 15 new improvements 


which give to this product a reli- 
ability which is unquestioned. 

The field is wide open for a switch 
of this caliber. And every con- 
tractor-dealer as well as industrial 
plant in your territory should be told 
about it and its features at once. 

If you do not have full informa- 
tion, write for it today. 

















This shows the demount- 
able works as removed 
from the case. 

Note the sturdy termi- 
nals for connecting wires 
without soldering. 






Do not overlook the service fea- 
ture. Any complaints or adjustments 
are handled direct by us. Neither you 
nor your dealers are troubled with 
any service complaints whatever. 


Sold Through Jobbers 


RELIANCE AUTOMATIC 





LIGHTING CO. 
1907 MEAD STREET | 





RACINE, WISC. 
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Hodgson Promoted 


C. R. Hodgson has been promoted 
from Atlanta representative of Trico 
Fuse Co., Milwaukee, to southern di- 


_ vision sales manager with headquar- 
| ters at Atlanta and looking after the 
| entire South for Trico. 
| is an electrical engineer by profes- 


Mr. Hodgson 


sion and was in past years connected 
with Westinghouse Electric & Mfg. 
Co. in that capacity. 


* * * 


New Paulding Representatives 

The John I. Paulding Co., Inc., 
New Bedford, Mass., manufacturers 
of wiring devices, announces the ap- 
pointment of the M. B. Shaber Co. 
as its representative in Michigan and 
Northern Ohio, with offices at 2032 
E. 22nd St., Cleveland, Ohio, and 131 
E. Jefferson Ave., Detroit, Mich. Mr. 
Shaber is carrying stock in Detroit 
for the convenience of the jobbing 
trade. 

The company also announces the 
appointment of George E. Anderson 
Co., located in the Allen Bldg., Dal- 
las, Texas, as its representative in 
the States of Arkansas, Louisiana, 
Oklahoma, Texas, Mississippi, and the 
City of Memphis, Tenn. 


ss. *@ 2 


Tom Grier Off for California 


Thomas G. Grier, known to every- 
body electrical, left Chicago January 
30 for his winter home in Riverside, 
Calif. As usual he will remain in the 


West until about the first of May. 


Cosbey Secretary of Wads- 

worth Co. 

Roy Cosbey has been elected as {| 
rector and secretary of The Wais 
worth Electric Mfg. Co., Inc., to ‘|| 
the vacancy created by the death 0} 
Richard J. Dibowski. Mr. Cosby 
for the past four years has been th 
comptroller of this company and pr: 
viously was connected with The Jos- 
lin-Schmidt Co., Cincinnati Milling 
Machine Co., The Modern Foundry 
Co., and Ernst & Ernst, all of Cin 


cinnati, Ohio. 
* * 


Flexible Steel Holds Annual 


Convention 

The sixth annual convention of the 
Flexible Steel Lacing Co., Chicago, 
held January 4, 5, and 6, has gone into 
the company history as the finest of 
all their meetings. 

This convention, lasting over three 
working days, ran from nine until 
four-thirty daily upon a carefully 
planned subject schedule. Ample 
time was allowed for discussion but 
under the guidance of H. L. Coats, 
sales manager, avoiding unnecessary 
digression and undue length. 

An excellent year was recorded and 
improvements in production and prod- 
ucts for which the company is always 
striving, were noted with keen inter- 
est. 

Two guests who distribute the com- 
pany’s products in countries across 
the great waters were present: A. G 
Morley from Australia and J. D. Col- 
lier from Japan. 
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Steel Lacing Executives and Salesmen 
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_|.“PAINT IT WITH YOUR 
VACUUM 









The ROYAL 
“ SPRAY 
~ | ATTACHMENT 


Paints and Sprays Perfectly 
with Air Supplied by Any 
Household Vacuum Cleaner 










The Royal Sprayer not only does 
a perfect job of power spray-paint- 
ing, but it sprays insecticides, germi- 
cides, disinfectants, moth- and fly- 
killers; sprays oil on auto springs 
and takes out squeaks—in fact, you 
sell it as an all-around household 
sprayer, emphasizing the fact, how- 
ever, that it spray-paints household 
lacquers by the same perfect method 
used in painting the finest autos. 





At the low price of $4.50 


retail, your market for this de- 
vice is enormous. There are 
more than 7,000,COO vacuum 
cleaners now in use and a mil 
lion new ones being sold every 
year, 

EE SS Cae ee 3 ee! $4.50 each 

Less than dozen lots................ 3.37 each 

emma WR 2.70 each 


Prices on Jobbers’ Quantities quoted on 
application. ORDER PROMPTLY FOR 
PREFERRED CONSIDERATION. 


THE P. A. GEIER COMPANY 


Manufacturers of the famous Royal Electric Cleaners 


540-560 East 105th Street Cleveland, Ohio, U.S. A. 
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S. E. D. Monthly 


Advertising Service 


An Advertising Service prepared by experi 
enced advertising men who have had long 
contact with the advertising problems of the 
electrical industry. Issued monthly. Each 
Service contains 12 to 15 newspaper adver- 
tising suggestions designed to tie in with 
industry activities, seasonal campaigns and im- 
portant occasions. Also with each Service are 
supplied window or store display suggestions 
and two copies of an attractive display card 
in colors. With the proofs of the advertise- 
ments is a complete set of matrices for the 
illustrations. The cost of the Service is ex- 
tremely reasonable and is by subscription. 

For further information, apply to 


The Society for Electrical Development, Inc. 
420 Lexington Avenue, New York, N. Y. 


The Red Seal Plan 


There are millions of insufficiently wired 
homes in the country and to this number hun- 
dreds of thousands are added yearly. This 
condition reduces the market for electric serv 
ice and supplies and calls for correction. The 
Red Seal Plan is a medium designed to improve 
the situation. It deals with the adequacy of 
the wiring installation, that is, with the num- 
ber of lighting, switch and convenience outlets. 
It does not concern materials, equipment or the 
person who makes the installation. The Red 
Seal Plan is operated through local electrical 
leagues by license issued by The Society for 
Electrical Development, the national sponsor 
for the Plan. 


For further information, communicate with 


The Society for Electrical Development, Inc. 
420 Lexington Avenue, New York, N. Y. 
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Jules J. Dreyfuss, sales manager, United 
States Electric Manufacturing Corp., 222 
West 14th St., New York City, greets his 
many friends in the jobbing trade of the 
middle west where he spent the last 16 
years covering at one time or another al! 
the territory between Winnipeg and the 
Gulf of Mexico and Detroit and Denver 
About six months ago Mr. Dreyfuss came 
into the main office as sales manager of 
the company and just wants to remind 
his many friends in his old territory that 
because he is far away doesn’t mean that 
he isn’t going to see them now and then 





Master Electric Sales 
Convention 

The annual sales convention of the 
Master Electric Co., Dayton, O., was 
held January 9 and 10, one of the 
largest and best ever held by the com- 
pany. An extensive program of con- 
ferences and entertainment was laid 
out for the visiting representatives, all 
of which was in charge of George A 
Arnold, manager of the advertising 
and sales promotion departments. 


The convention opened with an ad- 
dress of welcome by E. P. Larsh, 
president and general manager, and 
closed with the Master annual sales 
banquet at the Engineer’s Club. Ap- 
proximately 100 guests attended this 
function. 


During the convention the new 
“Masterfone,” a product of the com- 
pany, furnished electrically repro- 
duced music to all departments of the 
plant. This new system has been 
permanently installed and will be 
operated every working day from 
12:00 to 1:00 P. M. This is only 
another step in carrying out the com- 
pany’s policy of providing healthy, 
pleasant surroundings for its workers. 

The officers of the company are: 
E. P. Larsh, president and general 
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Flood-O-Lite Jr. No. 3022 

Compietely equipped. Ready to do 
its stuff immediately on any interior 
Flood or Spot Lighting job. Combi- 
nation base. Can be used on floor or 
attached to wall, ceiling, or transom 
bar. 





REFLECTOR & 
ILLUMINATING 
co 


WHAT a wonderful opportunity! Thousands 
upon thousands of the new cars will be sold at 
night—and FLOOD-O-LITE JR. Spot-Flood Light 
will help sell them. 


TAKE advantage of this ideal situation. Put the 
idea over with Electrical Contractors. Suggest to 
them the tremendous value of Flood-Lighting and 
Spot-Lighting the new cars with FLOOD-O-LITE 
JR. and lighting up automobile display rooms effi- 
ciently with STERLING Reflectors. 


IT will mean many profitable sales and installa- 
tions for them—increased orders for you. We're 
prepared to cooperate in every way and make 


IMMEDIATE DELIVERY. 


Sterling Pocket Catalog 


Just off the press. Shows complete 
line of Sterling products. Handy 
and convenient. Send for your copy 
today. 





Reflector & Illuminating Co. 


Manufacturers & Engineers 


1411 Jackson Bivd., 


Chicago, U, S. A. 
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PSE ASIC to sen 
“EMERSON 


Easier for the jobber’s salesman be- 
cause it’s easier for the dealer . . 


The Emerson 5-year guarantee 
gives each an exclusive and 
convincing sales argument that 
the public has learned to trust. 
THE EMERSON ELECTRIC MFG. CO., 
2018 Washington Ave., St. Louis, Mo. 


806 W. Washington Blvd. Chicago. 
60 Church St., New York City. 


MERSON FANS 
“the 5) Year Guarantee 


























Better Sign Lighting At Less Cost 


Latest Quad Development in Low Price 
Equipment 
Horizontal Reflector Eliminates Goosenecks 


and Pipe Elbows 


“Q-D” forty-five degree angle horizon- 
tal type reflector for sign and billboard 
lighting has many advantages. Very easy 
to wire and reflector can be quickly de- 
tached for cleaning without disturbing 
electrical connections. May be attached 
to projecting end of '4” conduit, elim- 
omnes gooseneck, pipe elbow or outlet 
Ox. 


Various type fittings and different size re- 
flectors are interchangeable. Entire unit is 
strong in construction, simple and weather- 
proof. 


Type 
“H’’ 





Write for New Catalog and Price Sheet 
giving complete data on Quad Lighting 
Equipment. 


QUADRANGLE MEG. CO. 
553 W. Monroe St., Chicago 





Illustration shows 
small sign lighted by 
two “9 "45 de- 
gree horizontal type 
reflectors. Note ab- 
sence of goose necks 
and pipe elbows. 











REFLECTORS ) 


























This is a photograph of J. L. Beeb: 
Seattle salesman reporting through San 
Francisco for the Trumbull Electric Mfg 
Co. Mr. Beebe was the personal guest 
of Governor Trumbull on a trip to Brain 
ard Field where he enjoyed a trip ove: 
Connecticut in one of the State planes. 





manager; W. R. Clements, vice-presi 
dent and sales manager; J. O. Wort 
man, secretary; H. E. Kline, treas 
urer. 

The floor space required to house a!! 
the Master activities was practical], 
doubled during 1927 by the erection 
of a new cast iron and alloy foundry 
building of modern construction and 
by the purchase from the Emmons Co 
and the Economy Rubber Products 
Co. of two large brick buildings whic!) 
formerly comprised a part of the 
Davis Sewing Machine plant. The 
total floor space is divided into four 
major manufacturing units and sev- 
eral smaller units with a total of ap 
proximately 135,000 square feet. 

The Master Electric Co. is now 
equipped to turn out 500 motors per 
day ranging from 1/10 to 10 H. P 
Within this horsepower range th: 
Master line is very complete and in- 
cludes the motor types generally used 
for direct motor drive applications— 
both alternating and direct current. 


+ "ie @ 


Caffrey & Warner Represent 


Haring Switch Plate Co. 
Caffrey & Warner, Inc., 1 East 
42nd St., New York, announce their 
appointment as New York representa- 
tives of the Haring Switch Plate 
Co., 609 Washington Square Bldg., 
Philadelphia, manufacturers of mirror 
glass flush plates. Caffrey & Warner 
succeed Robert E. Rae, who has rep- 
resented this company for the past 

year in the Metropolitan District. 
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Every retail electric shop 


can sell it 


Here is a hot water bottle stopper built 
on entirely new lines and guaranteed to 
maintain hot water bottles at an even 
temperature without the slightest dan- 
ger of overheating, burning or short- 
circuiting. 


Every family will want at least one 
Appleton ‘‘Keephot’’ Stopper because 
every family has at least one hot water 
bottle that can’t be kept hot in any 
other way. 


The retail price is so low that this 
will prove one of the fastest-turning 
items you and your dealers have ever 
handled. Retails for $3.00 complete with 


profitably 


socket and 10 ft. of rubber covered cord. 
A good margin for you, too. 


‘‘Keephot”’ Stoppers fit any hot water 
bottle. Cost about 4c for current [A. C. 
only] in 24 hours. Very much superior 
in quality of workmanship, finish and 
principle of operation to any similar 
device now on the market. Appleton 
quality throughout. 


Write us for discounts and literature 
today. This is an especially attractive 
proposition and just what retailers want 
for a quick-turning item that requires 
very little investment or storage space. 
Drop us a line today. 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue, Chicago, U. Si A. 


New York—150 Varick Sr. 


Appleton 






Stopp er 


for hot water bott 


Los Angeles—340 Azusa St. 









Each ‘‘ Keephot"’ 
Stopper is put up 
in an attractivered 
and black box whose 
lid opens to forma 
small compact 

counter display. 


les 


















108 


THE JOBBER’SJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


MULTI 


Weatherproof | 
Receptacles | 


The Multi Line 
of Receptacles are 
thoroughly 
weatherproof. 

They consist of | 
heavy porcelain 
receptacle bases 
threaded to take 
glass globes for | 
enclosing the lamp 
and metal parts 
together with suit- 
able castings for 
attaching directly 
to conduit or out: | 
let boxes. The 
glass globe is 
turned in until it 











A 602 
seats against rubber gasket on inside 
of porcelain cap. 


Multi Weatherproof Receptacles 
prove most satisfactory when en | 
countering hard service under rain, 
dampness, or inflammable dust condi: | 
tions. The type “A” is used for open | 
wiring work. 


Jobbers’ 
men will 
attractive 
existing for these 
products. Indus- 
trial plants are all 
interested in secur- 
ing receptacles 
which will stand 
up under severe 
conditions of serv- 
ice at the low 
price of the Multi 
Weatherproof fix- 
ture. 

Do not overlook 
the type “B” which 
has a casting 
threaded for Wy" 
conduit and is intended for drop fixture 
work or direct mounting in pendant manner 
on end of conduit loops. The types “C” | 
and “D” have flanged holders for direct 
mounting on 314” or 4” outlet boxes. 


sales- 
find an 
market 





B 602 


Write for catalog to- 
day on the complete 
line including: — porce- 
lain bushings; N. E. C. 
cut-outs, reflectors, 
cover-sockets, etc. 


MULTI ELECTRICAL | 
MFG. CO. 


210 North Ogden Ave. 
Chicago 





H. H. Frost Joins Federal- 
Brandes 

At a meeting of the board of direc- 
tors of Federal-Brandes, Inc., manu- 
facturers of Kolster Radio, held on 
January 28, Herbert H. Frost was 
elected a vice-president of the cor- 
poration, in charge of merchandising. 

Mr. Frost has been one of the lead- 
ers in the radio industry sinee its 


_ inception and his appointment by Fed- 


eral-Brandes, Inc., is a forward step 
in the building up of that company’s 
merchandising activities. From 1921 
to 1925 Mr. Frost was president of 
Herbert H. Frost, Inc., a large radio 
manufacturer in Chicago. He resigned 
that position in 1925 to become gen- 
eral sales manager of E. T. Cunning- 
ham, Inc., manufacturers of the Cun- 
ningham radio tubes. He has just 
tendered his resignation to that com- 
pany to accept his new appointment 
as vice-president of Federal-Brandes, 
Ine. 

Under the leadership of Rudolph 
Spreckels, chairman of the board of 
directors, Federal-Brandes, Inc., has 
built up the sale of its Kolster radio 
sets until it is now one of the out- 
standing leaders in the industry. 


In addition, Federal-Brandes, Inc., 


| is linked with the Mackay system 
| through its subsidiary, Federal Tele- 


graph Co., and is the, manufacturer 


| for the Columbia Phonograph Co. of 


the electrical equipment for the Co- 
lumbia Kolster phonograph. 


* * * 


Crosley Birthday Stunt 


Sixty-two continuous 


broadcasting, which, it is believed, es- 


hours’ of 


tablished a world’s record for non-stop 
radio programs, marked the seventh 




















“Thar’s b’ars in them hills stranger!” 


| and to prove it F. B. Stubinger, advertis- 
| ing manager, the Buffalo Forge Co., Buf- 


falo, and a party of friends shot one of 
the “b’ars”. Mr. Stubinger is kneeling at 
the right in the bottom row and if you 
will look real close you will see Mr. Bear 
hanging from the tree in the back. 





“Oggie” as W. Ogden Coleman is known. 
is also classified as the right hand man of 
Santa Claus. As head of the American 
Flyer Co., of Chicago, he is a manufac 
turer of toy trains, and is also president 
of the Joy Manufacturers’ Association of 
America. He reports the business of the 
company as very gratifying in 1927, with 
practically all stock cleared out ready for 
the new 1928 line. 





birthday anniversary of station WLW, 
owned and operated by the Crosley 
Radio Corp., Cincinnati. WLW went 
on the air Friday, January 27, at 8:00 
A. M. with its regular setting-up ex 
ercises. There was no break in the 
broadcasting until Sunday, January 
29, at 10:00 P. M. 

estimated that more 
than 230 musicians and entertainers 
were heard broadcasting from the Cin- 
cinnati studios of WLW during th: 
celebration. More than 150 musicians 
were heard by remote control in the 
five and a half hours of chain pro 
grams that fell within the 62 hour 


schedule. 


It has been 


* * 


* 

C. C. Henry Joins G-G-H. 

Charles C. Henry, for the past 
four years with the Sonora Phono- 
graph and Radio Co. of New York, 
has joined the Grigsby-Grunow-Hinds 
Co., “Majestic”’ 
electric radio power units, of Chica- 
go, and has already entered upon 
his duties in his new location. Mr. 
Henry occupied the post of radio 
sales engineer with the Sonora com- 
pany and will continue as sales en- 
gineer for Grigsby-Grunow-Hinds 
Co. Before going with Sonora, Mr. 
Henry was with the Federal Tele- 
phone & Telegraph Co., of Buffalo, 
and prior to that was an expert ra- 
dio consultant in the U. S. Navy. In 
the early days of radio he operated 
an amateur station from Dubuque, Ia. 


manufacturers of 
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No. 34 Horton Electric 
Washer. Copper tub; 
Submerged agitator type. 
Same model with gaso- 
line engine (No. 34-64); 





Power pulley (No. 34-54). 





Cfor Half a Century and 


M certainidealshave 
OVC ™ identified the 
name Horton in the minds of those 
whom Horton serves. 


One unvarying ideal has been that each 
unit manufactured by Horton must be 
surpassingly fine—as perfect as human 
hands can build. 


Another, equally important ideal, per- 
mits no compromise in materials that 
enter into the making of Horton prod- 
ucts. That these ideals have lived 
—have existed in practice rather 
than merely in mind—is evi- 





denced in Horton’s constant growth 
year after year. 


It is a fact—Horton Washers and the 
Horton Ironer built upon these ideals of 
service andsatisfaction areincreasing in 
demand with corresponding benefits 
to user and seller, as well as builder. 


Horton now is serving leading jobbers 
and their dealers the country over ina 
relationship that is friendly—mutually 
satisfactory. If you are interested in 
learning more of our sales policy 
—write us—we will gladly give 
you the facts. 


HORTON MANUFACTURING COMPANY 
FORT WAYNE, INDIANA 


HORTO 
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The 


HORTON 
LINE 


ts Complete 


o 





No. 40 Horton Electric 
Washer. Copper tub 3- 
cup suction type. 





No. 30 Horton Peerless 
Washer. Wood tub; wa- 
ter power motor. 





No. 33 Horton Electric 
Washer. Wood tub; agi- 
tator type. 





No. 23 Horton Motor 
High Speed «Washer. 
Wood tub; hand power. 


ae TE 














‘ 


Horton Automatic 
Ironer. Electric or gas 
heat; electrically driven; 
pe ‘inch complete open end 


Washers 


lroners 





GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 
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—@ Tir ANSonmA ELECTRICAL Co. 








THEANSONIA ELECTRICALCO, 


ceivable 


ing experience. 


ber. 


No. 303 


Write for 64 page catalog J which 
illustrates annunciators and _ our 
complete line of other electrical 
house goods. 


ANSONIA, CONN. 


iL 
Y 


houses, 


They 


ANNUNCIATORS — BELLS — BUZZERS — PUSH BUTTONS 


ANNUNCIATORS 


The Ansonia line of Annunciators 
offers a variety to fit every con- 
demand. For 

hotels, offices, elevators, etc. 
offer mechanical and electrical per- 
fection which can only be obtained 
by years of specialized manufactur- 
These may be ob- 
tained through any electrical job- 








ELECTRICAL HOUSE GOODS 

















OR 





Wire nuts 
come in stand- 
ard packages 
of 100. Use 
them for speed, 
convenience 


and efficiency. 


33-N-50 








Mah @ ge 
Quicker and Better 








When you screw a wire nut over 
the ends of apair of wires you auto- 
matically make a better contact, 
stronger joint and more perfectly 
insulated connectionthan ever be- 
fore. Thethreads in the brass inset 
bite and grip the wire ends and the 
Coltrock shell extends well back 
over the insulation on the wires. 


CoLT’s PATENT FirE ARMS Mrc.Co. 


Electrical Division 


HARTFORD, Conn. U.S.A. 
NEW YORK~ BOSTON ~CHICAGO~SAN FRANCISCO 





USE 
NUMBER 12 
FOR 
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lid Tate! 





| Stranded wire. 
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and 1 Stranded wire. 
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lid wire. 
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wire. 
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wire, 
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wire. 


Approved by Underwriters Laboratories, Inc. 








Andrae On European Tour 

Mr. and Mrs. Henry P. Andrae «; 
Milwaukee accompanied by their so: 
in-law and daughter, Mr. and Mr: 
Elijah Kent Hubbard II of Hartford 
Conn., will sail from New Yori 
March 6, on the steamer Laurenti: 

Mr. Andrae, president of Juliu- 
Andrae & Sons Co., states his Euro 
pean travels will include The Rivier: 
Monte Carlo, Nice and other interes! 
ing places. Mr. Andrae and his part 
expect to be away about three months 
This is the first extended trip Mr 
Andrae has taken from his many re 
sponsibilities, since the formation 0! 
Julius Andrae & Sons Co. 


* * * 


Leo Mockenhaupt Marries 

Leo G. Mockenhaupt was married 
on January 2, to Mrs. Edith Nelson 
of Chicago. 

Mr. Mockenhaupt has been asso 
ciated with Harvey Hubbell, Inc., fo: 
the past 20 years, and at the present 
time is western sales manager for thx 
company, to which position he wa 
promoted upon the 
Thomas G. Grier. 

Old friends who desire to send thei: 
congratulations, best wishes for hap 
piness, or the usual “‘wise cracks” may 
address the Mockenhaupts at 1053 
North Shore Ave., Chicago. 


resignation 0! 


* * * 


Eagle Electric Expands 
Organization 

Louis Ludwig, president of th: 
Eagle Electric Mfg. Co., has started 
on an extensive trip covering the en- 
tire United States for the purpose of 
gaining closer contact with the job- 
bers and building up a feeling of good 
will. 

The Eagle Electric Mfg. Co., has 
recently taken over several allied con- 
cerns, the most important of which 
is the old Magnus Electric line. Those 
items that were not already in the 
Eagle line, will be brought out as soon 
as the items have been tooled up. 
This company has found it necessary 
to open a warehouse and Pacific Coast 
office at 9384 Howard St., San Fran- 
cisco, Calif., and has appointed C. J. 
Gratiot as Pacific Coast manager. 

The following are the new members 
of the Eagle Sales force, who will 
meet the trade in the year of 1928: 
E. F. Reinhardt & Co. 817 No. 11th 
St., St. Louis, Mo., covering the states 
of Missouri and Illinois, exclusive of 
Chicago; Geo. J. Manheim, 330 Erie 
Bldg., Cleveland, Ohio, for the states 
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Sell A Fan Dealers Can Sell 
Because It “Blows More Air” 


Look forward a few months! 


It’s hot—it’s been hot for days! 
A steaming, perspiring customer 
goes into a store with one idea in 
mind; “Gimme a Fan.” 


The dealer carries several—he’s 
hot too. He doesn’t want to waste 
time on selling words. “Here's the 
Day-Fan Fan. It blows more air 
_.. feel it.” That's all he needs 
for a sales talk on a hot day. And 
what fan won't get sold when the 
customer hears that it “Blows More 


Air.” Push Day-Fan Fans. 


“Blows More Air” is only ; Then behind the fans stands 
one of many selling features. a | aw the company that builds 
There are seven others to give Xi Yip them, with 39 Years’ Experi- 





a dealer something big to talk 
about. Day-Fan Fans have 
Big Blades to scatter wide the 
cooling winds—Husky 
Motors to drive the blades at 
consistent speed—special in- 
sulation to make the motors 
Heat-Proof, Di rt-Proof, 
Damp-Proof, so’s they always 
run in spite of dust and neglect. 


ence to do the job. And last 
is Power Economy, an impor- 
tant item nowadays when 
more and more electrical ap- 
pliances are working in 
homes. 


Dealers want fans that have 
selling points. Sell Day-Fan 
Fans. 


Day-Fan Electric Company, Dept. O, Dayton, Ohio 


For More Than 39 Years Manufacturers of High Grade Electrical Apparatus 
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The Standard 
of the 
Industry 





Hemingray Glass In- 
sulators may truly be said 
to be the “Standard of 
the Industry.” 

Their efficiency has 
been established over 
many years of long and 
satisfactory service. And, 
a Hemingray Insulator 
can be found on practi- 
cally every line in the 
country. 

For all low and medi- 
um voltage lines ranging 
from 2500 volts to 15,- 
000 volts sell Hemingray 
Insulators. 








Them 
Hemingray 


fi) 
HEMINGR AY 
GLASS COMPANY 


IN “MUNCIE INDIANA - Sb 








| was connected with the Crouse-Hinds 
| Co. for some time, and is thoroughly 
_ acquainted with electrical procedure. 


| of the office, 


| at the new factory located at 1925 S. 
Western Ave., Chicago. 


of Ohio, Indiana and Michigan; Mr. 
Hochberg, for the state of New Jer- 
sey and Westchester County, New 
York; Edw. Laderman, states of 
Pennsylvania and New York, exclu- 
sive of Philadelphia, and greater New 
York City; Leonard A. Weiller, 617 
Lexington Bldg, Baltimore, Md., the 
state of Maryland and District of 
Columbia. * * 


District Representatives Visit 
Temple 

Harold Moynelo of Borden & 
Moynelo of New York and Washing- 
ton, eastern central representative, 
Irving Schubot of Detroit, Franklin 
McDermott of St. Louis, J. L. Leban, 
Cleveland representative, and Frank 
Guppy, Minneapolis representative, 
recently were the guests of Addison 
Brown, sales manager of Temple, Inc., 


These men, who are all experienced 
radio men, were greatly enthused and 
complimented Mr. Fred Temple, vice- 
president and general superintendent 
of Temple, Inc., on the new factory 


At the Gateway 
of pets Chicago 





which he has just completed and 


which Temple, Inc., moved into the | 


latter part of 1927. _Mr. Temple has! 
built into the Temple plant a most up| 
to date and scientific experimental | 
and testing laboratory and made spe-| 
cial tests and demonstrations that | 
were of considerable interest to all 
present. * * +# 


Trumbull Electric News 
The Trumbull Electric Mfg. Com- | 
pany has appointed Frank M. Buck- | 
ley as sales representative in the Pitts- 
burgh district, who will work for this 
year with A. H. Bergendahl, the pres- 
ent salesman, whose home is in Cleve- 
land. Mr. Buckley is a graduate of 
Rensselaer Polytechnic Institute and 


The company also announces the 
opening of its Boston sales office Jan- 
uary 3, in the Statler Building, room 
1002. J. S. Ingebretsen is in charge 
with two assistants. 


oe « 


New Steinite Distributors 

The Steinite Laboratories Co., Chi- 
cago, announces the appointment of 
H. J. Gorke, Syracuse, N. Y., and the 
Crescent Electric Supply Co., Du- 
buque, la., as exclusive distributors 
of Steinite sets. H. J. Gorke will 
cover the entire central New York 
state territory for Steinite. 

















Dearborn St., from Jackson to Quincy 


Chicago 


Jobber salesmen calling on 
Chicago's retail trade enjoy 
great advantages of location 
and environment here at the 
“Comfortable Great North- 
ern.” This hotel is in cen- 
tral downtown, within one 
block of State Street, the 
great retail center, and con- 
venient to transportation for 
all outlying retail districts. 
Close to the theater, financial 
and wholesale centers. 


Here are the largest, best- 
lighted Sample Rooms in 
Chicago, ideally suitable for 
merchandise display and for 
personal occupancy. 


The Great Northern is 
downtown headquarters for 
many business and sales or- 
ganizations. Buyers from 
State Street stores and from 
other large concerns come to 
the hotel daily. 


Guest rooms $2.50 upward 
per day. Sample rooms $4, 
$5, $6 and $8 per day. For 
two persons in any guest 
room the additional charge 
is only $1 per day. No ad- 
vance over main restaurant 
prices for service of meals in 
guest rooms. 


Garage near. Guests’ cars 





delivered without _ service 
charge. 
IneDieei 
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Paranite™ J aN 
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—the BEST wire may cost MORE 
by the foot—but LESS by the year 


EN it comes to selecting wire, beware of the 
high cost of the low price. Here’s a case where 
a penny shaved is not a penny saved. 
You can’t do a good wiring job with poor wire. It 
the wire isn’t right, the whole job’s wrong. Often 
the blame is laid on “faulty wiring” when faulty wire 
is the real cause of the trouble. 
More and more, men who specify and use rubber-cov- 
ered wires are turning to PARANITE. They know that 
it is right; backed by 37 years of sincere service— 
over three decades of experience and experiments. 


Don’t gamble with wire — specify PARANITE! 














INDIANA RUBBER & INSULATED WIRE COMPANY 
JONESBORO, INDIANA 








811 Marquette Bldg. 63 Vesey Street 
Chicago, Illinois New York City 
Western Representative | 
H. F. Boardman Walter I. Fe: nm & Company | 
400 Hibernian Bldg., Los Angeles 208 Baltimore Bidg., Kansas City, Mo. | 






Warehouse stocks Dallas, Texas; Denver, Colorado 
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COLE 
FUSE 
PANELS 





Cat. No. FP6 


Exclusive Self-Aligning Features 

The Most Efficient Units Made 
Furnished in from 2 to 24 circuits 

Also with tumbler switches 

Priced to meet competition 

Learn all about them in catalog No. 27 


Send for your copy today! 


COLE METAL PRODUCTS CO. 


Enclosures for Every Electrical Requirement 
33 Crescent Street 
LONG ISLAND CITY, N. Y. 


























Real Merchandise 


—Reasonably Priced 


ERE is a new line of Electric Stoves which you can distribute on a most 
profitable basis. 

It represents real merchandise priced at a most attractive figure. 

Single and three heat stoves are available, both in black enamel with high- 
ly polished nickel trimmings, and in nickel-plate, copper plated, buffed and 
heavily nickeled. 

All elements are of genuine Nickel Chromium with heat resisting porcelain. 

Distributors are being appointed. Write for our proposition at once. 


THE OHIO STAMPING & ENGINEERING CO. 


1120 Bolander Ave., DAYTON, OHIO 








A. I. Blanc Awarded Antenna 
Patent 

A. I. Blanc, well known to the radi. 
trade, has been granted the letters 0; 
patent U. S. A. Number 165410: 
dated Dec. 27, 1927 on Ball Antenn: 
and improvements. He has assigne: 
the patent to the Essenbee Radio De 
vices Co., 2016 W. Lake St., Chicagu, 
Ill., now manufacturing the “Im 
proved Ideal Ball Umbrella” aerial. 


ee @€.%% 


Wirt Employs Hatheway Co. 

Hatheway & Co., 16 Hudson St. 
New York, national distributors for 
several manufacturers of electrical 
supplies, have been appointed sales 
agents in New England, New York 
state, and the metropolitan district 
of New York for the Wirt Co., Ger- 
mantown, Philadelphia, Pa., manufac- 
turer of the Wirt “Dimalite” line and 
Wirt radio loudspeakers. 

* #* & 


Anderson Back in Texas 


George E. Anderson has shaken the 
dust of St. Louis from his feet and 
gone back where “he cum frum’, 
grandoldtexas. He has _ purchased 
from his old partners in the Wood & 
Anderson Co., A. M. and Loren Wood, 
their interest in the southwest terri- 
tory consisting of Oklahoma, Texas, 
Louisiana, Arkansas and the cities of 
Jackson, Miss., and Memphis, Tenn. 
He will handle all the manufacturers 
lines in this territory that the Wood 
& Anderson Co. handled in that same 
territory heretofore. 

George has looked after this terri 
tory for the Wood & Anderson Co 
for quite a few years. He is well 
known to the trade and popular. 

* * & 


Business Practices to be Dis- 

cussed in Chicago 

Business. practices and_ business 
getting will be major subjects of dis- 
cussion at the March 14-16 meeting 
of the policies division, National Elec- 
trical Manufacturers Association, ac- 
cording to announcement by Clarence 
L. Collens, vice-president of NEMA 
in charge of the meeting. The divi- 
sion is composed of the presidents and 
executive officers of nearly 400 elec- 
trical and radio manufacturing com- 
panies. It will meet at the Edge- 
water Beach Hotel, Chicago. 

A board of governors meeting, at 
which Gerald Swope, president, will 
preside, is scheduled for Wednesday 
evening, March 14. 
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AMERICAN BLOWER ANNOUNCES 
ANOTHER STRIKING AND WELL 
DIRECTED ADVERTISING PROGRAM 


= 
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| Rr VERY person connected with the selling 
| end of the electrical industry will find 
something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
men in the industry will prove interesting 
and instructive to many. Various other 
features will be well worth reading each 
month. 


We want you to become a regular reader of 
The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 


























“Jiffy” Appoints New Agents 

Announcement has been made thai 
the Jiffy Wire Connector Co., Hack 
ensack, N. J., manufacturers of S.R.k 
wire connectors, has appointed two 
new territorial representatives. The 
James E. Gleason Co., 559 West Mon- 
roe St., Chicago, will represent “Jiffy” 
in the Chicago territory and the J. J 


Miner Co., 141 East Jefferson Ave... 


Detroit, in that territory. 

The Jiffy Wire Connector Co. also 
announces two new solderless connec- 
tors which, it states, materially facili- 
tate wire splicing and connecting. 


* a ®@ 


Jenkins & Gunther Expand 
The firm of Jenkins & Gunther, 
Dallas, Tex., announces that as of the 
first of the year they have concluded 
an agreement with the Rome Wire 
Co. Division General Cable Corpora- 
tion, covering the representation of 
its products in the states of Texas, 
Oklahoma, Arkansas and Western 
Louisiana. In addition to represent- 
ing the Rome Wire Company, they 
also represent the following: Ed- 
wards & Co.; Bulldog Electric Prod- 
ucts Co.; The Frink Co.; Reynolds 
Spring Co.; The M. B. Austin Co. 


+ + 


Annis to Handle Reynolite 

John G. Rossiter, sales manager of 
the Reynolds Spring Co., Jackson, 
Mich., has appointed the C. H. Annis 
Sales Co. as its representative in Kan- 
sas City, Mo. 

Mr. Rossiter, who has just com- 
pleted a trip calling on various dis- 
trict representatives and jobbers, is 


preparing to announce several new 


products early in March. 
* * * 


Two New Men for Curtis 

Curtis Lighting, Inc., announces the 
appointment of Otis F. Fulhage as 
resident engineer in Des Moines, 
Iowa. Mr. Fulhage was formerly 
with the Kansas City territory of this 
company. 

George R. Kelly has joined the 
Chicago sales force of Curtis Light- 
ing. 


- 8 


Withers With Oliver 
Iron and Steel 

Frank P. Withers has been ap 
pointed district manager at Chicago, 
Ill., 882 So. Michigan Ave., by the 
line material department of the Oliver 
Iron and Steel Corp., of Pittsburgh. 
Pa. 


{| 
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New York 
Boston 


Dappy New Year 
To All ‘‘Circle T’’ Jobbers 











HE electrical industry as a whole has 
held up throughout 1927 about equal 
to the banner year of 1926 and in some 
phases has even passed expectations. 





This year has not been a year when we could 
all sit back and let the orders roll in. Competi- 
tion has been keen and it looks as though it 
would continue throughout 1928. 


This year has been and it looks as though next 
year would be good for the industry. In 1926, 
production problems were worked out. This 
year and next year will be years of development 
—new devices, improvements on the old, de- 
velopments in sales promotion with increased 
sales efforts. 


May we share together the prosperity of 1928 
as we have in the past two years. 


OAD 


The Trumbull Electric Mtg. Company 


PLAINVILLE, CONN. 
Philadelphia Atlanta Ludlow 


San Francisco 
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New Electrical Products 


Deliveries 








J OBBERS never 
worry about deliveries 
of “Central” Conduit. 
Whether the sale is 
made of “Central 
White” or “Central 
Black” the jobber 
knows that the order 
will be filled and de- 
livery made when 


wanted. 


Central Tube Company 


PITTSBURGH 


Sales Offices in Principal Cities 





Two of the new products of the Reynolds Spring Co., Jackson, Mich., are 
the Reynolite octagon push button and the “Han-D-Cap Jr.” The former 
(on the left) is molded of brown Bakelite with scarlet center button. The 
mechanism is recessed to accommodate No. 14 wire. All metal parts are in- 
sulated. Cat. No. 901. The latter (on the right) is a small plug designed 
for use wherever a receptacle is difficult of access. It is especially satisfactory 
for use with heating and cooking appliances. This product, listed as Cat. No. 
470 is molded in one piece, brown Bakelite. 

















CONDUIT BUSHINGS 


Resist Corrosion 
Sell Quickly 


Please Your Customers 








CONDUIT BUSHINGS 
will make a big hit with your 
customers because 


| CW P CADMIUM -PLATED 


They’re Stamped--not Cast— 
Won't break. Lighter and Better 
Appearance. 

They’re Cadmium-Plated—Won't 
rust. Always look good. Ideal for 
wiring jobs in damp or corrosive at- 
mosphere. 


Threads are Clean-Cut—No tap- 
ing out or forcing on. Every bushing 
a good fit. 


Neatly Packed—Packed in strong, 
clearly-marked, oil-proof cartons. 


Ask for Prices and Discounts 


The Cleveland t 
Products Co. 


W. 58th St. & Denison Ave. CLEVELAND 





CWP CADMIUM-PLATED 


Above is shown standard stove 
models No. 419S installed in a Nap- 
panee unit model No. 780. The stove 
is made by the Standard Electric 
Stove Co., Toledo, O. 


























This is a new, high quality, flat iron 
plug of extra strong composition, 
covered with attractive nickel plated 
steel casing. It has genuine phos- 
phor bronze contacts and extra heavy 
“Premier” Cord Spring. Manufac- 
tured by the Rodale Mfg. Co., New 
York. 











The Rodale Mfg. Co., 200 Hudson 
St., New York, has designed a feed- 
through switch to sell at a popular 
price, without sacrificing anything in 
the quality of the switch mechanism. 
The click of the switch bespeaks a 
ruggedness of construction which an 
inspection of the inside parts will 
confirm. 








The new line of “Duplex” and 
“Triplex” toggle switches brought out 
by Harvey Hubbell, Inc., Bridgeport, 
Conn., consists of a small, quality, 
“Trigger Action” toggle switch move- 
ment, made up in gangs of two or 
three, mounted in a single porcelain 
box which is small enough to be in- 
stalled in a standard single outlet 
box. All switches in the gang have 
a common terminal on one side which 
simplifies the wiring as compared with 
the ordinary three-gang installation. 
Each individual switch is rated at 5 
Amps., 125 V.-2 Amps., 250 V. The 
cut illustrates the “Triplex” switch 
without cover. 
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Fittings That Fit the 
Fundamentals of the 























V. V. Fittings 
form the Ideal 
Line for the 


Jobber— 


Jobbers make more money 


with the V. V. Complete 


Cast Iron Line of 
Fittings, because 
each fitting serves 
two or more uses 
being inter- 
changeable and 
reversible, so that 
a jobber can do 
more _ business 
with less money 
tied up in stock 
and better serve 
the customer. 
















To know V. V. Fittings is 
to sell them. No man ever 
listened to their story 
without being convincing- 


ly sold. 


Send for the 
THE Ste MMB SS Hegess tt V. V. Fit- 

PHI tings catalog, 
which will 
enable you 
to make your 
own compar- 
isons and in- 
dicate your 
greater. prof- 
its. 


Reversible 


V. V. FITTINGS CO. 


PHILADELPHIA, PA. 
“Sold Through 


705-15 Cherry Street 
Jobbers’’ 


New York Chicago 
50 Church St. 710 W. Jackson Blvd. 
TvPETB _. es eal 
tbs Ay 
V. V. TYPE LFB V. V. TYPE T 
2in1I 2in1I 
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KLIEGL 


LIGHTING 





Back of the Footlights © 


there’s profitable 
business for 


Jobbers 


HE stage electrician buys theatri- 

cal lighting specialties. Do you 
get your share of this business? Kliegl 
products are well known, priced right, 
built right, and thoroughly dependable; 
and everything needed for theatrical 
lighting can be furnished. 


Spotlights 


Stage Pockets 
Floodlights 


Wall Pockets 


Panel Pockets Aisle Lights 

Plugging Boxes Music Stands 
Footlights Color Mediums 
Borderlights Stage Cable 
Connectors Sundry Supplies 


Write for current trade bulletins 
and jobbers’ discount 


KLIEGL BROS 


Universar Evectric STAGE LIGHTING Co., Inc. 


32! West 5Oth Street 
NEW YORK, N.Y. 














<KRUSE> 


PATENTED 


Switch Box Supporting Strips 
with Lath Holders 
A leader for nine 
years. Millions of sets 
sold yearly. Used by 
contractors everywhere. 


Stocked by all leading 
jobbers. 


ALSO 


Kruse Strips combined with Switch 
Boxes 


“Ready” Service Fittings 
Peerless Type A Old Work Hangers 
Fitz-M-All New Work Hangers 
Non-Metallic Sheathed Cable Straps 
WRITE 
For Prices and Literature 


MID-WEST METAL PRODUCTS CO. 


MUNCIE, IND. 

















a 


New Electrical Products 

















An entire new line of Benjamin- 
Starrett panelboards and steel cabi- 
nets for light and power has been 
recently announced by the Benjamin 
Electric Mfg. Co., 120 S. Sangamon 
St., Chicago. The new designs em- 
body many advanced features and im- 
provements in panelboard construc- 
tion, including: 30-ampere, 250-volt 
heavy duty tumbler switches in dou- 
ble-pole and single-pole which are 
approved by Underwriters; Individual 
switches; switch plates and fuse re- 
ceptacles which are removable from 
front without removing trim; full 
four-inch gutter space on all four 
sides of panel; slotted fuse recep- 
tacles which permit testing of fuses 
without removing same; heavy gauge 
steel back on which are mounted unit 
bases; adjustable mounting studs 
which allow for panel adjustment 
both in and out and laterally; Unit 
composition base for all types of 
branch switches to assure interchange- 
ability of parts. All metal panel 
parts are rust-proofed. The complete 
line includes open front, dead front 
and safety panelboards; metering and 
power panels, and steel cabinets. 














Pass & Seymour, Inc., Solvay Sta- 
tion, Syracuse N, Y., is manufactur- 
ing a line of single screw porcelain 
sockets which may be easily installed 
in dark or difficult places. The large 
single center screw is easy to reach 
with an ordinary screw driver and 
the sockets can, it is said, be in- 
stalled on a hot line. 








Heat from the bathroom electric- 
light bulb is utilized by J. W. Coons 
of Woodland, California to dry safety 
razors so that the person using it does 
not have to take the instrument apart. 
The light’s shade is molded with a 
depression in which is fitted a metal 
box large enough to contain the razor. 
Its top is flush with the top edge of 
the globe so that it is not conspicuous. 
After rinsing, the razor is placed in 
this holder where it dries thoroughly 
before it is needed again. 











The C. D. Wood Electric Co., 565 
Broadway, New York, has announced 
a new No. 432 weatherproof socket. 
Molded of Bakelite, it is water and 
acid proof, heat resisting, and shock 
proof. The brass shell is secured to 
the socket by means of heavy tubular 
rivets. A wall of Bakelite insulation 
separates the contact points to which 








the lead wires are secured. 
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Oar 


Meter Service Devices 


1 


a = f=, 








wh 


It’s Business to Concentrate Your Selling Efforts on 
NOARK METER SERVICE DEVICES 


First, because this line meets every Central Station requirement— 


Second, because the completeness of the Noark Line enables your contractor-custom- 
ers to secure every item they’ll require for any job— 

Third, because such concentrated selling not only makes 
your salesmen’s work more effective, but simplifies your 
purchasing, cataloging, stocking, handling, shipping and 
billing—not to mention such advantages as smaller, clean- 

















er inventories and greater rapidity of turnover. 


CoLT’s PATENT FIRE ARMS MFc. Co. 
ELECTRICAL DIVISION 


, 
30-60-109 ampere juan HARTFORD, ConneEcTIcuT, U.S. A. @® 


fuses accessible. _ NEW YORK - BOSTON - PHILADELPHIA - PITTSBURGH - CHICAGO + SAN FRANCISCO 33-S-15 
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Serving the Industry 


for 30 Years! 


F OR over 30 years we have 
been serving the electrical in- 
dustry on its requirements for “Lo- 
ricated” and “Galvaduct” conduit. 

“Loricated” is the Pioneer 
Enameled Conduit, while “Galva- 
duct” is the oldest brand of Gal- 


vanized Conduit. 
“Sold Through Jobbers” 














TILL) 


FLEXCO 


amnp Guard 
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TIMI 





missing’’ or ‘‘pops’’ is an argu- 
ment in favor of FLEXCO-LOK 
and FLEXCO Lamp Guards. 
Settle these arguments by selling 
your trade these reliable guards 
for all exposed lamps. 


Flexible Steel Lacing Co. 


4698 Lexington St. Chicago, Ill. 






















































New Electrical Products 





The H. B. Sherman Mfg. Co., Bat- 
tle Creek, Mich., has announced its 
line of heavy duty soldering lugs. 
These lugs, which are made of seam- 
less copper tubing conform to the 
specifications of the N. E. L. A. Di- 
mensions are held accurately, contact 
surfaces are flat, and the lugs are 
free from burrs and corrosion. 








' Here is the model No. 956 Standard 
electric range showing glass door 
panel. While a plain panel is regu- 
lar equipment the glass type may be 
had at an extra charge. This range 
is manufactured by the Standard 


Electric Stove Co., Toledo, O. 











On the left is shown the new Bry- 
ant No. AQ cord grip cap for “New 
Wrinkle” socket bodies taking cords 
from % in. to 11% in. in diameter. On 
the right is shown the No. 4251 
“Titan” socket which series of sockets 
take cords % in. to 1% in. in diam- 
eter. These products are manufac- 
tured by the Bryant Electric Co., 
Bridgeport, Conn. 























Hubbard & Co., Pittsburgh, Pa., 
has announced a new Gould clamp 
anchor rod which combines anchor 
rod, guy clamp, and guy thimble in 


one. The sheave on the snubbing post 
prevents abrasion of the galvanizing 
on the strand when the strand is 


pulled under strain. 













|FLEXCO-LOK 
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One of the new developments on 
industrial equipment recently an- 


.nounced by the Ivanhoe Division of 


the Miller Co., Cleveland, O., is a com- 
plete line of heavy duty reflectors and 
holders. They are porcelain enameled 
steel reflectors in the R.L.M. dome, 
shadow dome, standard bowl, stand- 
ard angle and glassteel diffuser types 
with a rolled threaded neck of heavy 
gauge copper. These collars are se- 
curely locked into the form and will 
not become loosened or turn in serv- 
ice. Holders are available for these 
reflectors in cast aluminum and 
stamped enameled steel for attach- 
ment direct to the outlet box. Also 
suspension types tapped for 14 in. 
pipe of stamped enameled steel or 
cast iron. They are supplied with 
either medium or mogul porcelain 
sockets. 
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Talk the * Tumbolier’ Switch 
or [Three Lighting Circuits 








TUMBOLIER SWITCH 
Specification Data—Schedule S$ 





‘Cat. List 
No. Price Description 


21095 $0.85 Two-Circuit (2levers) 
21096 1. MT hres-<iesals) Stovere) 
21098 .95 a Pole and 
3-Way (2 levers) 

21236 34 Solid Plate for 2 levers 
21237 _—.34 Solid Plate for 3 levers 
21234 .18 .060 Plate for 2 levers 
21235 .18 .060 Plate for 3levers 
21232 ~=.14 .040 Plate for 2 levers 
21233 = .14 .040 Plate for 3 levers 

8969 .15 ““Hegemite”’ Plate, for 








2 levers 
8970.15 ““Hegemite”’ Plate, for 
3levers 


Std. Pkg. 10, Carton 2. Rating 10A. 
125V., 5A. 250V. National Elect. 
Code Standard. 























te i A? ZS 


THE H an, 


rede ifn MAKERS OF nc SWITCHES SINCE 1890 


Here’s a single-gang unit to take the place of 
three separate switches or a 3-gang unit. One 
switch, one box, one plate—one quick job! 


One TUMBOLIER Switch, for example, will give separate 
control of living-room lighting, the hall-lighting fixtures 
and the porch light. Behind the single-gang plate are 
three miniature Tumbler Switches — the famous H&H 
‘balanced mechanisms ’— all in a porcelain base. 


You can show the Contractor how buying this switch 
will save him buying more—for 3-circuit (or 2-circuit) 
jobs. How his ‘“Tumbolier”’ order is an order on us to 
save him switches; save him plates and wall-boxes. 


For your immediate reference are specifications at left. 
For filing in catalogue, let us mail you the data-sheet. 













HEGEMAN MFG e 0. 
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You only have to tell your cus- 


tomer about the Foley Wire 
Stripper, and 9 times out of 10 
you have made a sale, a nice 
profit, and a good friend. They 
like the salesman who tells them 
| about the Foley because it saves 
| them 70% to 80% on time and la- 
bor stripping wires. A foot pedal 
snaps nicked jaws around the wire, 
cutting the insulation free. An easy 
pull slides it off clean. Strips all | 
kinds of wire, and insulation. At- | 
tached to bench or carried to jobs. | 
Light, compact, strong and long- | 
lived. Lists at $15.00. 
Write for your discounts and com- 
plete information for your catalog and 
price lists. 


FOLEY SAW TOOL CO., Inc., 


| 


755 Foley Bldg, 9 Main St. N.E., Minneapolis, Minn.” | 














Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
order, why not let us help you 
out? 


In all industrial centers are lo- 
cated “U. S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit. 


“U. S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Fellowing 


Cities: 

Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 
Chicago Philadelphia 
oom Pittsburgh 

Portland, Ore. 
oa sg Rochester 
Detroit Sacramento 
Houston Salt Lake City 
Indianapolis Trade Mark 


San a 


Kansas City attle 

















New Electrical Products 














Five of the new products of the Arrow Electric Co., Hartford, Conn., are, 
reading from left to right: The H. A. cold molded socket with key body; 
the No. 617 cold molded socket with pendent cap; the No. 8138 one piece, 
aluminum keyless socket; the No. 8137 ditto, with pendent cord grip, and 
the No. 325 outlet box keyless ceiling receptacle with wires. 





The Sinclair Equipment Corp., 
Congress & Peoria Sts., Chicago, is 
manufacturing the “Super-Hi Lo” 
propeller fan illustrated above. The 
blade of this new fan is of “Bird- 
Wing” construction and an oil cup 
is located near the hub. This design 
is said to make all parts of the fan 
wheel do an effective work. 








The Royal “Sprayer,” which 
erates from air pressure supplied by 
the ordinary household vacuum clean- 
er, is announced by the P. A. Geier 


Op- 


Co., of Cleveland. The device is ex- 
tremely simple in construction and 
efficient in service. It consists of a 
piece of 114 in. tubing, one end of 
which fits the vacuum cleaner attach- 
ment hose, the other end terminating 
in a nozzle controlled by a_ simple 
thumb valve. Below the nozzle is 
fastened a standard jar cap with flow 
tube and compression inlet. Air pres- 
sure is supplied by connecting the 
vacuum Cleaner attachment hose on 
the outlet, or blower side of the clean- 
er in place of the dust bag. Liquid 
or powdered spray material is placed 
in a glass container which fits the jar 
cap, and the compression inlet is ad- 
justed so that sufficient air enters the 
jar to lift this spray material to the 
top of the flow tube, where it is 
atomized by the stream of air from 
the nozzle. 











Here are two of the products of the Jiffy Wire Connector Co., Hackensack, 


| ae 


On the left is shown the S.R.K. 


“Union” solderless wire connector. 


It is made of aluminum copper alloy 4% in. thick, 1% in. wide, and 


in. long. 


The connecting capacity is up to three No. 10 or equivalent, either 


solid or stranded, and can be used for connecting wires of different sizes or 


combinations to its full capacity. 
is uniform on all wires alike. 


It is so designed that the clamping pressure 
On the right is the S.R.K. No. 5 solderless Tap 
wire connector for tapping or splicing wires. 


It is made of heavy brass, giving 


full conductivity with only one set screw, and is so designed that it will make 
a perfect connection without the use of solder. 
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THE QUIET IROQUOIS 


‘“‘whoops 
it up’’ 


for BUSS 


The Iroquois Electric Refrigeration Company, 
a subsidiary of the Barber Asphalt Company of 
Buffalo, produces the Quiet Iroquois Electric 
Refrigerator. 

In creating the Quiet Iroquois Refrigerator, 
the engineers were naturally unbiased in their 
selection of design and material. They strived 
to produce the best in refrigeration—a machine 
quiet in operation and dependable in service. 

With equal foresight, they realized the im- 
portance of having their own plant operations 
dependable and free from unnecessary shut- 
downs. So, in the same unbiased way, they 
compared facts—and then standardized on 
BUSS Renewable Fuses for their Electrical 
Protection. 

Here is a typical instance of the kind of 
industrial plants turning to BUSS Renewable 
Fuses for protection. 

Undoubtedly there are plants in your territory 
who exercise the same degree of caution in the 
selection of fuses as in the material going into 
their products. 

If their plants are not using BUSS Renewable 
Fuses cite this case to them and cite, too, the 
logical reason given as to why BUSS Renewable 
Fuses were chosen. 



























































BussMANN MANUFACTURING COMPANY 
St. Louis, Mo. 


Bae Ful 


























126 THE JOBBER’S ffJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 








WANTED 
Electrical Line 


MANUFACTURERS 
REPRESENTATIVES 


covering Missouri, Arkansas, Kansas 
and southern Illinois calling on elec- 
trical jobbers. Twelve years in this 
territory. Want one additional line. 
Address Box BC 22, The Jobber’s 
Salesman, 53 W. Jackson Blvd., 
Chicago. 




















HOLYOKE WIRES 


Holyoke Products are: 
Single conductor annun- 
ciator wire. ’ 
Twisted annunciator wire 
Multiple conductor | an- 
nunciator wire braided 

cover. 

Weatherproof single con- 
ductor  annunciator 
wire, ‘ 

Weatherproof twisted an- 
nunciator wire. 7 

Damp proof office wire. 

c a wire, single and 
multiple conductor. 





SPOOLS 


The Holyoke Co., Inc. 


611 ee New York, N 
30 E. Randolph St., Chicago, Yi. 























No. 8815 
Air-Gap 
“PARKSON” 
Radio Lightning Arrester 
Approved No. E 6198 


No. 8816 Non-Air-Gap 
No. 8817 Condenser 
Ask for Samples and Prices 
Manufactured by 
Union Insulating Co. 


Factory, Parkersburg, W. Va. 
Sales Office 296 Broadway, N. Y. 














Every Business 
of consequence ought to have proper card 
REPRESENTATION. 


WIGGINS 
Peerless Patent Book Form Cards 


are used by many of America’s 
largest card wusers—superiority 
of engraving and_ the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence. 


The John B. Wiggins Company 
Established 1857 







Engravers — Makers Die Embossers 
1157 Fullerton Ave. 
705 Peoples Gas Blidg. CHICAGO 








| Tom Mitchell Joins American | 


Circular Loom 

Thomas D. Mitchell, formerly of 
| the Economy Fuse & Manufacturing 
Co., is now representing the American 
Circular Loom Co. in the Baltimore 
territory. Mr. Mitchell is an old 
timer in business, and after an absence 
of several years, is back again in the 
field. Tom knows everyone in the 
industry and no doubt his friends will 
be glad to welcome him again in his 


new connection. 
* * * 


Burg Opens Philadelphia Office 

The Burg Electric Sales Co., 
manufacturers’ representatives of 82 
Union Square, New York, announce 
the opening of their new Philadel- 
phia office, located at 906 City Cen- 
tre Bldg., Philadelphia, in charge of 
Herman Ellen. That office will cover 
the territory east of Harrisburg in 
Pennsylvania, southern New Jersey 


and south as far as Washington, D.C. 
ee 


W. C. Gerler with Bussmann 

W. C. Gerler, industrial salesman 
for the Revere Electric Co., Chicago, 
resigned on January 14 to become 
Chicago district manager for the 
Bussmann Mfg. Co., St. Louis, Mo. 

On Wednesday evening, January 
11, a farewell dinner was given him 
at the Bismarck hotel by his friends, 
customers, manufacturer’s representa- 
tives and fellow employes. 





* * * 


| W. S. Long with One-Minute 
Co. 

W. S. Long, of the Westinghouse 
| Acceptance Corp.. and formerly 
Westinghouse Treasury representa- 
tive, has recently become connected 
with the One-Minute Manufacturing 


| Co., manufacturer of electric wash- 
| ing machines, Newton, Ia., in the 


| delphia, Pa 


capacity of vice-president and sales 
manager. 
* * * 
Latest Trade Literature 
Haring Switch Plate Co., Phila- 





glass 
switch plates are shown in a new 














| Room without Bath 
$2.00 and up 
Room with Bath— 

$2.50 and up 





00 and up 
| Marble Coffee Sho 


oe ae 




















folder, together with catalog listings | 


_and list prices. They are made in | 


toggle and push button types also for 
receptacles. The new Haring display 
board designed to help jobbers and 


| dealers sell more plates is also illus- 
| trated. 


Standard Electric Stove Co., Tole- 
| do, O.—A new catalog—No. 15-B— 





Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


aN 


Be A Booster 


Tell your friends 
about 


The 


Jobber’s Salesman 
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1928 








| YAGERS 





Here’s an Idea 
For February 


N every order you take in Febru- 
ary, solicit last, one for Yager’s 
soldering salts and paste. 

Just before you hand the dealer 
your pencil to sign the order, ask him 
“How are you fixed on soldering salts 
and paste?” 

If you do this, steadily through the 
month of February, you will “start the 
ball rolling” on your sales on these 
products. 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 


1873 














CROSS ARMS 


seasoned, straight, close grain, 
old growth Yellow Douglas 
Fir. 

SOLD 


in carload lots only, for ship- 
ment by rail or water from fac- 
tory, Bellingham, Wash. 


AT LOWER PRICES 


than prevail for shipments out 
of distributing warehouses. 


FOSTER-WYMAN LUMBER 
COMPANY, 
White Bldg., Seattle, Wash. 











Wr 


gley Toggle Bolts 








‘‘Wrigley 
For Quality”’ 


DEC. 3,i901 
Made of heavier 
gauge steel. 


Can be put through 
smaller holes than 
the ordinary toggle 
bolt. 


HOOD SCREWS ON 
TRUNNION NUT 
TOGGLE BOLT 


First Toggle Bolt 
made. 


THE THOMAS WRIGLEY Co. 
504 Sherman St., Chicago, Ill. 














| 
| 





is just off the press. 
pages handsomely printed illustrate 
and describe in detail the complete 
Standard line, including not only elec- 
tric ranges for every class of house- 
hold, apartment and hotel and restau- 
rant purpose but heavy duty ovens, 
toasters, broilers, griddles, hot plates, 
plate warmers, fireless cookers, water 
heaters, serving tables, etc. 





Robbins & Myers Co., Springfield, 
O.—Miniature fan catalog form 1355 
which illustrates their complete line 
of fans for 1928. Convenient pocket 
size. Everything you wish to know 
about R & M fans. 





Standard Electric Stove Co., Tole- 
do, O.—Electrotype sheets, six of 
them. About 100 electros and logo- 
types of various sizes are illustrated. 
They are furnished as a service to 
jobbers and dealers to be used for 
advertising and cataloging purposes. 
Full particulars and proofs on request. 





Federal Steel Products Co., New- 
ark, N. J.—Bulletin SP3 covering 
the company’s entire line of Federal 
“Safuse” panels. The panels are 
fully listed and illustrated in flush and 
surface types, with and without ar- 
rangement for toggle switches, and 
also the feed through type. 





Robbins & Myers Co., Springfield, 
O.—New sales helps for 1928 fan 
business are being sent to jobbers, 
showing a complete line of dealer 
helps. All dealer booklets, fliers, win- 
dow trims, advertising electrotypes, 
etc., are arranged in a compact port- 
folio, each piece of literature attached 
so that the jobber has the whole story 


before him. 


| falo, N. 





Federal Telephone Mfg. Co., Buf- 
Y.—New No. 1110 catalog 


| covering their complete line of interior 


private telephone systems. 





Colts Patent Fire Arms Mfg. Co., 


| Hartford, Conn.—‘‘Noark” listings of 


| protective 
presented for convenient and | 


products are unusually 


well 


Thirty-two | 





[\( TRANSFORMERS of 





vo 


<i cape 


Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord. 








M-26—8 Volt 


T-26—6, 8 and 14 Volt 

my for both 3 inch and 4 inch outlet 
Ox, 

Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich’ 


MERIT for FIFTEEN YEARS 




















quick reference in their new loose | 
| leaf catalog No. 56. At the same time | 
they have published what is known | 


as the Junior, a 5 by 6% in. booklet 
which is a replica of sections 1 and 2 
of the main catalog. 





Are You : 
Overlooking 


Something? 


Don't let your salesman get 
started on the road without a 
copy of the DAY-BRITE cata- 


log or looseleaf page. 


Contractors are buying DAY- 
BRITES by name—they know 
the value of good display light- 
ing—they know DAY-BRITES 
last longer, can be bought right 
and are easier to install. 


See that everyone in your 
sales organization has a copy of 
the DAY-BRITE line—it’s a 


big seller and will help put your 
sales over the top for °28. 


DAY-BRITE 
REFLECTOR 
COMPANY 


703 South Broadway 
ST. LOUIS, MO. 
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Ht ['D 


Prepare 
Your 
Customers 





2199-0 
30 Amp. 125 Volts 
3-2 Wire Double Branch 


Prepare your customers for the 
Spring Demand! 


New homes will be built, old 
ones remodeled, and improvements 
put in. And, big sales should, as a 
consequence, be realized on Heine- 
mann Unfused Neutral Cutouts. 





3087-0 
30 Amp. 125 Volts 
4-2 Wire Branches 


These cutouts may be had: in 
either the Live Front or Dead 
Front types. In the latter case 
covers are provided with test holes 
and cards for indexing of branch 


circuits 
a 
Se Sa 
3115 


30 Amp. 125 Volts 
2-Wire Double Branch 


a 


Make it a point during February 
to talk Heinemann Unfused Neutral 
Cutouts to every contractor and 
contractor-dealer in your territory. 


It means profit to you. 


HEINEMANN 
ELECTRIC CO. 
PHILADELPHIA, PA. 


Est. 1888 
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CO Switch Boxes 


for Receptacles Mounted in Plaster Walls 


~=n{ Patented August 24, 1926. Others Pending )e=- 




















ILLUSTRATING MC R BOX INSTALLED 


[ Plaster and lath is cut away to show details of mounting ]} 


Easy Installation of Wall Receptacles 


is provided by Receptacle Boxes with I mproved Extended Ears 

mounted on the Jong side of the box, at the proper height to bring the 

edges of the box flush with the plaster. Just nail the extended ears direct 
to the stud and the box is ready for wiring. 








~|| 
/ — “ For Loom ' Cat. No. For Rigid Conduit | _ 
ee no clamps | 4 " ! 
hI DReGR. 2... with clamps nepniiipeahdea : ‘ Deep ih 
i For Flexible Metallic Conduit RM-R....... 24" Deep \) 
ree 2” Deep RD-R .......2%" Deep || 
MCR....... 2%" Deep I> 





ROACH-APPLETON MANUFACTURING COMPANY 


3440 North Kimball Avenue, CHICAGO, ILL. 45 Murray Street, NEW YORK, N.Y 
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LEADERS 


that build your business... 
because they help your customers 





OORDINATED sales effort, even further extended and de- 
veloped than the successful campaign of 1927, is the basis 


of the Wiremold program for 1928. 





Industrial plants and factories as well have learned 
the value of “‘putting the wires on the surface.”” Elec- 
tricians and architects recognize the fact that Wire- 
mold offers the logical medium for this work. 


Wiremold metal conduit and fittings comprise a com- 
plete surface wiring system, plus personal sales as- 
sistance that builds business for you. 





WikeoucT rcs (MES) WIREFLEX 


A loom for loom cranks. The patented This non-metallic patented ‘“WIMO” 
““WIMO” Slick-Finish, clean to handle— Slick-Finish, smooth cable meets the most 
no mica dust—easy to fish, and fast to exacting requirements of the Underwrit- 
work, all-weather loom that costs no ers’ Laboratories, and is a great conven- 
more, and makes a friend of everyone ience to wiremen. 


you sell it to. 


Plan to use all three of these products as your leaders during 1928, and 
watch your sales rise. The personal cooperation of our branch offices and 
field force is yours for the asking. Don't hesitate to call on us, to help you 
build business is our job. 


Select your leaders with wisdom and the 
balance of your line will sell itself. 


Tee Wiremo.D ComPANy 


HaRTFORO,CONN. 


























For the 
ATWATER KENT 
Model 37 
All-Electric Receiver 


Recommend the 
Newcombe-Hawley Model AK7-61 
Console Reproducer 




















- 
ey 


c 


eAnother 


NEWCOMBE-HAWLEY 


cAchievement 


HE Newcombe-Hawley Model AK7-61 Console 

Reproducer converts the Atwater Kent Model 37 
All-Electric Receiver into a compact console receiver that 
requires small floor space, and measures 443/, inches high, 
24% inches wide and 16 inches deep. 


Has 86-Inch Tone Chamber 


The outstanding feature of this Console Reproducer is 
the Newcombe-Hawley 86-inch Tone Chamber which 
assures perfect reproduction, from the deepest organ note 
to the highest pitched voice or instrument. Great volume 
is available with a mellowness that amazes the most 
critical audience. Since no separate amplifier or extra 
tubes are required with this efficient reproducer, no 
servicing is required to maintain perfect operation. 


NEWCOMBE-HAWLEY, Inc. 205 North First Ave. ST. CHARLES, ILL. 
































A Letter To Friends 


Gentlemen: Chicago, Ill., Feb. lst 1928. 


Subj: Inland Company 


We believe that any mg piatat aoe athe highest degree 
of satisfactory relaty is 


a 
és oe 
with their c mo a : 


ze a this in 


oa Se and they 


a: Saas 
bas pay 


Fourth-That each mu 
other. 


Fifth-That both must know the wisdom of carrying on, with- 
out qualification, the spirit of all agreements and 
intentions. 


Any business built on this foundation is bound to succeed. 
We are pledging ourselves, and most cordially invite you to 
subscribe also and join us in our success. Our plant is in 
full operation and shipments being made on schedule, and our 
new catalog is now being distributed. 


Sincerely yours, 


THE INLAND GLASS WORKS, INC. 


TURN TO INLAND , 


D., PAGE 31. VY. Pres. and Gen. Mgr. 
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